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A Rapid Increase 
In Your. VENTILATOR BUSINESS 


WILL result if you install the NEW ROTABLE STANDARD VENTILATOR and the STANDARD 

CHIMNEY CAP on all your work this coming season. STANDARD CHIMNEY CAPS are 
made of cast iron and laid in cement. They make the most efficient combination on the mar= 
ket when used with the NEW ROTABLE STANDARD VENTILATOR. Made from Galvanized 
Steel Sheets or Sheet Copper. For satisfied customers and your own satisfaction, always use 


NEW ROTABLE STANDARD VENTILATORS 


in conjunction with 


STANDARD CHIMNEY CAPS 


























NEW ROTABLE STANDARD NEW ROTABLE STANDARD VENTILATOR Sat tiathircunet 
VENTILATOR AND STANDARD CHIMNEY CAP STANDARD CHIMNEY CAP 















Our latest booklet fully describes and illustrates both the NEW ROTABLE STAND= 
ARD VENTILATOR and the STANDARD CHIMNEY CAP. It also gives sizes and 
prices. You should not contemplate doing your spring work without first considering 
NEW ROTABLE STANDARD VENTILATORS and STANDARD CHIMNEY CAPS, so 
write for this booklet at the earliest possible time. It is absolutely free. 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 













ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 68 and 69 
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Let Kelsey’s Gold Dust Twins 
Do The Work For You 


“ the use of fussing and fuming about Why do any of these things that Kelsey wil 
any of your heating problems, when a postal gladly do for you? 
to Kelsey will bring you all kinds of help? ¢ , 
BiLergé- - “ 8) - 0 I If you are not a Kelsey dealer, why not be one? 

Why give yourself a headache trying to make a 
plan or get up a specification when we stand ready 
to do i¢ for you? 

Why take a chance on your figures being right, 
when Kelsey’s Estimating Department will help Send for our Special Dealer Proposition, and 
you out, and perhaps save you from losing the job? Explanation of our Dealer Helps. 


CHICAGO H i P F e I , oF, NEW YORK 
2767 Lincoln Ave. 103-Y Park Ave. 
R 
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Kelsey Generators heat and ventilate large and 
small houses, churches and schools, with the mod- 
ern warm air method. 
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WARM AIR GENERATO 


Syracuse, N. Y., 301 James Street 
DEALERS IN ALL PRINCIPAL CITIES 
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We have a new proposition 
for live progressive dealers. 


ABSOLUTELY the cleanest heater on 
the market. Wecan prove this of the 


“FRONT RANK” 


ALL-STEEL WARM AIR 


HEATER 


It is made of heavy armor plate and 
there is no case on record where a 
‘FRONT RANK’’ has worn out. 
Has only one seam and is riveted 
closely like a boiler. Absolutely gas 
and air tight. 


AN ARMY 


of 14,000 satisfied users in St. Louis 
alone is endorsement enough. 


Send for our new Catalogue. 


HAYNES-LANGENBERG MFG. CO. 


4045-57 FOREST PARK BLVD. 
ST. LOUIS, MO. 
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TWO THINGS 


about the ‘‘NEW PROCESS”? WICK BLUE FLAME OIL COOK STOVE that 


demand your attention 


ITS CHEAP OPERATING COST and the CONSTRUCTION of the BURNER 


One gallon of oil will operate one burner FULL FLAME 25 to 40% longer AND 
AT THE SAME TIME PRODUCE A HOTTER FIRE. 


The ‘‘NEW PROCESS”’ is not the lowest priced stove on the market but it IS 
the MOST EFFICIENT AND ECONOMICAL. 


In 3 or 4 months’ use your customer will SAVE MORE IN THE COST OF OIL 
than any difference in FIRST COST OF THE STOVE. 


He will go on making a SAVING in fuel every month he uses the stove and IN 
TWO YEARS TIME THE STOVE WILL SAVE ENOUGH IN OIL BILLS TO 


PAY FOR ITSELF. 


OUTSIDE PERFORATE INSIDE 


PERFORATE 















CHIMNEY 
CASING 


CHIMNEY 


LEVER GUIDE WICK STOP 


NUT 
WICK STOP 


WICK ie Bue((G>)-WICK RAISER 
AND SLEEVE §f Hi NZ 


RAISING CHIMNEY J FOR CHIMNEY 


Scrutinize carefully the construction of the 
burner as showninthecut above. NOTE HOW 
SIMPLY BUILT. 

Made of the FINEST materials and well 
assembled. 

ALL PARTS REMOVABLE AND INTER- 
CHANGEABLE. 


A SPECIAL FEATURE—VERY IMPORTANT 


IT IS IMPOSSIBLE FOR THE WICK TO BIND, 


CLOG OR STICK 


For these three reasons 


EXTRA LARGE AND ROOMY WICK 
TUBE which allows the wick and sleeve full 
play. 

SEAMLESS wicksleeve (furnished attached 
to wick) raised and lowered with a ROTARY 
motion and operated by a perfectly balanced 
wick raiser made entirely of brass. 

The little offset in the ‘‘perforates’’ prevents 
anything that boils over on the stove from 
seeping through the chimney into the wick 
tube. 











ONE GALLON OF OIL WILL OPERATE ONE BURNER FULL FLAME FOR 
TWENTY-TWO HOURS 
WRITE TODAY FOR CATALOGUE AND PRICES. Test the stove out and CONVINCE 


YOURSELF of these facts. Put a stove on your floor that you have absolute confidence in and you 
can unhesitatingly recommend to ALL your trade. 


NEW PROCESS STOVE CO. 


Div. of American Stove Co. Cleveland 


4421 PERKINS AVENUE 
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Mageticel dealer who saw the CLARK JEWEL 
Olive Green Oil Stove at the big conven- 

tion was strongly impressed by its handsome 

appearance and excellent working qualities. 


No dealer can afford to be without this fine 
line of Oil Cooks. They are not only the best 
looking stoves on the market, but they are also 
the best working stoves. 


No other oil stove made will do more cooking 
in a shorter time with less oil than the CLARK 
JEWEL. 





GEORGE M. CLARK & COMPANY 


DIVISION AMERICAN STOVE COMPANY 


CHICAGO, ILLINOIS 














“QUICK MEAL” 
WICK OIL STOVES 


for 1915 
SAMPLES NOW READY 


All sizes from the smallest 
two-burner to the largest 
five-burner cabinet. 


Porcelain Enameled Splash 
Backs are attractive and 
sanitary and can be fur- 
nished on all “QUICK 
MEAL” OIL STOVES. 


The “QUICK MEAL” Agency is something worth while. Secure it now. 


RINGEN STOVE COMPANY 











Catalogues now ready 





Div. American Stove Co. 


825 Chouteau Avenue ae 
ST. LOUIS, MISSOURI SAN FRANCISCO, CAL. 
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THE HANSON & VAN WINKLE COMPANY 


Manufacturers of 
LACQUERS FOR ALL METALS 


Libian Black Lacquer produces a velvety, dead black finish, 
extremely beautiful and very hard and durable. 


































It is suitable for all metals and may be applied 
either by dipping or brushing. 


Ask us for a free sample of Libian Black Lacquer, 
the lacquer that is really dead black. 


We make also a complete line of transparent and 
colored lacquers. 


THE HANSON & VAN WINKLE COMPANY 


Manufacturers of Accessories for Metal Finishing 


110 North Clinton Street 
CHICAGO 


Factories: Canadian Branch: 
Newark, New Jersey Toronto, Ontario 














‘50% CHEAPER Lec RIVETING 


RIVETING— 
THE OLD WAY 


No. rivets per plate 
6 





This is themachine 
used for welding 
stove runners, lin- 
ings for gas stove 
ovens, etc. Here 


Daily Output 
are the actual fig- 450 


Cost per 100 plates 


ures given us by a 40 cents 
stove manufac- — 

turer showing his WITH A “TOLEDO” 
costs before and WELDER— 











after installi 
fF imsta ‘Sa " THE SAVING WAY 
“TOLEDO” No. welds per plate 
Electric Daily Dende 
Spot Welding 1500 
Machine Fa Se abe oie BP as: Cost per 100 plates 
Welding Stove Runners 20 cents 


Send us samples of your work today and let us show you what you can save. 


Get our free bulletins describing our entire line of spot welding and butt welding machines. 


NO LEASE NO LICENSE NO ROYALTY 


THE TOLEDO ELECTRIC WELDER COMPANY 


4100 Langland Street - - CINCINNATI, OHIO 
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WEIR GAS and aagT CONSUMING 


WARM AIR HEATERS 


Have many exceptional features that make them a quick selling and 

satisfactory line. BODY is made of steel and is absolutely gas-tight. 

FIREPOT is made in sections. Air channels in it allow the air being 

supplied to the fire to become heated, therefore producing a more 

perfect combustion. RADIATOR is extra large and made of heavy 
| gauge sheet steel. 











































There are many more points of interest in WEIR WARM AIR 
HEATERS. They are all selling arguments. Write for our latest cata- 
log which fully explains the construction and operation of WEIR WARM 
AIR HEATERS. They have a record of nearly a third of a century of 


uninterrupted and unparalleled success so it will be worth your time. 


MEYER FURNACE COMPANY 


PEORIA, ILLINOIS 
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P Guo Heater Hints—No. 1 | 


| ALL CAST IRON 
[ITED HEATER 


Designed to burn either hard or soft coal equally well. A 
large combustion chamber and long fire travel utilize every 
particle of smoke and gas before they pass into the outer 
radiator. This means a great saving of fuel. 

The ash pit is large enough to afford ample room for ashes 
and also leave sufficient below the grates to prevent their 
burning out. 

Patented Anti-clinker grate consists of four heavy cast 
iron bars, arranged parallel to each other and running from 
the rear to the front of ash pit. 

Write for Descriptive Catalog of GILT EDGE HEATERS 


R. J. SCHWAB & SONS CO. Milwaukee, Wis. | 


semneniiiiiate 
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| AGENTS are closing one of the most 


successful years they ever had. 





Let us explain the reason why. 


@ Musi’ @ THE TE HENRY FURNACE CO. 
Gund Gund 

















FLORAL CITY WARM AIR HEATERS 
UNEQUALLED IN EXCELLENCE 


For the embodiment of all that is latest and best in 
warm air heaters our 


FLORAL CITY GASTIGHT 


is absolutely tnequalled. It is second to none. 


Gastight double radiator, all-cast without a bolted joint. 
Firepot and body deeply corrugated and made extra heavy. 
Straight firepot to which ashes cannot cling. 
Interchangeable shaker grates. 


Send today for Catalog 


THE MONROE FOUNDRY & FURNACE COMPANY 
MONROE, MICHIGAN FLORAL CITY “GAS TIGHT” HEATER 
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Give Winter the Laugh 


BOYNTON SQUARE POT FURNACES 
give Winter the laugh. They are so con- 
structed that the fire burns evenly all over the 
grate, insuring the most complete combustion 
possible. 










Every year more people insist on having a 
SQUARE POT FURNACE. Actual results 
are what count. Thatis why the demand for 
SQUARE POT FURNACES is increasing. 


Send early for your copy of the Square Pot 
Catalog. 










Why not investigate? 









BOYNTON’S SQUARE POT CHICAGO 
ADMIRAL FURNACE NEW YORK JERSEY CITY 









IT IS NOW : 
UNIVERSALLY ACKNOWLEDGED [i 


that pure, circulating warm air is the most health- 
ful, sanitary, economic and satisfactory method of heating 
houses, bungalows, flats or apartments it is possible to install. 


AJAX and EMPIRE 


warm air furnaces produce just this kind of heat, and plenty of 
it. They have the weight, construction, radiation and capacity 
necessary to make them durable and efficient. We stand 
behind them with a positive guaranttee as to the fit and finish 
of each and every casting. 


MADE RIGHT--PRICED RIGHT--WORK RIGHT 


SPECIAL FEATURES 





FIRST—Extra sarge grate surface. FOURTH—Extra heavy corrugated 
SECOND—Extra large cast and steel straight fire pots. 

radiators. FIFTH—Extra heavy draw-out triangular 
THIRD—Extra large feed door for soft bar grate. 

coal or wood. SIXTH—Extra high and roomy ash pits. 


Write for Catalog, tllustrating and describing the 
New Ajax. Also for prices and terms. 


ppg CO-OPERATIVE FOUNDRY CO. 


ROCHESTER, N. Y. 


Western Branch 
805 SO. CLINTON ST. (Phone Harrison 6373), CHICAGO, ILL. 











10 


AMERICAN ARTISAN AND HARDWARE RECORD 

















i 


They’re Surely the Best 
If they bear the f 


WISE TRADE MARK 














When you are handling WISE WARM AIR HEATERS, you 
know that you are offering a heater of quality—one that has made 
good wherever it has been tried out. 


WISE WARM AIR HEATERS 








are constructed on scientific principles. They give more heat and burn less fuel than other warm 
air heaters 

BASE.—Cast from one piece, forming bottom of ashpit 

ASHPIT.—Is deep with straight sides and large door. 

GRATES—Are furnished in either the Shaking or Triangular Revolving Bar pattern. Both 
styles operate without the loss of fuel. 

FIREPOT—Is heavy, cast in one solid piece with slots in the walls. Airis admitted and heated 
in these slots before entering into and above the fuel. This supply of heated air permits the con- 
sumption of 90% of the gas and smoke, securing perfect combustion and generating intense heat. 


Our latest complete catalog will be sent to you at your request. Better write for it at once. 


WISE FURNACE COMPANY 


AKRON, OHIO 











The Answer to the 
Heating Question Solved— 


MONARCH 


AIR-BLAST, WARM AIR 


HEATERS 


the smoke exit. 


with our aid. 


THE FOREST CITY FOUNDRY & 





MANUFACTURING COMPANY 
Cloud CGulond 














Furnish a large supply of fresh, warm air at a 
minimum cost. The specially constructed fire- 
pot extracts all of the good out of the fuel, and 
the radiator utilizes every valuable heat unit of 
the products of combustion before they enter 


Write for our latest complete catalog and 
offer to dealers—you can do a bigger business 
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For Coal or Wood 


A warm air heater that can be used for either hard or 
soft coal or wood is very desirable. They are in de- 
mand in all parts of the country. 


ROBINSON 
TUBULAR OR GEM 


WARM AIR HEATERS 


They will give the longest and 





ROBINSON TUBULAR WARM AIR HEATER 


Are the ones you should suggest to your customers to meet this demand. 
most satisfactory service. 

ROBINSON TUBULAR WARM AIR HEATERS—Grate is of the 
celebrated Eclipse style. Ash Pit is broad and deep, allowing free cir- 
culation of air under grate. Has a Direct Draft and Return Flue 
with long fire travel. 

ROBINSON GEM WARM AIR HEATER—Fire Pot is corrugated and 
made in two sections. The Dome or Combustion Chamber is much 
higher than found in most heaters. The Radiators are made either of 
all cast iron or cast iron and steel. The Feed Doors are extra large. 
Our latest catalogue which fully describes the ROBINSON LINE of 
WARM AIR HEATERS will be sent to you together with price list 
at your request. Write for it and acquaint yourself with the many 
exceptional features that are embodied in the construction of ROBIN= 


SON WARM AIR HEATERS. 


ROBINSON FURNACE COMPANY 


205-207 West Lake Street, Chicago, II]linois 





ROBINSON GEM WARM AIR HEATER 








"School Room Heaters 
Furnaces and Hot Water 


SPECIALTIES FOR COMBINATION HEATING 


CHARLES SMITH, 70 West Lake Street, Chicago, Ilinois 

















SCHEIBLE 
HEATERS 


ARE THE EMBODIMENT 
OF ALL THAT IS LATEST 
AND BEST IN WARM AIR 
HEATERS. 


SCHEIBLE 
WARM AIR HEATERS 


are DURABLE — PRACTICAL — ECONOMICAL, 
just what is wanted. 


Are you acquainted with them? 


MANY ADVANTAGE 





S 


The advantages of being the Sprague Agent in your 
> > I a 


WRITE US 


SCHEIBLE-MONCRIEF 


1444 West Ninth Street 


Ceveland 








See the Wants and Sales pages. 














territory aremany, Mr. Heater Man. THE SPRAGUE 
UNDERFEED WARM AIR FURNACE isa reliable and 
thoroughly satisfactory fuel saver. You can recommend 
the Sprague for any kind of warm air heating. It 
never falls down. 

Write for catalog, price list and Agency Proposition 
at once. 
SPRAGUE FOUNDRY & MEG. CO. 


Council Bluffs. lowa 
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DO YOU KNOW THAT 


SMITH’S “MALTESE” 
WATER HEATERS 


Are made with eight styles of 
tappings? 





They can be used in any 
Warm Air Heater, Steam or 
Hot Water Boiler. Easy to in- 
stall and always ready. 

Write for our catalog and prices at once. 


CHAS. SMITH CO. 


57 West Lake Street Chicago, Illinois 


The CHAMPION 


COMBINATION 
HOT WATER BOILER 


One or more sections can 
be used together accord- 
ing to the amount of radi- 
ation to be used. The fire 
—— through spaces 
ween rings in each sec- > 
tion and over their la-ge « 
surfaces permits thedirect > 
action of the fire to come oo 
in contact wich each sec- ¢ 
tion, making a powerful 
and effective heater. 


ae BOILERS 

100 pounds 
hydraulic pressure before 
leaving the factory and 
are guaranteed not to 
leak. Wil increase every 
dealer’s business who han- 
dies them. Prices, meas- 
urements, etc., UDOR ap- 
Plication to 


FRANK D. STOLZ CO. 
Manufacturers 
1210 Webster Avenue 
CHICAGO, ILL. 





















HAND WITCH 


Removes grease, grime and 
dirt quicker and easie- than 
any other cleaner. Does not 
eat the skin. Once tried— 
always used, 


Send for Sample—it’s free 


NICKEL PLATE STOVE POLISH CO. 


Manufacturers Chicago, Ill. 











“MISSION” 


Symoups’ New SIDE WALL REGISTER 


Greater Area—Simple in Construction 
and Operation—Easily Installed 


Send for complete catalogue and prices. It will pay you to write. 


SYMONDS REGISTER CO. 


1102-1104 Madison St., ST. LOUIS, MISSOURI 








Plain Lattice 
Cast Iron 
Cold Air Faces 
Thousands of 
dealers are us- 
ing these faces 
at a big saving. 
The lowest 


priced COLD 
AIR FACE 
made. 


Get our prices 
and save 
money. 


Prompt 
Delivery 


THE FURNACE SUPPLY & MFG. CO. Cleveland 




















IF YOU 


are a good salesman you 
can make more by sell- 
ing a high-grade heater 
than a cheap one. 


MARVEL 
HEATER 


Made From Guaranteed 





GENUINE OLD STYLE | 
WROT IRON PLATES | 


have so many good points 
that you will take a new in- 
terest in the game. Evena 
lazy man likes to erect 
MARVELS. 

Ask for Booklet “B” 
INTERSTATE MANUFACTURING CO. 

Oskal 


oosa, lowa 











WROT IRON EXPOSED FIRE POT. 
See the water pan up in the top! 











Have You Read the Front Cover 
Advertisement Carefully? 
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Double furnace pipe and fittings have been recommended by the 
Underwriters’ Laboratories as the safest and most efficient means 
of its kind for the passage of warm air. 


“HANDY” FURNACE PIPE AND FITTINGS 


Is DOUBLE. There is a large ventilating space between the outer 
and inner pipes that serves to keep the outer pipe from becoming 
overheated and also to keep the warm air passing through the 
pipe from becoming chilled. 


Time and labor is also saved when SHANDY’? FURNACE 
PIPE AND FITTINGS are used. There is a connecting slip, 


which is 134 inches long, on one end of the section of pipe or fitting 
and a receptacle in the other end. This connecting slip fits per- 
fectly into the receptacle in the adjoining piece of pipe or fitting 
and makes an air-tight joint without the use of tools and in a 


minimum amount of time. 


Our latest catalog contains many new useful styles of furnace pipe 
fittings. They are made in standard sizes and all fit perfectly. 
A postal card will bring it and our price list to you. Write for it today. 


F. MEYER & BROTHER COMPANY 


PEORIA, ILLINOIS 
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Munscell’s Mica 


The STANDARD for 
High Grade Stoves 


FUGENE MUNSEL & COMPANY 


NEW YORK: 68 Church St. CHICAGO: 


542 S. Dearborn St. 


And Leading Jobbers Everywhere 





STOVE REPAIRS 


Range and 
Furnace Repairs 


A.G. BRAUER SUPPLY CO. 


316-318 North Third Street 
ST. LOUIS, MISSOURI 


Nesesssinion 














The we OVEN THERMOMETER 


Attracts The 
Woman Buyer 


She knows what an oven 
thermometer is for. She 
knows the best —Cooper’s. 
And she decides the sale. 


A Cooper Oven Ther- 
mometer will add selling 
to your range. 


It is accurate and durable. 


Get our catalog 
and prices. 





(One-half actual size.’ 


The Cooper Oven Thermometer Co. 
PEQUABUCK, CONN. 





Lightning Stove Pipe Machines 


Save time, money and labor. Their operation is simple, 
rapid and noiseless. The LIGHTNING STOVE PIPE 
MACHINE is the only one on the market that will 
rapidly and perfectly close the seams or groove be ested 
Stove Pipe. Can be attached to any post, 
wall or bench. It is adjustable to all sizes 
and gauges of Stove Pipe, Furnace Pipe 
and other Sheet Metal articles. 

Write for particulars. 








wre ar 


Manufactured by 


HEMP &CO., St. Louis, U.S.A. 





WE MAKE REPAIRS 


For Warm Air Heaters, Stoves, Ranges and Hot 
Water Boilers. Our stocks are the largest and 
most complete. Write for catalog. 
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THE GEO. W. COPE 


TOVE PATTERN WORK 


Cor, Brush and Woodbridge Sts, | DETROIT, MICHIGAN 





PATTERNS 


FOR STOVES AND HEATERS. "Wéodp t43*ikon 
VEDDER PATTERN WORKS, *"*?isi°* Troy, N. Y. 


1835 





PATTERNS 


For Stoves and Heaters 
The Cleveland Castings Pattern Co. 


(Gland 





LIN CY Partern(o 


IRON&SWOOD 


STOVE See 
Sm QUINCY, ILL 





WELLER PATTERN 60) 

PATTERNS 455 vue 

WOOD,IRON.BRA>? - MATCH 
Quincy. ILL. 











910 South Michigan Boulevard 





100 TINNERS PATTERNS 


Complete Set Sent Postpaid on Receipt of $1.00 


DANIEL STERN 


CHICAGO, ILLINOIS | 
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Quality Specialties of Unusual Merit 









“CANCO” 
GARBAGE CANS 


Canco Garbage Cans 
are guaranteed equal to 
the best and superior 
to 95 per cent. of gar- 
bage cans on the mar- 
ket. With ordinary 
care, a ‘“Canco”’ will 
last a lifetime. 


It is built to last. 
No better con- 


struction possible 


It can not get out of 
shape. The top rim is 
welded, not riveted. 
(Note: Examine the 
makes you have for 
comparison.) Cover is 


any business. 


“CANCO” RUBBISH AND TRASH BURNER 


This is practically the only burner on the market that will 
withstand heat without warping, the body being made 
from ONE PIECE OPEN HEARTH SHEET STEEL 


A staple article with novelty selling features will help 
Will you try these and boost yours? 


Owing to its peculiar 
construction it is prac- 
tically indestructible 
and should withstand 
heat and wear for a 
number of years. All 
joints of the burner are 
welded; no rivets to be- 
come loose. There is no 
soldering on any part of 
the burner. The burner 
is heavily galvanized 
after being made up. 
The Canco Burner is 
the only burner which 
has a solid bottom, de- 
tachable base or pan. 
With ordinary burners 
the ashes are generally 
scattered around wher- 
ever the rubbish is 
burnt, making an un- 
sightly looking yard. 
The Canco Burner is 
made in two sizes. 








easy fitting but tight, 
making it animal proof. 
Canco Garbage Cans 
are made in three sizes. 


“CANCO” FLY TRAPS 


There are fly traps to burn and then some. ‘There are 
some that look like Canco but they are about as simi- 
lar as a “‘flivver” car isto a high speed racing car. First 
of all, the Canco is an all metal trap. No wood pieces 
to warp or rip off. It must wear and it'll catch more 
flies than Mr. Carter has pills. Joints are all electric- 
ally welded. It is made on strictly mechanical lines 
and after a careful study of other makes and their 
operation. It nests easily, without danger of jamming. 
And it sells at the right price. 


AMERICAN CAN COMPANY, NEW YORK 
CHICAGO, ILLINOIS TOLEDO, OHIO SAN FRANCISCO, CALIFORNIA 
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TEHAS HAPPENED “Repth 


@ What constitutes human rights? 


Just what have you and | a right to call our own? Surely the 
children of our brain, the product of years of experience and the 
expression of our originality shall be ours. 


Recently you will recall the winning of a very important case 
pertaining to an infringement on the Perfected Contact Reservoir 


on our range. 
Still another stove manufacturer recently appropriated one of 
the basic improvements on the Round Oak base burner and the 
Federal Court sustained the Round Oak base burner patent and 
held it infringed. . 
We do not propose to berate, scold or hold up for ridicule or 
contempt the infringers but we do strongly draw your attention 
to the fact that the Round Oak line has individuality and improve- 
ments so distinctive and desirable that frequently they are ap- 
propriated kodily by others, who will risk the penalty of the law to 
secure these advantages. 


@ The lesson would strongly point to the Round Oak line as the 
one line to tie to—to specialize in—to concentrate on. 


@ May we go into its many exclusive and superior advantages with 
you quite in detail? 


@ May we point the way to increased sales and profits? 
@ May we show you constructive Dealer Co-operation? 


You are invited to write quite without obligation, and these 
vital factors of successful merchandising will be explained to 
our mutual profits. 


E“HOU Ms OAK» FOLKS. 


Originators of Improvements and Makers of Good 
Goods Only. 


DOWAGIAC, MICHIGAN, U.S.A. 


























ESTABLISHED 1880 


Representative of 
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It 1s worthy of note that there has been no time 
in many years when so many salesmanagers and other 
executives of large manufacturing and 


Feeling the wholesale enterprises have been “on the 
Pulse o ” 
: road. 
Business. * : 
They are not out to sell goods. This 


they leave to their salesmen. Their object is to “feel 
the pulse of business,” and they are seeking informa- 
tion at first hand, interviewing retailers, bankers, other 
manufacturers and wholesalers, consumers of various 
classes. 

And this is the important feature of this unusual 
procedure: These men are going back to their place: 
of business in a much more sanguine frame of mind— 
not merely hopeful of the future, but convinced that 
the fundamental conditions are right and that the turn- 
ing point toward Prosperity has actually been passed. 
So they are preparing to meet the demand for goods 
of all kinds which is bound to come, and which is al- 
ready beginning to manifest itself. 

From a condition of pessimism, 
changing into active optimism, and the effect is show- 
ing itself in the purchases of raw materials and oper- 
ating of factories. 


the East is fast 








ENTIRELY aside from the selfish standpoint of in- 


creased sales and profits which may accrue from the 
efforts put forth by the retail hardware 
Time to Talk dealer to boost for buildings, such a move 
Building. is really more than extraordinarily in 
keeping with the conditions which ob- 

tain in most communities at the present time. 

For the first time in years has the man who builds 
practically everything in his favor: Material is low 
priced ; labor is plentiful and anxious for employment ; 
money is again “easy” and obtainable at low borrow- 
ing rate. 

Add to this the circumstance that a general move- 
ment to build will at once give employment to a large 
number of well paid artisans who will thus be spend- 
ing wages instead of savings and, therefore, buy more 
freely of necessities and luxuries. This will mean 
larger and more frequent orders from retailers in all 
classes and greater activity in the factories. 

Then consider the large quantities of building ma- 
terial, trimmings and fixtures, which would have to 
be made and still more labor would be employed thus 
putting still more money in circulation. 

Taking it altogether, there is probably not another 
movement which would cause such an immediate in- 
crease in labor employment in almost every field as 


that which would have its origin in a building cam- 
paign. 

Would it, therefore, not be worth your while, Mr. 
Retail Hardware Dealer, to work up such a movement 
in your community, or at least do your share in getting 
contractors or property owners to take advantage of 
the opportunity which is now presenting itself? Surely 
you should take a very personal interest in any enter- 
prise which is certain to affect your business, as a gen- 
eral building campaign must mean increased sales and 
profits to you. 








Every hammer, every stove, every can of corn, every 
pair of stockings, every suit of clothes—every article 
of every kind that is sold—carries a tax 

Prevention which in ninety cases out of one hundred 
Always Better, an absolute waste. 

‘enecgkanae Last year the total fire losses in this 
country amounted to the immense sum of 250 millions 
of dollars, and nine-tenths of this huge amount was 
due to fires which could have been avoided, and would 
have been avoided if the public—you and I—would 
only be reasonably careful in our habits around our 
home or in our store. 

Every fire—whether accidental or incendiary—adds 
to the expense of doing business, and this extra ex- 
pense must in the long run be paid by the consumer. 

Incendiary fires may not be avoidable, but certainly 
the socalled accidental fires can be kept within a very 
much smaller total than is now the case. There will 
always be some incendiary fires, but unless we wish to 
assume that the majority of people are criminals the 
large majority of all fires are socalled accidental ones, 
and it is with them that we are mostly concerned. 

There is altogether too much carelessness 
altogether too little preparation or preparedness to 
fight fires in the average community—whether it be 
the little country town or the metropolitan city. There 
is too much rubbish allowed to gather in places where 
a match or spark from an engine may start a fire and 
thus cause a great loss. There is too much license 
allowed in the smoking of cigars, cigarettes and open 
pipes in places where fires may be easily started, such 
as lumber yards, mills, factories, store rooms, ware- 
houses, etc. 

Thousands lose their wages every year on account 
of temporary stoppage of work because of socalled 
accidental fires; every one of us loses a part of his 
earnings to make up for this tremendous loss. 

Every property owner, every tenant, every business 
man, every banker, every retailer, every consumer— 


and 








18 AMERICAN ARTISAN AND HARDWARE RECORD 


every person in every community—owes it to himself 
as well as to his fellow citizens, to see to it that his own 
premises are kept free from rubbish—and also that 
his neighbor does likewise. 

There is an old saying like this: “An ounce of 
prevention is worth more than a pound of cure,” and 
this saying is absolutely true with regard to fire. 

The best equipped fire department isn’t worth nearly 
as much to a community as a well developed sense of 
cleanliness and care in keeping the town free from 
heaps of rubbish and other inflammable waste. 

Of course, it would be foolish not to have a good 
fire fighting equipment in a town, but of far more 
importance is the proper regard by every person in 
town of the things which increase the danger of fire. 
When the opportunities for accidental fires are reduced 
the number of accidental fires will be reduced in the 
same proportion. 

One of the results of this will be, that insurance 
rates will be much smaller, for rates go up and down 
according to the number of fires and the losses caused 
by these fires, and this reduction affects every one who 
owns real estate or stocks of merchandise. 

Many retail stores are kept in such a manner that 
they constitute a positive danger. Empty boxes full of 
sweepings, straw, waste paper and other inflammable 
materials are allowed on the premises. And not only 
the retailer himself pays an unnecessarily high insur- 
ance rate, but every other property owner or renter is 
forced to pay more than he would have to if this 
retailer had kept his place in proper condition. 

Isn't it therefore worth our careful thought, as to 
whether we can actually afford to throw away money 
on unnecessarily high insurance rates and possibly 
incur larger losses because of fires which with a little 
care could have been avoided ? 








THERE WAS a time when Marshall Field thought 
that it was unnecessary for him to advertise his store 
What Do Peo- ©T the merchandise he had for sale: He 

ple Know of as much as said to himself that the peo- 
Your ple in and around Chicago knew that 

Business? Field’s store was the biggest in this part 
of the country and that here could be obtained almost 
everything in the way of dry goods and wearing 
apparel that was entitled to be classed as “reliable.” 

But the time came when Field saw that—well known 
as his store was and high grade as his merchandise 
was—he would lose business if he did not advertise. 

He did not say stubbornly to himself that “adver- 
tising was a gamble,” or that “advertising in his local- 
ity wouldn’t be of any use,” or that “people didn’t 
read the ads.” But he made contracts with the news- 
papers for a certain amount of space, to be used dur- 
ing the course of a year, at a certain price, and he saw 
that the space was filled with the sort of material that 
would draw people to his store. He did not try to 
“save money” by providing for a lower rate if his 
advertisement was left “standing.” 

While the advertising policy of Field’s is not the 
only reason for this firm’s magnificent success the fact 
remains, however, that when this policy of advertis- 
ing was adopted the business which had formerly kept 


fairly good step with the growth of Chicago, began to 
increase by such leaps and bounds that today Field’s 
stands head and shoulders above any other retail busi- 
ness in the entire United States. 

And yet, there are thousands of retail hardware 
dealers who either spend no money at all for advertis- 
ing, or do it in such a niggardly way that it is without 
reason to expect their expenditure to bear any fruit. 

No retail hardware business can afford to spend 
less than one percent of its total sales for advertising 
of the real kind, and this means that money paid out 
for cards in programs, for prizes—for anything which 
is not real merchandise advertising, either in the local 
newspapers or in circulars—should be charged—not 
to the advertising account, but to whatever you wish 
to call it—‘‘charity,” “profit and loss,” “general ex- 
pense.” 

You have by this time, no doubt, finished your in- 
ventory and know how you stand. After you have 
sent statements of the condition of your business to 
your chief creditors, the first step you should take is to 
make contracts with your local newspapers for such 
an amount of space as you can buy on the one per- 
cent basis, if that is your limit (many of the most suc- 
cessful hardware dealers spend as high as three per- 
cent). The next move to make is to plan a real cam- 
paign of advertising, providing for the seasonable 
lines, as well as for the everyday articles. Then se- 
cure from every firm, with which you deal cuts, suit- 
able for newspaper use—not too large, nor too full of 
detail. 

For a text book on advertising you can not find 
anything better than one of the great mail order cata-, 
logs. In them you will find suggestions for headings, 
for descriptions and for prices. 

And it is worth your while to study this text book 
with an open mind and with great care, for if you do 
you will find that many of your regular prices are 
lower than these concerns ask for the same grade ot 
merchandise. 

Another fact that you will find, is that the only 
successful way to advertise is to follow their example, 
for their method of advertising is successful in Louisi- 
ana, in Alaska, in Maine and in California, with 
the shrewd Yankee, the cautious German, the clever 
Frenchman, the quick witted Irishman, the slow and 
the careful or the impetuous: It is the same catalog 
that pulls trade from every sort of clime and from 
every kind of people. 

That method consists of four steps: 

First—a heading that tells in general about the line 
of merchandise offered. 

Second—an illustration which shows how the spe- 
cific article looks and often the purpose it serves. 

Third—a description which tells in detail the impor- 
tant features of the article, such as the size, weight, 
etc., but especially how it may be used to serve the 
person to whom it is offered for sale. 

Fourth—a definite price, so that the customer may 
weigh in his mind the cost against the advantage se- 
cured by possessing the article. 

To say that you cannot follow this method is to 
admit that you are not fitted for the work which you 
undertook when you started in the retail hardware 
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business, and you are hardly ready to make that ad- 
mission yet-——or are you? 








RANDOM NOTES AND SKETCHES 


BY SIDNEY ARNOLD 





In a letter which I have just received from J. B. 
McKewon, who sells South Bend Malleable Steel 
Ranges on the Pacific Coast and who lives in Port- 
land, Oregon, “Bert” calls attention to the marked 
optimism which he notes is pervading the country, thus 
indicating that business men are taking the advice of 
President Wilson and attending to their work of build- 
ing Prosperity in this country, instead of worrying 
over the troubles on the other side of the “big pond.” 

x * x 


We hear a great deal about co-operation in these 
days, but it seems to me that a very large percentage of 
those who talk about co-operation, have only a vague 
idea of what it really means. 

Most people will agree that co-operation, rightly 
managed, will produce better results than individual 
action, and it is probably due to the fact that a great 
many of the so-called co-operative enterprises or cam- 
paigns have fallen flat that so many “good people” fait 
to become actually interested in meritorious enterprises 
which called for co-operative effect. 

These “good people” failed to see that it was not 
because of the co-operative idea that the enterprise 
failed but rather because it was not properly man- 
aged. 

A literal translation of co-operation is “working to- 
gether.” If, therefore, we are to have true co-opera- 
tion, there must be an honest effort on the part of all 
who co-operate to work together with each other. 

But this is not enough. Any enterprise—be it in- 
dividual or co-operative—must be carefully planned 
and intelligently managed, and it is largely due to the 
lack of careful planning and the failure to manage in- 
telligently that such co-operative efforts as have failed, 
did fail. 

Co-operators may be roughly divided into four 
classes: 

First we have the person with vague ideas whose 
thoughts never grow into action. These are useless 
members of any enterprise. 

The second class has sometimes been called idealists. 
They can see.only the ultimate result but somehow 
have no inclination to do the actual work which is nec- 
essary in order to accomplish this result. 

Then there is a co-operator who wants to be the big 
“T.” Their work and their ideals must always be taken 
and followed. Otherwise they will not co-operate. 
They are likewise useless members of any sort of en- 
terprise. 

In the fourth class, we have the sort of men and 
women of the common kind that are willing to do what 
someone else has planned out for them and who are 
willing to go along with the rest and do their share of 
the work which must be done. 

That is the class which must be large enough in 
number and intelligent enough in brains, if the enter- 
prise is to be carried to a success. 

In this class, we find the sort of people who are 
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willing to take a definite job—no matter how small 
or how insignificant that job may appear. They real- 
ize that by doing that particular job properly and care- 
fully, they play an important part in the success of the 
enterprise, and they are not worrying about the rela- 
tive importance of their particular share of the work. 

If more of us would merge ourselves with others 
into this last named class, many of the co-operative 
efforts in which we have been interested would have 
been successes instead of failures. 

This is almost the chief characteristic of the reai 
co-operator, that he doesn’t put himself first. And 
that is a difficult characteristic for the average man to 
attain. 

* *K 

I wonder if some of the adherents of Dr. Osler’s 
theory about the men who are past forty years have 
noticed that every one of the great leaders of the 
European armies are not only past forty, but far be- 
yond sixty years. Lord Kitchener is over 64 years; 
general Paul Pau, the famous one-armed hero of the 
Franco-Prussian war of 1870-71, is 72 years; general 
Moltke, of the German army, is nearly 70 years—and 
all of them are not only physically active, but mentally 
capable of planning and leading the campaigns. 

In view of these facts, isn’t it barely possible that 
we Americans have gone a bit too far in our craze for 
“young men” in executive positions ? 

Isn’t it reasonable to suppose that if Europeans can 
maintain their physical and mental fitness, we Amer- 
icans are losing much of the wise counsel and force- 
ful action which we might have had if we did not 
discard so many of the men who are beyond fifty 
years—discarded simply because of the year of their 
birth? ‘ 


* ok bad 


The advertising manager of Gimbel Brothers big de- 
partment store in Philadelphia manages to find place in 
the costly newspaper ads of his firm for little senti- 
ments or “editorial remarks” in which he shoots very 
effectively at the customers, although ostensibly he is 
trving to hit the salespeople of his store. Here are 
two I noticed the other day: 

“A true smile is never a smirk—and real, genuine 
pleasantness is never akin to ‘freshness.’ Gimbel’s is 
really the store of good manners—the comfortable 
store.” 

“Salespeople owe it to themselves and to their 
customers that each one shall be greeted pleasantly and 
waited upon in a really interested way.” 


* >* 


One of my friends in the newspaper business who 
has a faculty for “putting things pat” wrote this bit of 
rhyme which I think is good enough to pass along: 


It is easy to go down, my son, 
Except when digging a cellar, 
And one of the quickest ways it is done 
Is drinking to be a “good-feller.” 
Tis always right to bear up your end 
Be manly and square—on the level— 
The wrong to decry, the right to defend, 
And let the rest go to the devil. 
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R. L. MASON. 


\t the conventions of the Illinois Retail Hardware 
Conventions, one of the most prominent men, and yet 
very quiet in his actions, is R. L. Mason. 

From his appearance, one would be likely to take 
him for a Methodist minister, rather than the success- 
ful merchant he is. He says little, compared with men 
like “Charlie” Woodward and other oratorical lights, 
but when he doés talk he always has something that 
is worth while to listen to, and with all his quietness 
he has had much to do with the success of the Asso- 
ciation which is recognized by the fact that at the 
Convention held this week he was promoted from 
vice-president to serve as president. 

R. L. Mason was born forty-three years ago on a 
farm near Winchester, in 
Scott County, Illinois, and be- 
sides attending the rural 
school learned the intricacies 
of inducing calves to drink 
milk out of a pail without be- 
ing spattered all over, as well 
as other interesting and in- 
structive features of farm 
life, such an looking for eggs 
in the mangers of the cow 
stable and chasing pigs out of 
‘“Mother’s posey bed,” etc. 

Graduating from the gram- 
mar grades young Mason at- 
tended the Whitehall High 
School and later on took a 
course at the business college 
in Jacksonville. 

At the age of twenty years, 
he went to Canton and se- 
cured a position in the receiv- 
ing department of the big 
farm implement machinery 
manufacturing concern of 
Parlin and Orendorff Plow Company. 
here for thirteen years and because of his carefulness 
and attention to details soon made himself considered 
a valuable employe and was promoted step by step to 
assistant manager of the purchasing department. 

Here Mr. Mason became familiar with many of the 
important features that enter into costs. He learned 
that the price of the raw material or even the cost of 
the completed parts of a machine formed only a com- 
paratively small portion of the cost of the entire man- 
ufacturing cost; that labor and technical knowledge 
had to be figured with to a far greater extent than is 
appreciated by the average man. 

It is no doubt due to this training that he has been 
able to make such a signal success of the various large 


He remained 





business enterprises in which he is now engaged. 

He learned that everything that enters into the mak- 
ing or selling of an article must be considered in de- 
ciding upon the selling price, and that a profit must be 
added big enough to cover everything, in order to have 
anything left to show at the end of the year for the 
work that has been done and the money that has been 
invested. 

In 1903 he was appointed manager of a number of 
‘line’ lumber yards, but in 1905 decided to go into 
business for himself, so he bought an interest in the 
hardware business of J. B. Gardner, at Canton, with 
money saved while he had been working for the two 
other concerns, thus showing a good example to other 

young men. 

The hardware store in 
which he thus secured an in- 
terest had been operated for 

* thirty years by Mr. Gardner, 
but Mr. Mason took charge 
of the business, although it 
was incorporated under the 
name of the Gardner Hard- 
ware Company. 

In 1906 Mr. Gardner died 
and two years later Mr. Ma- 
son bought the controlling in- 
terest and the business was 
re-incorporated as the Mason 
Hardware Company. 

Great strides have been 
made under Mr. Mason’s 
management, until the store 
today is the largest exclusive 
hardware store in that section. 
No “sidelines” are carried, 
such as stoves, or implements, 

" not even a tinshop being op- 
erated in connection with the 
store. 

In religious affairs he is also a prominent worker, 
being a devout member of the Methodist-Episcopai 
church and director of the Canton Young Men’s Chris- 
tion Association. 

In spite of all these interests and activities Mr. 
Mason finds time to enjoy his two automobiles on the 
fine roads around Canton, and when he is at home the 
neighbors all know it, for he usually keeps his player- 
piano going at full speed. He is said to have one of 
the largest collections of fine records. With his wife, 
a strapping son of 19 years, and a pretty daughter, 
nine years of age, Mr. Mason has a very happy home 
life, and that—after all—as he says is the main point 
in this world. 
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HALL OF FAME 








RICHARD E. MACKEY. 


The state of Indiana is famous as the home of liter- 
ary men like George Ade and Booth Tarkington, and 
thereby shows that it is a state of wide possibilities, 
for if any one can find any point of similarity 
between these two except the fact that both of them 
have become prosperous by writing stories, he can 


' easily find a position as book critic, as he would prove 


himself a man of more than ordinary ability to read 
character and define characteristics. 

However, literary ability is not the only profession 
or business a man need follow in order to be known as 
prominent son of Hoosierdom, for Indiana counts 
among its citizens and former citizens many of high 
standing in professional, commercial and manu factur- 
ing circles, and when it comes 
to the point, probabilities are 
that these latter have had as 
much to do with bringing 
fame and credit to the state. 
Among those who may be 
referred to as “Hoosiers,” the 
name of Richard E. Mackey, 
the new president of the St. 
Louis Sheet Metal Contrac- 
tors’ Association, is by no 
means last in the list, for al- 
though he is no longer a citi- 
zen of Indiana he is not at all 
ashamed of the fact that he 
was born in a little town of 
that state, and those who 
know him are quite certain 
that he does honor to his 
former home. 

A little over forty-eight 
years ago the small town of 
Franklin, Indiana, had _ its 
population increased by the 
birth of a bouncing boy to 
whom his parents gave the name of Richard, which of 
course became “Dick” as soon as he was big enough 
to mix with other boys. 

Dick, being a strong, healthy Boy, was like the usual 
run of strong, healthy boys and liked to play tricks 
on his playmates as well as on “teacher,” but history 
fails to record that he was subjected to much punish- 
ment, and possibly this was because he was a very 
likely young “chap,” and everybody liked him. With 
all his liveness he was a studious fellow, and it was 
greatly to his regret that his parents were not able to 
let him continue his studies further than the grammar 
school. This, however, did not prevent him from de- 
vouring everything he could lay his hands on, in the 
way of good literature and even of what might not be 





thought likely to strike a young fellow sixteen or 
seventeen years of age, such as technical books. So it 
is no wonder that today Mr. Mackey is considered an 
unusually well read man, well posted on many sub- 
jects, and this was manifested very clearly at the ban- 
quet and installation of the St. Louis Sheet Metal Con- 
tractors’ and Sheet Metal Consumers’ Protective As- 
sociations, on Saturday, January 9th, when he deliv- 
ered an address on the subject of “Cost Accounting” 
which for clearness of thought and excellence of lan- 
guage was commented on and on which he was greatly 
complimented. 

As mentioned in the foregoing, young Mackey had 
to go to work. when he was about fifteen years of age 
and has been working ever 
since, but he seems to thrive 
on hard work, for he doesn’t 
show his forty-eight years, ex- 
cept that his hair is getting a 
bit thin above the temples. 

After being engaged in va- 
rious business enterprises he 
entered the sheet metal busi- 
ness in St. Louis, Missouri, 
fifteen years ago and is now 
one of the officers of the Tip- 
ton and Mackey Manufactur- 
ing Company, makers of heat- 
ing and ventilating apparatus. 

Mr. Mackey has taken a 
very active interest in the 
work of the Sheet Metal Con- 
tractors’ Association of his 
adopted city, and although he 
always served in the ranks un- 
til quite recently he made his 
experience and influence felt 
in every important matter, 
and in such a manner that, as 
mentioned in the foregoing, he was elected president 
of the Association and began his term on Saturday, 
January oth. 

Under his direction it is only reasonable to look for 
the Association to continue to prosper and make con- 
ditions better for the individual sheet metal con- 
tractor. 

The subject of his address, at the banquet mentioned 
in the foregoing, “Cost Accounting,” is one which is 
of more than ordinary importance especially among 
sheet metal contractors, and probabilities are that dur- 
ing his term of office the trade will have reason to 
congratulate themselves upon the fact that he is so 
well posted in this matter, as he will be certain to put 


his ideas in force. 
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UP TO THE MINUTE. 
NEWS SIFTINGS 








NEW PLANT OF MASSILLON ROLLING MILL 
COMPANY EQUIPPED WITH LATEST 
LABOR SAVING MACHINERY. 





The new plant of the Massillon Rolling Mill Com- 
pany at Massillon, Ohio, which has recently been com- 
pleted and which is shown in the accompanying illus- 
tration, is situated very favorably for shipping pur- 
poses, each of the three trunk roads between whose 
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tracks it is located having switches direct into its 
yards. One of the striking features of the plant is that 
it is driven by electricity altogether, no steam or 
hydraulic power being used, and a large portion of 
the power being generated by the exhaust steam from 
the sheet mill engines and thus produced at very low 
cost. The open-hearth mill is 563% feet by 135 feet, 
while the “stock-yard” building immediately adjoining 
on the south is 500 feet by 90 feet and contains three 
switch tracks leading up to the open-hearth floor, 
where space is provided for twelve open-hearth fur- 
naces of which seven are in progress of construction, 
three being practically completed. Adjoining the main 
building is the motor house and machine shop which 
is 462 feet by 45 feet and in which are housed the 
great motors, converters and other auxiliary electrical 
apparatus. Altogether this plant is arranged and 
equipped in a manner which should make it a reliable 
source of supply for the special, high grade Columbia 
Polished Blue Sheets, Massillon Polished Light Blue 
and Dark Blue Velvet Sheets, Ohio Polished Blue 
Sheets and Massillon Blue Refined Sheets, Semi-Pol- 
ished, for use in the manufacture of steel ranges, oak 
stove bodies, air tights, portable ovens, stove pipe and 
elbows. The capacity of this great plant is 50,000 
tons per vear. 





QUALITY STOVE LINE ENLARGED. 





Quality Stove and Range Company of Belleville, 
Illinois, are making a number of additions to their 
well known line of Stoves and Ranges. They have 





Sheet Mill of Massillon Rolling Mill Company. 


ready for the market a new popular priced Steel 
Range which they call the Wonder. They also have 
a new Cast Cook which they call the Charm Quality 
which they make in two sizes, 17 and 19 inch oven. 
They also have a Model Quality Cast Range with pot 
feed for soft coal, and a similar range. Domestic 
Quality, is made with front hearth. These are made 
with cast base and also with steel base. 

They also have a high grade Oak which they call 
the Royal Quality which is made in 
four sizes, and the medium grade 
oak stove which they cal! the Crown 
Quality which is made in five sixes 
312 to 320. They are also placing on 
the market the Banner Quality Hotel 
Range, a massive construction which 
is made in double or single: oven. 

Two lines of cheap air-tight heat- 
ers for burning wood are also made. 
The Woodburn is made in two sizes, 
25 and 28, which are provided with 
cast front feed door with nickel 
plated urn and base and a nickel foot 
rail. A cheaper, plain style of wood 
air lights they make in the Woodfall. 








SALESMEN AND TERRITORIES IN WHICH 
THEY WILL TRAVEL FOR BRIDGE AND 
BEACH MANUFACTURING 
COMPANY. 


The qualities of “Superior” stoves and ranges made 
by the Bridge and Beach Manufacturing Company, 
St. Louis, Missouri, will be extolled by these traveling 
salesmen in their respective territories, as follows: 


E. J. Fox, North Missouri—C. W. Fannelly, South Mis- 
souri—O, F. Little, North Illinois—A. G. Miller, South Illi- 
nois and Indiana—A. Weiskirch, North Kansas and Nebraska 
—A. A. Osterkamp, Iowa—H. C. Willian, South Kansas— 
J. R. Henry, East Texas and Louisiana—J. Le Page, West 
Texas—J. V. Little, Oklahoma—J. H. Lister, Arkansas—H. 
Rothschild, Southwest Missouri, Kentucky, Tennessee and 
Mississippi—C. F. Beardsley, Alabama, Florida and Georgia 
—R. H. Knapp, Colorado, New Mexico and Arizona—W. F. 
Hoener, St. Louis, Missouri—C. M. Hoopes, manager of 
Portland, Oregon, branch—Geo. W. Tuthill, manager of San 
Francisco branch—Carl Potter Sales Company, distributors 
for Southern California. 


- 
~~ 





Law is not a combination of quibbles and tricks de- 
signed to promote dishonesty and sharp practice, but 
a system intended to compel honesty, truthfulness, 
candor and fair dealing among men.—Hon. C. E. Mc- 
Laughlin. 





Trade is worth going after even if the going costs 
a little money. Even China realizes this now and is 
going to spend $10,000,000 just for promoting trade, 
after having tried to live unto herself for four thou- 
sand years. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 62 to 67 inclusive. 








R. B. Neal Hardware Company, 120 White Street, 
New York City, has been incorporated for $25,000 by 
E. A. Hirschon, W. A. Wachter and B. B. Neal. 

The Iron-Velvet Paint Company, Columbus, Ohio, 
have been incorporated. Colonel E. Bright, W. A. 
Ross, C. E. Ross, C. W. Groff and E. J. Lotspiech are 
the incorporators. 

Sleeper and Hartley, Incorporated, has taken over 
the business formerly conducted by F. H. Sleeper and 
G. D. Hartley ; the company manufactures wire springs 
and wire farming machinery. 

The Shineall Manufacturing Company, Indianapolis, 
Indiana, have been incorporated for $10,000 to manu- 
facture polishes. The incorporators are Wilet B. Blair, 
William B. Blair and Frederick H. Sterling. 

Empire Rolling Mill Company, Niles, Ohio, have 
planned an addition which will almost double the 
size of its present bar iron mill. The Empire Com- 
pany will engage in the manufacture of steel sheets in 
addition to making both iron and steel bars. 

According to the New York Times of January 14, 
the firm of Bluming Brothers, dealers in hardware at 
2006 and 2082 Third Avenue, New York City, has 
made an assignment to Henry M. Mulstein. Liabili- 
ties are given as $8,000 with assets of $2,500. 

The Nitro Electric Lamp Company, Chicago, IIli- 
nois, have been incorporated for $1,200 to manufac- 
ture and sell electric and gas lighting and heating spe- 
cialties of all kinds. George A. Chritton, M. C. Thor- 
sen and N. B. Dearborn are the incorporators. 








THE CLEVELAND RETAIL HARDWARE 
ASSOCIATION ELECTS OFFICERS. 


The annual meeting of the Cleveland Retail Hard- 
ware Association was held January 8th, with H. B. 
McGrath in the chair. Mr. McGrath, who has been 
president of the Association since its organization, de- 
clined re-election. 

The following officers were chosen to serve during 
1915: Charles Rehburg, president; H. W. Stohlman, 
first vice-president; J. P. Krause, second vice-presi- 
dent; Phillip G. Wuertz, secretary; Frank M. Potter, 
treasurer; W. H. Schaefer, A. Aurbach, William 
Mischler, R. W. Patterson, J. C. Eucher, William 
Stohl and H. Wyatt, directors. George J. Sherwin 
and A. Heman, arbitration committee. 

F. M. Potter was delegated to formulate plans for 
attending the state convention at Cincinnati, Feb- 
ruary 16. 


TRADEMARK ISSUED FOR WASHING 
MACHINES AND KINDRED 
PRODUCTS. 

Under serial number 80,199, United States patent 
rights have been granted to the Chicago Dryer Com- 


CHICAGO 


80,199. 


pany, Chicago, Illinois, for the trademark shown 
herewith. The particular description of goods is iron- 
ing machines, washing machines ironing boards, tubs 
and wringers. The company claims use since Janu- 
ary I, 1895, and the claim was filed July 31, 1914. 
ets achaieniarsteiinlitescns aceadeine 
USEFUL SOUVENIR IS PRESENTED BY 
BRIDGEPORT CHAIN COMPANY. 





Avery useful souvenir that actually reminds the 
wearer of the donor is being presented to the trade 
by the Bridgeport Chain Company, manufacturers of 
Safety chains for warm air heaters and wall plates 











Solid Bronze Key Ring With Chain. 

for same. The souvenir is in the form of a solid 
bronze key ring with chain and clasp, as shown in the 
accompanying illustration. On the ring is a bronze 
tag bearing the imprint of the company and on which 
may also be stenciled the initials of the user.: These 
chains may be obtained by forwarding four cents for 
postage to the Bridgeport Chain Company, Bridge- 
port, Connecticut. 





TRADEMARK ISSUED FOR METAL CASTINGS 
AND KINDRED PRODUCTS. 


J. H. Williams and Company, New York City, have 
been granted United States patent rights under num- 
14.876. ber 74,375 for the trademark 


GRIPP A shown in the accompanying 
A illustration. The particular 


description of goods is metal 
forgings, metal castings and steel. The claim was filed 
December 4, 1913, and the company claims use since 
1905. 
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How Retail Hardware Dealers May Secure 
Efficient Employes 


By Witt1amM T. GorM.ey, of Bullard and Gormley Company, Chicago, Illinois. 








Sometime read an editorial in AMERICAN 
Ar7IS\N in which the writer suggested that some of 
the owners of retail hard- 
ware were in 
the habit of complaining 
the dearth of ef- 
ficient retail salesmen 
might themselves possibly 
be largely to blame for the 
condition if such a condi- 
tion existed. 

In one way, | agree with 
the writer of this editorial, 
and in another way I think 


ago | 


stores who 


about 





that he put the case a little too strong. 

There is no question that efficient sales people are 
not born, except in the sense that all salespeople are 
born. No matter how bright or clever the young fel- 
low may be and how well he may show up during his 
first few months’ experience in the retail store-—un- 
less he is properly trained—chances are that in 99 
cases out of 100, he will never become a really effi- 
cient salesman: in other words, the efficient salesman 
is made. 

It does not require a great deal of salesmanship to 
have a customer enter a store and ask for, say, five 
pounds of nails, to have the clerk weigh out the five 
pounds of nails, make out the sales check, get the 
money, wrap the goods and return the proper change 
to the customer—and let the customer leave without 
having his attention called to some other article. In 
fact, they have automatic vending machines that will 
go through practically all these motions, even if at the 
present time, these vending machines have not been 
arranged for the purpose of selling nails. 

It does require salesmanship on the part of a clerk 
to suggest other wants to the customer in such a man- 
ner that the latter will become interested and—if not 
buy at that time—return sometime later on and buy the 
article which has been demonstrated to him. 

This feature, as it might be called, of salesmanship 
is sometime described as “initiative’—and initiative 
is one of the necessary requirements in a man if he 
is to become a really efficient salesman. 

How can this initiative be developed and added to 
unless the hardware dealer takes enough interest 
in his own business to point out how those suggestions 
may be made and how they may be co-ordinated to 
or fitted in with either the article which the customer 
inquired for or with the particular circumstances and 


conditions of the customer or the season. Funda- 


mentally, to be an efficient salesman, the employe must 
know the hardware he is to sell, and while much of 
this knowledge will be acquired by the employe with- 
out asking questions, or through asking questions, it 
is distinctly up to the employer to impart a large por- 


tion of this fundamental knowledge as a matter of 
self-interest. 

For instance, in the selling of builders’ hardware, 
the employe should know why a certain lock set, 
which to all appearances might be classed as just as 
good as another must be sold for a price which is twice 
as high. 

If there really is no difference between the two, or 
if there appears to be no difference betwen the two, 
the inexperienced salesman—and for that matter, most 
any sort of salesman—will find it a difficult matter to 
explain the difference in price. 

3ut when the salesman is informed that one of the 
lock sets is made of very cheap material and, while 
showy, will not give good service, and the other set 
is made of high class material and carefully finished, 
so that not only will it last longer and give good serv- 
ice, but also retain a handsome appearance, then he 
can impart this knowledge, or such a part of it as is 
necessary or seems advisable, to the customer, and in 
that case he gives a valid reason for the higher price 
—and more than that, in most instances he will suc- 
ceed in selling the higher priced set. 

The same reasoning applies to tools and practically 
every other line that is carried in the hardware store, 
and only the well-informed salesman is able to give 
that kind of information to the customer. 

This fundamental information, however, should in 
practically every instance be given to the employe by 
the owner or manager of the store or of the particular 
department in which the young salesman is employed. 

There is this other feature in connection with fur- 
nishing the young employe with information which is 
of more than ordinary importance: If a junior sales- 
man is allowed to find his own way, so to speak, in the 
store—without having anyone making any effort to 
post him or give him such information as suggested 
in the foregoing—he is more than likely to lose inter- 
est in his work and when he has lost interest in his 
work, there is little chance for his development into an 
efficient salesman. 

When, however, you interest the junior in your busi- 
ness and show your interest in him, you have solved 
the problem-—not only of securing an efficient sales- 
man but also of keeping that good salesman so long 
as you can afford to pay him the salary that such a 
good salesman is entitled to. 

In this connection, I want to say that I have found 
trade journals, such as AMERICAN ARTISAN, of very 
material assistance in educating our junior salesmen. 
We subscribe for a numberof hardware trade journals 
and make it a point to have our salesmen and depart- 
ment managers study them carefully. We have also 
found that through this careful study of trade jour- 
nals, we have been the recipient of many a valuable 
suggestion from our sales people, who by reading 
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about a certain plan which has been operated in some 
other store are encouraged to think out plans along 
the same line as well as along lines different from the 


one which they read. 


Seminal 


Chicago, January II, 1915. 
PROFIT SHARING VERSUS PERCENTAGE ON 
SALES IN TREATING WITH EMPLOYES 
OF RETAIL HARDWARE STORES. 





When I wrote the article that appeared in AMERICAN 
ArtTISAN, December 26th issue, I had no idea of en- 
tering into a controversy 
with Mr. William T. 
Gormley who is so _ well 
and favorably known as a 
bright, honorable and suc- 
cessful wholesaler of Chi- 
cago and can but conclude 
that I did not bring him to 
my way of thinking any 
more than his articles con- 
vinced me that I am on the 
wrong track, so after the 





F. E. Muzzy. 
readers of AMERICAN ARTISAN have read both sides 
they can draw their own conclusions and this discus- 
sion reminds me of an old farmer’s remarks up in my 
native state—Vermont. 

The farmer was commenting, to a group of neigh- 
bors who had assembled in the village, on the accom- 
plishments of his wife and concluded by saying it was 
fortunate they did not all think as he did, else all would 
have wanted to marry her, and his nearest neighbor 
immediately “piped up"—‘‘well, it is mighty lucky for 
her everyone does not think as I do or no one would 
ever married her.” 

I fear, however, I did not make myself sufficiently 
cleat in my former article as Mr. Gormley apparently 
concluded that I intended to convey the proposition 
of figuring profits on each individual MAKING SALES, 
but I intended to make it clear that each employe, be 
he salesman, tinner or office boy, providing he had 
been with the store approximately a year should share 
pro rata in the net profits of the whole business, which 
is determined in most stores in the northern states 
January first. This would make every employe a co- 
partner in the profits of the business. As I stated in 
my former article this plan might not work out in 
the Bullard & Gormley store in Chicago, but it sure 
would in the majority of the retail country stores, a 
majority of whom employ only three to five men al! 
told and who have some “leeway” in regard to prices, 
for, if Mr. Farmer comes in and buys assorted hard- 
ware to the amount of $3.10, quite often the clerk will 
say, we will call it $3.00, and such settlements are 
agreeable to the proprietor but not in the city store, 
and over 50 per cent of the hardware sold in the 
United States reaches the consumer through the coun- 
try store, and it was this country merchant in particu- 
lar that I had in mind when I wrote the article. 


we 


However, the profit-sharing plan has worked beau- 
tifully in the city stores. When the Simmons Hard- 
ware Company in St. Louis separated their retail from 
their wholesale and opened a large exclusive retail 
store on Broadway in St. Louis, it did not prove as 
profitable as they had hoped and Mr. E. C. Simmons 
(of whom there is none more far-seeing, more bril- 
liant, or greater admired and loved in the hardware 
trade) proposed putting in a profit-sharing plan simi- 
lar to the one employed by the wholesale house with 
their traveling salesmen ; and a department store man- 
ager told me it was a surprise and revelation to every- 
body ; even the drayman got a check at the end of the 
year for a larger sum than he had ever had at any 
one time in his life before. The department manager 
said: “If a man came in for a $3.00 sweater he usu- 
ally went out with a $6.00 garment and so on all 
through the store,” as all were interested in, not vol- 
ume, but profits and it mattered not which salesman 
“booked” the order, all shared equally or rather pro 
rata at the end of the year and in this way not only 
the salesman, but the bookkeeper as well as the team- 
ster, worked to keep down expense which is today the 
business man’s nightmare, and saw to it that profits 
were realized, which is the main object in any business. 

Paying a salesman a percentage on sales means 
that the salesman is not exercised over expenses and 
must depend on the volume of his own sales for a 
salary. In the country store where all sell goods over 
the entire store and many a country hardware store 
sells machinery, the head clerk, if popular and a work- 
er, could “hog” nearly all the large sales arid keep the 
understudy on starvation wages, and if a prospective 
mower or buggy customer was in sight, the head sales- 
man might make a big showing, and salary as well, 
for the day while the understudy by selling cutlery 
and shelf goods made a far larger net profit for the 
“boss’’—yet not for himself. Thus, you see the sales- 
man receiving $20.00 per week is entitled to double 
the amount of profits of the $10 man, but it is not 
figured until the “round up” at the end of the year, in 
July or January, and the division is from the general 
melting pot. 

This general plan can be put into successful opera- 
tion in almost any small or medium store with such 
modifications as conditions demand, but an ironclad 
rule would not work if applied to the general country 
stores, with their various conditions and _ locations. 
Neither would it apply to stores where an inventory 
was taken only once in five or ten years and I have 
known stores to be operated and successfully too, for 
twenty years without taking account of stock, and the 
proprietor would say “we know our stock is increasing 
all the time; we discount our bills; have a good living 
and lay aside a little cash every year,” and it would be 
mighty hard to convince such a man that he should 
take an accurate inventory at the end of EVERY year 
and still harder to enthuse him on any profit-sharing 
plan. 

In the January roth, 1900, issue of Hardware ab- 
sorbed by the David Williams Company, Cornelius S. 
Lodier, of New York, wrote an article on “Profit- 
sharing, a Plan Which Rests upon Sount Economic 
Principles.” Among other things he stated: “I am more 
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firmly than ever convinced after each study of failures 
that a profit-sharing plan, rightly conceived, properly 
installed and tactfully operated will create a better 
feeling among wage earners and also increase earn- 
ings. The concerns which have adopted and are now 
using profit-sharing plans are pleased with the results. 

It increases the efficiency and good will of the 
employes.” He concludes: “It is surprising to what 
an extent a rightly designed and operated profit-shar- 
ing plan will bring the men into closer and friendlier 
touch wjth their employers.” 

In my first article, I tried to make it clear that maxi- 
mum efficiency was a much sought character in the 
employe and that for the average country store it could 
be best attained by some profit-sharing plan rather than 
a percentage on sales. If I have failed in making this 
clear to others, it is because of my inability to proper- 
ly present a condition that to my mind is as clear as 
Yours truly, 

F. E. Muzzy. 
Springfield, Massachusetts, January, 1915. 
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HAMP WILLIAMS SHARES PROFITS WITH 
EMPLOYES. 


day. 





In the December twelfth issue of AMERICAN 
Artisan, William T. Gormley, of Bullard and Gorm- 
ley Company, described a 
method of compensating 
salesmen in retail hardware 
stores, in which it was sug- 
gested that a small salary 
be paid for the routine 
work of the store with a 
percentage of the sales 
added. F. E. Muzzy, of 
Springfield, Massachusetts, 
formerly salesmanager of 
Arms and _ Tool 





Stevens 


Hamp Williams. 
Company and owner of several retail hardware stores, 
in the issue of December 26th, told of a method which 
he thought a better one, by which the salesmen were 
paid a bonus in form of a share in the profits in addi- 


tion to their regular salary. 

In the following is published a letter from Hamp 
Williams, president of Hamp Williams Hardware 
Company, Hot Springs, Arkansas, who is well known 
as a progressive and prosperous retail hardware 
dealer. Mr. Williams outlines another method which 
he has employed with success for a number of years. 
His letter follows: 

To AMERICAN ARTISAN: 

I like the spirit with which Mr. Gormley enters into 
the discussion with Mr. Muzzy regarding the best way 
to pay clerks. I presume the man who will read this 
has read the plans of the other two, both of which 
were good, and no man could read either without be- 
ing benefited, but think I have a better plan. 

I give them part of the profits; but no man gets a 
part of my profits until he has remained with me long 
enough so that I have tried him out thoroughly, and am 
convinced that he is a fixture and that he suits me for 
a partner, which he is when he shares in the profits. 

I employ in my two stores fourteen salesmen, four 


of whom share in the profits. The balance are paid a 
regular wage, and they understand that after they 
have worked two or three years that they may share 
in the profits. They also know that when they do 
reach that point it means something; not $50.00 or 
$100.00 per annum extra, but maybe $600.00 to $800.00 
extra of their regular salary, and that all comes to 
them at one time, giving them a start that they would 
not likely get in any other way. If this amount comes 
to them monthly in increased wages, the chances are 
they would spend it ; besides, this plan acts as a savings 
account to them. You see by this method I have four 
men who are right in behind the balance of the clerks, 
getting the very best service possible, and if the others 
are ambitious, they are working with the view of some 
day sharing in the profits also. Nearly every man that 
I have selected as partners in profits has his own home 
now and is doing well. When they began to work for 
me they owned no home and lived out their salaries. 
Since the beginning of this plan some have gone into 
business for themselves. But there is never any 
trouble to pick good men from my store to take their 
places. One of my partners has been with me twelve 
years, one ten, one seven and one four. 

If I want my men to turn their special attention to 
collections, the profit sharers know the necessity of 
collecting. They also know the disadvantage of mak- 
ing sorry accounts, for they are deducted from the 
profits at the end of the year. 

If I should start in business now with any num- 
ber of clerks, I would put them all on straight salaries 
and tell them that after one or two years I would let, 
say, one or more up to one-fourth, but not more than 
one-third under any condition, receive a share in 
the profits in addition to their salaries. Those profits 
are determined after the annual inventory is taken. I 
always reserve the right to charge off all bad accounts, 
and if those accounts are collected the following year, 
they go to swell the profits for that year. They receive 
their percentage of profits from the net amount gained, 
and before allowing the dividends. 

The way I came to adopt this plan was in 1903 I 
told my oldest and best four men that if we made as 
much money in the year 1904 as we did in 1903 that 
I would give each of them $500.00 extra of their 
salaries. They got the $500.00 all right, and I made 
as much and then some. 

From that time on I have had leaders whe shared in 
the profits. I don’t have to watch them about getting 
profits, and they know too that the goods must be 
bought at right prices. They are watchful about elec- 
tric light, water and gas bills, and they are interested 
in the general expenses and salary accounts. They 
look out for cash discounts, over-charges on freight, 
etc. They cannot tell what they have made until the 
end of the year. Why should they? I have to wait 
for that information. 

Yours truly, 
Hamp WILLIAMS. 

Hot Springs, Arkansas, January 7, 1915. 





Somehow we Hold the belief that a regiment of 
first-class salesmen would make good at the front. 
Wonder what makes us believe it? 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








ATTRACTIVE WINDOW DISPLAY OF TOOLS. 


The accompanying illustration shows an odd shaped 
window, the background being 10 feet long and 8% 
feet high, while the front is 14 feet long. The depth 
is 7% feet. The black spot at the right of the picture 
is one of the entrances to the store. The steps on 
which rests the frame work are made of half inch pine 
boards, 10 feet long, each step being the width of a 
board. They were covered with muslin and painted 
with Alabastine. The two end uprights were cut from 





Display -of Tools Which Secured Honorable Mention in 


and in the back, so as to hide all the electric wire. They 
were painted gold and oak sprays and vines were 
entwined around. Oak leaf shades cover the plain 
light bulb. 

The two center display boards were cut from one 
half inch pine lumber with a three-inch molding 
around the edge to form a frame. This molding was 
put on after the display board was covered with mus- 
lin and painted. The molding was painted in gold. 
Between the two boards was a one-inch white tape 
pinned to form lattice effect. Oak vines were entwined 


through the lattice effect. 
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AMERICAN. ARTISAN Window Display Competition, 


by Jess Bole, Johnstown, Pennsylvania. 


one inch pine lumber, the circle being cut separately 
and fastened to the board with braces screwed on the 
back. These were also covered with muslin and 
painted with Alabastine. Around the edge of these 
uprights was a boarder made with a “relief bulb” using 
Alabastine. After the relief boarder was dry they 
were tipped with gold paint. 

The extreme top board was of pine lumber % inch 
by 12 inches by 10 feet, covered with muslin and 
painted with Alabastine. The two electric light fix- 
tures were of pine lumber, 2 inches thick, cut with a 
band saw and when finished measure 15¢ inches by 
154 inches by 8 inches. Holes were bored in under 


The floor was covered with wide sheeting and 
painted with Alabastine. Mucilage was mixed with all 
paint to make it adhere to the muslin so it would not 
rub off on the tools. The beautiful color harmony 
created by the different color paint was very effec- 
tive and proved an ideal background for tools. No 
explanation is needed as to the arranging of the tools 
as that can be easily seen. The show card was of two- 
colored cardboard—dark brown pasted on fawn col- 
ored. The lettering was in Old English. 

This very attractive window display was arranged 
by Jess Bole, 115 South Street, Johnstown, Pennsyl- 


vania. 
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AMERICAN WRINGER COMPANY HOLDS 
ANNUAL REUNION. 


The annual “family reunion” of the American 
Wringer Company was held January 8th at the Wal- 
dorf-Astoria, New York City, and was a very success- 
ful affair. The menu book contained besides the ex- 
cellent bill of fare short personal stories and bits of 
wit about George H. Jantz, Louis Schmetzer and oth- 
ers of the sales organization. 

The following excellent menu was served: 

MENU. 
Cape Cod Oysters 
Green Turtle Soup, English Style 
Olives Celery 
Filet of Sea Bass, Lobster Sauce 
Potatoes a la Hollandaise : 
Fresh Mushrooms under Glass, Eugenie 
Medaillon of Lamb, a la Rose 
String Beans saute, Reale 
Sherbet au_Rhum _ 
Breast of Chicken Stuffed, Deviled Sauce 


Hearts of Lettuce, Roquefort- Dressing _ 
Petits Fours 
Coffee 


Radishes Almonds 


Fancy Ices 


—_ 


HOG FENCE THAT YIELDS A PROFIT AT 
LESS THAN MAIL ORDER PRICES. 





I:very farmer who reads a farm journal has seen 
“Hog Fence at 12 Cents Per 
Rod;” thousands’ of 
farmers have answered 
these ads and thousands 
of dollars have been sent 
away for mail order 
fence. 

The low price natur- 
ally appeals to the sense 
of economy of the farm- 
er. Once he in interest- 
ed it is a comparatively 
easy matter to induce 
him to send for a com- 
plete mail order catalog, 
and half the battle of the 
“direct seller” is won. 

To overcome this par- 
ticular phase of mail 
order competition a hog fence has been placed on the 
market by one of the largest fence wire manufac- 
turers, the Keystone Steel and Wire Company, Peoria, 
Illinois. This fence enables the hardware dealer to 
undersell the mail order houses and make the usual 
profit, and therefore gives him an opportunity to dem- 
onstrate to the people in his community that he is in 
position to give them as good value as any outside 
concern. (Once he has demonstrated this fact he has 
a chance to sell a better grade—the grade which the 
The name of the low- 


offers reading like this. 











Showing S‘gn Furnished With 
Economy Fence. 


customer really ought to have. 
priced grade is “Economy” fence. 

The illustration at the top shows a roll of 
“Economy” fence with one of the large signs which 
are furnished by the manufacturers with each order 
for this fence. This is only one of the many Selling 
Helps which are sent to dealers who become custom- 
ers of this company. There are descriptive folders 
with striking illustrations, one of which is mailed by 


the company, without any expense to the dealer, to 
every one of his possible fence buyers; also show 
cards, booklets and other very effective advertising 
material. 

The second illustration shows the proportions in 
which “Economy” fence is made. The top and bottom 
bars are of number 11 wire, while the stays and strands 
are of number 14 wire, The “waves” in the strands 














10 ts 47 IN. ——_nerneenas 
TW 19 (owsig9) ; 
f IN. —— 
7 [6 32 # 6 
ans 26 IN. 6 
| 7 20 IN. “i 
OC g 
te yy z- 5's 7S “a a 


Showing Proportions of Economy Fence. 


are made during the weaving process and keep the 
fence tight during ccld or hot weather. The stay 
wires are in one piece and extra stiff, thus preventing 
bagging or buckling. 

The two small illustrations 














SS = herewith show front and side 
= © Eq views of the famous “Square 
=~! _= Deal” lock by which the stay 





















wire is attached to the strands 

Fromquare Desi Lec ° in a knot that will not slip. 
The same company also manufactures a full line of 
standard fencing that is said to be equal to any other 
brand in price, quality and construction, under the 
well known name of “Square Deal.” Dealers’ who 
wish to know more about “Economy” or “Square 
Deal” fencing should write to the Keystone Steel and 
Wire Company, Peoria, Illinois, and as only one dealer 
in a community can secure the selling agency, it is im- 

portant that such requests should be sent in at once. 


INDIANA RETAIL HARDWARE ASSOCIATION 
TO MEET JANUARY 26. 





The program for the convention of the Indiana 
Retail Hardware Association has as yet not been com- 
pleted, but the speakers which have been secured and 
the subjects which will be discussed indicate that the 
coming convention will be a very profitable one to 


*those who attend. 


P. J. Jacobs, the gifted secretary of the Wisconsin 
Retail Hardware Association and a successful dealer, 
will be present and speak on “Mutual Fire Insurance.” 

Tuesday afternoon Roy F. Soule will give an illus- 
trated lecture on “Equipment of Hardware Stores.” 

Wednesday evening Dr. Stanley L. Krebs, of Phil- 
adelphia, will speak on “Buying and Selling.” 

The Question Box will be an important feature of 
each day’s session. 
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PATENTS ISSUED FOR ELECTRIC FLASH=- 
LIGHTS. 


The United States Patent Office, under numbers 

1,122,424, 1,122,425 and 1,122,146, has issued patents 
for portable electric flashlights 

which have been assigned to the In- 
terstate Electric Novelty Company, 
New York City. Number 1,122,- 
446, which has been issued to 
Charles Wachtel, Brooklyn, New 
York, fs described as follows: A 
portable electric light of the class 
described comprising an exterior 
casing containing a battery, circuit 
terminal! conductors extending 
along said casing and the lower one 
of which is in electrical connection 
with the battery, circuit closing 
means for connecting said con- 
ductors, a cup within the upper end of said casing 
having an open center and in electrical connection with 
the upper one of said conductors,.a reflector having a 
neck containing a sleeve of non-conducting material 
mounted on a threaded sleeve of conducting material 
seated on said cup, a lamp whose stem is screwed 
within said threaded sleeves and extends through the 
opening of said cup to the battery, a lens, and means 
for securing the reflector and lens on said casing, said 
reflector and therewith said securing means being in- 
sulated from the lamp and battery by said non-con- 
ducting sleeve, and said securing means comprising a 
threaded sleeve on the said casing, a threaded cap on 
said sleeve having an open center and flanged in- 
wardly and formed with tongues along its opening, a 
shell of approximately inverted cone-shape entering 
said cap and secured thereto by said tongues and hav- 
ing an open lower end exterior to said sleeve of non- 
conducting material, and a threaded lens-holding ring 
engaging the upper threaded end of said shell and the 
edge of the lens. 

Numbers 1,122,424 and 1,122,425, which were is- 
sued to Charles J. Sagebrecht, Brooklyn, New York, 

are described as 

follows: Number 
1,292,406: A 
portable _ electric 
light comprising 
a casing in two 
hinged together 
substantially cor- 
122424. responding longi- 
tudinal sections 
having latching means at their free edges, a battery 
in one of said sections having the usual two terminals, 
an electric lamp socketed in the end of the same sec- 
tion and in electrical engagement with one of said 
terminals, a jaw secured within and insulated from 
said section and receiving between its members the 
other said terminals, and a circuit closer carried by 
said section and having an upper end to engage the 
adjacent conducting member of said jaw when in one 
position and stand clear thereof when in its other 
position. 
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1.122.425 Number 1,122,425: A_ portable 

Sea electric light of the class described 
‘ comprising) an exterior casing con- 
taining a battery, circuit terminal con- 
ductors extending along said casing 
and the lower one of which is in elec- 
trical connection with the battery, cir- 
cuit closing means for connecting said 
conductors, a cup within the upper 
end of said casing having an open 
center and in electrical connection 
with the upper one of said conductors, 
a reflector having a neck containing 
a sleeve of non-conducting material 
mounted on a threaded sleeve of con- 
ducting material seated on said cup, a 
lamp whose stem is screwed within 
said threaded sleeve and extends through the opening 
of said cup to the battery, a lens, and means for secur- 
ing the reflector and lens on said casing, said reflector 
and therewith said securing means being insulated 
from the lamp and battery by said non-conducting 
sleeve. 
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PROGRAM FOR TEXAS HARDWARE AND 
IMPLEMENT DEALERS’ CONVENTION AT 
WACO, TEXAS, JANUARY 26, 27, 28. 





Arrangements are about complete for the 1915 Con- 
vention of the Texas Hardware and Implement Deal- 
ers, and all indications point to the largest attendance 
ever had at a Texas Convention. The Convention and 
Exhibit will be held at the Machinery Hall at the Waco 
‘Cotton Palace. There will be more exhibits and a 
greater variety of lines shown this year than ever be- 
fore. The Program has been arranged to interest and 
instruct every Hardware, Implement and Vehicle 
Dealer in the State, and an urgent invitation is extend- 


ed to all. The program follows: 
OPENING SESSION, TUESDAY MORNING, JANUARY 26TH, 10:00 
A. M. 

Call to order. 

Invocation. Fs! 

Address of welcome by Mayor J. W. Riggins 

Response—Jos. Netzer, Laredo, Texas. 

Introduction of visitors. 

President’s address. 

Secretary’s report. 

Appointment of committees. 

Announcements. 

TUESDAY AFTERNOON, 2:00 Pp. M. 

Question Box—By Everybody. _ 

Address—“DEALERS SERVICE,” by Curtis M. John- 
son, Rush City, Minnesota. 

WEDNESDAY MORNING, JAN. 27TH, 10:00 A. M 
Question Box— 
Address—“THE TRENTON IDEA,” by T. N. Witten, 

Trenton, Missouri. 
WEDNESDAY AFTERNOON, 2:00 P. M 
Question Box— : 
Address—“NEEDED CREDIT REFORMS,” by C. E. 
Wells, President Dallas Implement Machinery and Vehicle 
Club. 
THURSDAY ‘MORNING, JAN. 28TH, 10:00 a. M. 
Question Box— 
Address—“THE NATIONAL RETAIL HARDWARE 
ASSOCIATION,” by L. C. Abbott of Iowa. 
THURSDAY AFTERNOON, 2:00 P. M 

Question Box— ms 

Address—“FIGURES WON’T LIE”; or, “THE COS] 
OF DOING BUSINESS,” by Curtis M. Johnson of Rush 
City, Minnesota. ; 

Report of committees. 

Adjournment. 
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METROPOLITAN HARDWARE ASSOCIATION 
WILL HOLD SECOND ANNUAL DINNER 
JANUARY 26. 

The second annual dinner of the Metropolitan Hard- 
ware Association, which comprises retail hardware as- 
sociations of New York City, Brooklyn, Long Island, 
Westchester County, New York, Newark and Hud- 
son County, New Jersey, will be held January 26, 
1914, 7:30 P. M., at Hotel Astor, New York. Arrange- 
ments have been made by the various committees to 
make this dinner the biggest affair in the history of 
the Metropolitan Hardware Association. Tickets 
which are five dollars each may be secured from any 
member of the Dinner Committee, which is composed 
of the following: 

James P. Stone, 66 Vesey Street, New York City— 
John P. Landrine, 719 Bergen Avenue, Jersey City— 
H. A. Cornell, 121 Court Street, Brooklyn—Matthias 
Ludlow, Newark, New Jersey—C. J. Cornell, Tucka- 
hoe, New York—C. M. Felt, Huntington, Long Island 
—R. J. Atkinson, 1183 Broadway, Brooklyn—James 
Gear, 1165 Third Avenue, New York City—J. S. 
Whipple, 27 Newark Avenue, Jersey’ City—P. G. 
James, Jamaica, Long Island—Charles Foster, New- 
ark, New Jersey—A. M. Bedford, New Rochelle, New 
York. 

The officers of the Brooklyn Hardware Dealers’ As- 
sociation are making a special effort to have an extra- 
ordinarily large delegation present and to have the 
members arrange for group tables of eight. 

The regular meeting of the Brooklyn Association 
was held on January 14th at which final plans were 
considered for the “Made-in-Brooklyn” campaign. 


= 
~~ 


PATENTS SAFETY RAZOR SHARPENER. 





Under number 1,123,871 United States patent 
rights have been granted to Andrew L. Hatfield, 
“48 . Newark, New Jer- 

sey, for a machine 
for sharpening safe- 
5 OD ty razor blades de- 
5h scribed as follows: 
A blade sharpening machine including a pair of sharp- 
ening rolls, a rocking member provided with a pair 
of lugs having bearing notches therein, a blade holder 





4 —«21, 128,871. 





having trunnions adapted to be received within the 
bearing notches, a spring strip carried by the rocking 
member and having opposite ends thereof in engage- 
ment with the blade holder, and screws engaging the 
ends of the spring strip to regulate the tension therein. 


areas 
OBITUARY. 





B. Allen. 

Stricken suddenly with heart disease, B. Allen, well 
known in the South as a traveling salesman for the 
Pittsburgh Steel Company, died at Tampa, Florida, 
on January first. His home was in Jacksonville, Flori- 
da. Mr. Allen had many friends in the southern states 


where he had traveled for many years. 


J. B. Girdler. 

After an illness of two years death has at last re- 
lieved J. B. Girdler from his sufferings. Mr. Girdler 
organized the Louisville Tin and Stove Company, 
Louisville, Kentucky, twenty-six years ago and was 
its president until forced to retire two years ago by 
ill health. He was eighty-one years of age. 

Tom T. Johnson. 

Another of the Pittsburgh Steel Company traveling 
salesmen, Tom T. Johnson, died after an illness of 
only two days at Memphis, Tennessee. Mr. Johnson 
was formerly connected as buyer with Fones Brothers, 
Little Rock, Arkansas. He was well liked in the trade. 


ee 
RETAIL HARDWARE CONVENTIONS. 


The dates for conventions of the state associations 
of retail hardware dealers, so far as they have been 
announced, are given below, in order of the dates. 
The secretary’s name and address follows the name of 
the association, after which come the dates, with the 
name of the convention city. 


Missouri Retail Hardware Association, F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, January 19, 20, 
21, 22, 1915. At St. Louis. 

Pacific Northwest Retail Hardware and Implement As- 
sociation, E. E. Lucas, Secretary, Hutton Building, Spokane, 
Washington. January 20, 21, 22, 1915. At Spokane, Wash- 
ington. 

Texas Retail Hardware Association, Henry Marti, Sec- 
retary, Dallas. January 26, 27, 28, 1915. At Waco. 

Indiana Retail Hardware Association, M. L. Corey, Sec- 
retary, Argos. January 26, 27, 28, 29, 1915. At Indianapolis. 

Oregon Retail Hardware and Implement Dealers’ Asso- 
ciation, H. J. Altnow, Secretary, Portland. January 26, 27, 
28, 29, 1915. At Portland. 

Wisconsin Retail Hardware Association, P. J. Jacobs, 
Secretary, Stevens Point. February 3, 4, 5, 1915. At Mil- 
waukee. 

Nebraska Retail Hardware Association, Nathan Roberts, 
Secretary, Lincoln. February 9, 10, 11, 12, 1915. At Omaha. 

Michigan Retail Hardware Association, A. J. Scott, 
Secretary, Marine City. February 9, 10, 11, 12, 1915. At 
Saginaw. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, W. P. Lewis, Secretary, Huntingdon, Pennsylvania. 
February 9, 10, 11, 12, 1915. At Newark, New Jersey. 

Tennessee Retail Hardware Association, C. C. Paris, 
Secretary, Nashville. February 10, 11, 12, 1915. At Memphis. 

Connecticut Retail Hardware Association, Henry S. 
Hitchcock, Secretary, Woodbury, February 16, 17, 1915. At 
Meriden. Headquarters, Winthrop Hotel. 

New York Retail Hardware Association, John B. Foley, 
Secretary, 513 Kirk Building, Syracuse, New York. February 
16, 17, 18, 19, 1915. At Syracuse. 

North Dakota Retail Hardware Association, C. N. 
Barnes, Secretary, Grand Forks. February 17, 18, 19, 1915. 
At Fargo. 

Ohio Retail Hardware Association, James B. Carson, 
Secretary, Dayton. February 16, 17, 18, 19, 1915. At New 
Gibson Hotel, Cincinnati. 

Iowa Retail Hardware Association, A. R. Sale, Secretary, 
Mason City. February 16, 17, 18, 19, 1915. At Des Moines. 

New England Hardware Dealers’ Association, George A. 
Fiel, Secretary, 176 Federal Street, Boston. February 22, 23, 
24, 1915. At Boston. 

Kentucky Retail Hardware and Stove Dealers’ Associa- 
tion, J. M. Stone, Secretary, Sturgis. February 23, 24, 25, 
1915. At Phoenix Hotel, Lexington. 

Minnesota Retail Hardware Association, H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis. Febru- 
ary 23 ,24, 25, 26,1915. At St. Paul. 

South Dakota Retail Hardware Association, E. C. War- 
ren, Secretary, Pierre. March 2, 3, 4, 5, 1915. At Mitchell. 

Arkansas Retail Hardware Association, Grover T. Owens, 
Secretary, Little Rock. May 4, 5, 6, 1915. At Little Rock. 

Florida Retail Hardware Association, G. E. Noblit, Sec- 
retary, Tarpon Springs. May 11, 12, 13, 1915. At St. Peters- 


burg. 


Hardware Association of the Carolinas, T. W. Dixon, 
Secretary, Charlotte, North Carolina. July 13, 14, 15, 16, 
1915. At Isle of Palms. 
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Illinois Retail Hardware Dealers Hold Eighteenth 


Annual Convention 








The eighteenth annual convention of the Illinois 
Retai! Hardware Association was held January 12 to 
15, in the Coliseum, Chicago. It was a distinct suc- 
cess, from the standpoint of attendance, interest in 
the addresses and discussions of the Question Box and 
actual results obtained. The sessions were held in 
the north end of the main floor of the Coliseum, where 
was provided a space of large size, which was filled to 


overflowing. Only the forenoon of each day was de- 


voted to the regular sessions of the convention, the 
afternoons except Thursday, when it was found 
necessary to meet in the afternoon to complete the 
morning’s program, being left open for buying and 
such entertainment as the members cared to seek while 
in Chicago. 

Large identification 
buttens bearing the 
member’s firm name, city 
and number, as shown 
in the accompanying il- 
lustration, were issued 
to each member as he 
registered, and these 
added greatly to the gen- 
eral tone of good fellow- 
ship, which was so evi- 
dent during the entire 
convention. At the close of each day’s session lunch- 
eon tickets were distributed to the members, so that 
they might remain in the building if they so desired, 
the luncheon being served in the basement. 


TUESDAY, JANUARY 12. 





Identification Button for Members. 


President J. H. Vawter, of Salem, called the Con- 
vention to order about 10 o’clock and Vice-President 
R. L. Mason, of Canton, invoked the Divine Blessing 
upon the deliberations, after which the president pre- 
sented handsome silver-bound gavels to H. G. Cor- 
mack, Centralia; Grant W. Porter, Chicago; Charles 
T. Woodward, Carlinville, and T. J. Mathews, Mount 
Vernon, former presidents of the Association, each of 
whom responded with brief and-appropriate remarks. 
Charles H. Williams, Streator, also a former presi- 
dent, was prevented by illness from being present, and 
his gavel will be presented at some later time. Each 
gavel bore the name of the recipient and the year he 
served as president, engraved on the silver band. Sec- 
retary Leon D. Nish then on behalf of the Association 
presented a similar gavel to President Vawter. 

After a song, led by H. Diamond, of Galion, Ohio, 
the “Harry Lauder of the Hardware Trade,” Presi- 


dent Vawter read his annual message, which is in part 


as follows: 
PRESIDENT VAWTER’S ANNUAL ADDRESS. 


Another year has passed. The year 1914 with its drouths 
and its wars and business depression has gone. So we meet 


here once more to extend to each other the glad hand and to 
tell the other fellow how to do things. 

We have come back to Chicago, the Windy City. We 
have grown so that it takes the largest city in the state to take 
care of us. We are glad to get back here and receive the 
glad hand from the Chicago boys and the Chicago Hardware 
Club, where the latch string always hangs on the outside. 
The State Hardware Associations are making great strides 
and Illinois has got to keep moving if we are to continue to 
hold the lead. 

Let us face the new year with a strong resolve to meet 
new conditions and look at the bright side. All things point 
to prosperity. The railroads have gotten their long-asked 
for increase in passenger and freight rates; they are com- 
mencing now to buy supplies and to open up their shops, em- 
ploying more men and taking on an air of prosperity. 

When you go home from this convention go home a 
booster, talk prosperity instead of the war in Europe. Try 





J. H. Vawter, 
Retiring President lilinois Retail Hardware Association. 


to put some of the new things you will learn at this conven- 
tion into action. There was an article in the Saturday Even- 
ing .Post, issue of November 28th, that ought to be read by 
every hardware merchant. If you have not read this, get 
the issue of December 12th of AMERICAN ARTISAN and read 
it. I am not advertising the Post or AMERICAN ARTISAN, but 
I want to help you. The title of the article is “Romance in 
Hardware.” I want to say a few words to you in regard to 
our Fire Insurance department. This department is getting 
along very nicely under the able management of our secre- 
tary, the man who does things. It has had a handsome gain 
in the last year. We have the best insurance that money will 
buy and sell it to our members at half price. If you are not 
patronizing the Insurance Department you are cutting off 
your own nose and robbing your family. If not using it now, 
get busy and take out a policy in our “Hardware Mutual.” 

There is an old war horse who deserves special mention at 
this time: Second Vice President of the National Association, 
C. F. Woodward, our own “Charlie.” He is always on the job 
and looking out for Illinois. 

There is one committee which is generally overlooked by 
the most of us. That is, we do not give it much thought or 
credit, the Exhibit Committee. This committee with the as- 
sistance of our able Secretary has an immense amount of 
work to do and the success of the Exhibit depends very 
largely on this Committee. 

How many of you are taking advantage of our National 
Price and Service Bureau? The National Secretary’s office 





32 AMERICAN ARTISAN AND HARDWARE RECORD 


now has charge of this work. They are at your service and 
ready to help you to buy your goods at the right price. But 
they cannot help you unless you are willing. Do not hesitate 
to write the National Secretary’s office when you need help. 

Our Secretary Nish has added another department to our 
Association, a Freight Auditing Bureau, for our members. 
It is too new to know much about results as yet, but we be- 
lieve it will prove to be the best of its kind that we have 
had, as it is in a manner under the control of our Associa- 
tion by way of the Secretary’s office. 

Our Indemnity Insurance, through our Kansas City con- 
nections, is doing nicely and saving our membership a great 
deal of money, besides giving us the best insurance that money 
will buy. This insurance is looked after by an advisory board 
composed of members from our Town Associations. 

In conclusion I want to thank our Board of Directors, our 
able Secretary and the membership of our Association for the 
loyal support they have given me in my feeble efforts as Pres- 
ident of your Association. I feel that I have had this from 
every member of this Association. I hope that you will ex- 
tend to my successor the same loyal support that you have 
given to me in my two years as your President. 


President Vawter then appointed the following 
committees, the first named to act as chairman in each 
case: 

Auditing Committee: Chas. Kruse, Richmond— 
Edward Meier, Chicago—Edward Goetz, West Chi- 





cago. 

Resolution Committee: - Charles H. Williams, 
Streator—H. G. Cormack, Centralia—Charles FE. Arn- 
old, Evanston—Fred Geising, East St. Louis—H. N. 
Murphy, Galesburg. 

Nominating Committee: George Engelhart, Chi- 
cago—William Bittle, Peoria—Harry C. Hill, Fair- 
view—J. J. Graham, Jacksonville—E. N. Howell, 
Dixon—G. S. McCurdy, Bloomington—T. J. Math- 
ews, Mt. Vernon-—A. E. Marcotte, Kankakee—Harry 
Daniels, Jerseyville. 

Memoriam Committee: E. E. Voorhees, Blandins- 
W. M. Powers, Chicago—Harry Read, Bloom- 
ington. 

Suggestion Committee: R. W. Richards, Granite 
City—M. Fohay, Decatur—C. Peterson, Seventh 
Street Hardware Company, Rockford—Fred Schlitz, 
Springfield—Charles Berglund, Moline. 

Press Committee: W. T. Gormley, Chicago, and 
Charles Evans, Vandalia. 

Location Committee: H. E. Gnadt, Chicago—Ru- 
dolph Strehlow, Peoria—Charles Zumbrook, Spring- 
field—Edward Hause, East St. Louis—Charles Woe- 
zeski, Bloomington. 


ville 








Sergeant at Arms: Martin Engelhart, Chicago— 
Robert Brown, Iroquis—N. T. Booth, Atkinson. 

After another song, President A. Vere Martin, of 
The Hardware Club of Chicago, was called upon and 
in a few remarks extended on behalf of Chicago’s 
hardware men a cordial welcome to the members and 
their ladies, announcing the program of entertainment 
which had been provided for them by the various com- 
mittees of the Chicago Retail Hardware Association 
and the Hardware Club of Chicago. 

H. W. Beegle, of the Coulter, Beegle Sales Com- 
pany, on behalf of the exhibitors, expressed his appre- 
ciation of the splendid arrangements which had been 
made for them and invited the members to take ad- 
vantage of the opportunities afforded them, so that 
the Exhibit might go down in history as the most 
successful one in the history of the Association. 

On behalf of the American Hardware Manufac- 
turers’ Association, F. S. Kretsinger, formerly presi- 
dent of that organization, extended well wishes 


and congratulations of the hardware manufacturers 
to the Illinois Retail Hardware Association for the 
splendid work that is being done to promote the busi- 
ness of the hardware interests. 

Roy F. Soule, of New York City, spoke briefly on 
the importance of the retail hardware dealers reading 
carefully a well edited trade paper. 

H. Diamond again led the gathering in which many 
ladies were present in a song, and Daniel Stern, of 
AMERICAN ARTISAN, was called to the floor. 

Mr. Stern emphasized the usefulness of conventions 
like this one, where hardware men could come together 
from the various sections of the state and exchange 
views and experiences. He urged that the sessions 
be attended by every member who would thus reap 
the full benefit of the many practical ideas brought 
forth in the addresses and discussions. He invited 
the members to make free use of the many conveni- 
ences afforded in AMERICAN ARTISAN booths, such as 
stenographer, check room, restful chairs, etc. With 
another song, led by H. Diamond, the session ad- 
journed. 


WEDNESDAY, JANUARY 13. 


President Vawter called the convention to order 
promptly at 9:30 a. m., and after a song, Secretary 





Leon D. Nish, 
Re-elected Secretary Illinois Retail Hardware Association. 


Leon D. Nish read his annual report, which is as fol- 
lows: 
SECRETARY'S ANNUUAL REPORT. 

The past year has been one of the shortest years of the 
Association’s existence, it being but eleven months since the 
last Annual Convention at Peoria, February 9 to 12, 1914, but 
in this short time world history has been made. War un- 
drempt of eleven short months ago has developed to a mag- 
nitude greater than ever recorded. 

The past eleven months have been busy ones with most of 
our members and taken as a whole, Illinois Retail Hardware 
merchants have enjoyed a fair degree of prosperity as com- 
pared with some of our neighboring states. But in certain 
portions of our State our members have had adverse crop 
conditions, and yet in the face of this there is a vein of op- 
timism that next year’s crops will be better, and of thankful- 
ness that our country is not in throes of war’s awful carnage. 
Worries drain our energy. Happiness stimulates. Our hap- 
piness is affected by our contentment and our contentment by 
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our comparisons. Therefore, Brother Hardware Men, develop 
energy by comparing how much better off is your lot than 
merchants whose business is literally and actually shot to 
pieces and whose sons and daughters have been maimed and 
killed on the other side of the water. 

Historians and optimists tell us that we are on the verge 
of the most prosperous times this country has ever known. 
Are you, Mr. Hardware Man, trimming your sails to catch the 
first breeze? 

The buying public have a better knowledge of values 
than ever before. Are you doing everything in your power to 
make of yourself the buyer in your line for your community? 
Are you looking out as a buyer for your community that those 
goods are delivered at the lowest possible expense and leave 
you a reasonable compensation for your service? 

Are you availing yourself of every avenue to develop 
this buying arm of your community? Haye you taken up 
any article with the Price and Service Bureau? If you 
haven’t, don’t you think you are neglecting your duty as a 
buyer for your community? The National Office at Argos, 
Indiana, is willing to give you every possible aid in their 
power, if you will but ask for it. Many of our members have 
availed themselves of that privilege and have come again and 
again, but more of our members should use this department 
of our Association, which is yours for the asking. 

Not as many complaints have reached the office of the 
Secretary the past year as in some previous years, and nearly 
all have been disposed of in some manner provided all the 
details of the complaint have been filed with the Secretary. 

Many inquiries have come to our office in relation to 
various Collection Agencies and most of them have been of 
doubtful character. As a general proposition in this age of 
the “wise dead-beat,” it has been the Secretary’s opinion that 
if the Retail Merchant cannot collect the account by being 
energetic, then it cannot he collected by an outsider. 

The Secretary has been, however, watching the progress 
made by Minnesota in their Collection Department and as 
soon as all data are in will finally decide if such a department 
can be made of service to our members. 

The Freight Traffic Department of our Association, with 
Mr. M. L. Hurd as Traffic Manager, at Aurora, Illinois, has 
developed a considerable amount of claims against the rail- 
roads, and any of our members who have not sent in their 
freight bills are missing an opportunity to know whether they 
are paying correct freight rates. The first twenty-five of our 
members’ freight bills audited showed a total of $491.44, or 
an average of $20.00 a member, and some of these bills cov- 
ered only a few months. 

More and more there is a tendency for Legislators to 
make all kinds of “freak” legislation affecting business, and it 
becomes more and more necessary for business men to watch 
our Legislature and to allow themselves to become Legislators 
to keep out the “freaks.” 

Our Illinois Legislature is in session and if any of our 
members hear of any possible adverse business legislation, get 
in touch with the Secretary’s office at once, and he wiil take 
it up with the Legislative Committee. When the time comes 
if the Committee asks you as a member to use your influence 
on your Representative, do so promptly, that we may get 
results. 

Just what legislation will be put into the hopper has not 
as yet been made known, but in a few weeks when the or- 
ganization act is over, we will know. 

As to the National Legislation keep constantly in mind 
the Stevens Bill by which we hope to stop that greatest of 
all merchandising evils, “price-cutting.” To this end we hope 
if the National office calls on you for information for any 
special phase of this question you will promptly and willingly 
lend your assistance. 

The Insurance Department of our Association, the Hard- 
ware Underwriters, is growing in fine shape, and we are now 
in our third year and building our second million dollars of 
politics in force with an average saving, since we commenced, 
of 46 per cent. As this Department grows, it will develop 
additional clerical force which may be used to great ad- 
vantage along other lines of association endeavor. 

In October in Chicago was held one of the most helpful 
meetings of Retail Hardware Secretaries. A body of men 
studying the hardware conditions for its members and 
planning for them in the game of increased strenuous com- 
petition. There were in attendance Secretaries representing 
States from the Atlantic to the Pacific and from the North 
Boundary to the Gulf, and every one of them on the job and 
tremendously in earnest. 

Our membership was never in finer condition than now, 
as the closing of the books prior to this convention showed 
members of record total of 1,012, and our slogan for 1915 
should be 1500—1500 for 1915. 

During the year the Secretary’s attention has been called 
to the death of the following members: 

H. H. Parks, Moline. 

D. H. Hilbish, Harvey. 

Robert T. James, of James & Reisenbigler, Erie. 

Louis F. Armbruster, Chicago. 

Henry Landon, of Miller & Landon, Lockport. 

Mat. Sprowl, Sparta. 


The Secretary has received during the past year in 


aap nae $2,145.00 
OD a5 ras 6G e'nebbid annie sins so ccccase 171.50 
Received A/c 1914 and 1915 Exhibit ................ 6,191.30 
ERS ERE BA CORSE Met tat aE LE soy $8,507.80 


All of which has been turned over to the Treasurer. 

The Secretary has drawn voucher orders duly signed and 
counter-signed by the Treasurer and President for the total 
amount of $7,592.52. 

As stated last year, the opening of our Insurance Depart- 
ment would give us a greater office force which can be used 
at times to the advantage of the Association work, and while 
that Department has taken a great deal of the time of the 
Secretary to completely organize and bring it up to its present 
high standard of efficiency, we are now away beyond the ex- 
perimental stage and greater things can be expected in the 
coming year from the Secretary’s office. 

In closing the Secretary wishes to thank the membership 
for the confidence and unfailing courtesy extended him. 


In the absence of Treasurer E. L. Sommers, his 
report was turned over to the Auditing Committee, 
which later on recommended that it be accepted and 





E. L. Sommers, 
Retiring Treasurer Iilinois Retail Hardware Association. 


that the thanks of the Association be extended to Mr 
Sommers for the efficient manner in which he had 
conducted the office. Mr. Sommers, having retired 
from business during 1914, was prevailed upon to 
serve until this convention. 

A. George Pedersen, editor of AMERICAN ARTISAN, 
was then introduced by President Vawter and spoke 
on “Development of Home Trade,” as follows: 

DEVELOPING HOME TRADE. 

In speaking upon this subject, I wish that you would 
consider what I shall have to say, not as coming from the 
editor of AMERICAN ARTISAN, nor as from a man who rep- 
resents or makes any plea for any one of the three links in 
the chain of distribution—the manufacturer, the wholesaler or 
the retailer—but rather as coming from a man who has been 
intimately associated with and actively engaged in the manu- 
facturing, the wholesaling and the retailing of merchandise 
for over twenty years. : ; 

My remarks are drawn from personal experience in this 
active work and are based upon personal observations in con- 
nection with this work, and if some of the facts which I shall 
state may not agree with the opinions of some of you, please 
listen with an open mind, so that in the discussion which is 
to follow, you may be able to gain the benefit, which is the 
object of my making this address. : 

My first position in this country in connection with the 
mercantile business was in a retail store in a Wisconsin town 
of about 5,000 inhabitants, with a prosperous farming com- 
munity surrounding it. Here I learned how to sell mer- 
chandise of various kinds, including hardware, to the same 
kind of people that most of you have to deal with today. 
Here also, the mail order problem which was then just as 
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serious as it is today, presented itself and was discussed ‘and 
worried over just as much as it is today. And I may say 
that the reason why this problem is as large as it is today is 
that retailers, wholesalers and manufacturers—all alike—did 
not or would not consider the only basis upon which this 
problem can be solved—for the solution of the mail order 
problem is nothing more or less than the upbuilding or de- 
veloping of home trade. 

The more efficient the retailer is in developing home 
trade, the less becomes the problem of mail order competition 
—in his personal case. The less efficient he is in this respect, 
the greater becomes the problem—in his personal case. 

There are two distinct features which must be consid- 
ered in this connection in order to arrive at a conclusion 
which will enable the local retailer—be he a seller of shoes, 
dry goods, groceries, furniture or hardware—to build up and 
maintain a profitable business in his home community, and in 
my opinion, the first one of these is of fully as great im- 
portance as the second one. 

These two features are: First, confidence of the retailer 
in himself and in his ability to render efficient service to the 
consumers in his locality. Second, establishing of confidence 
in the minds of those consumers in the ability and willingness 
of the retailer to serve them economically—in fact, in the 
most economic way possible. 

As to the first, it has been my unpleasant experience to 
find that a very large number of retailers are almost alto- 
gether lacking in confidence in their ability to render economic 
service to their customers. They believe that they cannot sell 
in competition with the mail order houses and make a profit 
on their merchandise. This belief has been fostered by un- 
scrupulous persons, who have had their own selfish purposes 
in mind and have made a fat living upon many of the re- 
tailers in this country by promoting schemes, some of which 
were unlawful and others of which were utterly useless. 


But I believe that the day has come when the retailer as 
a class is beginning to see that negative measures, such as 
boycotts, the publishing of “unfair lists,” etc., is of no avail, 
and that positive measures must be adopted in order to re- 
establish the local retailer in the confidence -of his con- 
stituents. 

I wish to say, however, in this connection that I am in full 
and hearty sympathy with every intelligent effort on the 
part of the retail dealer in hardware, as well as in other 
lines, to increase his buying capacity and buying efficiency. 
But it is important to remember that profits are never realized 
until the sale is made and that very few men have been suc- 
cessful in the merchandising field, simply because they were 
clever buyers. The great majority of the successful mer- 
chants have become so because they were efficient in selling. 


To return to the lack of faith in themselves that handi- 
caps so many retailers, let me cite you a couple of instances 
taken from my experience in the very recent past: Some time 
ago, I stepped into a hardware store and told the proprietor 
that I was interested in knowing how he was building up his 
home trade, and incidentally noticed a little red express 
wagon, such as the boys play with. I asked the retailer what 
his price on this wagon was and received the reply that it 
was $1.35. I intimated to him that he was not getting enough 
for the wagon, that one of his competitors was getting a 
higher price. At once the hardware dealer wanted to know 
if it was “Smith up the street,” and what his price was. I 
told him that I did not know what Smith was getting for 
the wagon, but that if he was not getting more than $1.35, his 
price was not as high as it ought to be considering what 
others were asking for it. Then I told him that this very 
same wagon was listed in Montgomery Ward’s catalog on 
such and such a page for $1.50 and that Sears, Roebuck 
asked $1.53. The wholesale price on this wagon in quantities 
of three was ten dollars per dozen, two per cent off. He 
then became interested and wanted to know more, so we 
retired to his office where I found Montgomery Ward's cat- 
alogue, Sears, Roebuck’s and that of the Savage factories 
in Minneapolis. On one page in the last named catalogue, 
there were forty-three items—all of them hardware—the uni- 
form price of which was fifteen cents. The introduction 
stated that the customer by ordering these items from Sav- 
age’s would save from 20 to 40 per cent of the regular retail 
price. This retailer had in his stock eleven of the forty-three 
articles, and his price was ten cents, which yielded him a profit 
of a little over 29 per cent on the selling price. He could 
have bought every item on this page from a regular whole- 
sale house at an average cost of less than eight and a quarter 
cents. I have since ascertained that out of the forty-three 
articles advertised as unusual bargains by this mail order 
house, twenty-two are sold regularly in retail hardware stores 
at ten cents, and only three out of the forty-three would 
entail an actual loss were they to be sold for ten cents each. 

These instances are simply examples of what a dealer 
who will take the trouble to study the mail order house 
catalogs will find in them. It is safe to say that, with very 
few exceptions, there is not a page in any of the mail order 
catalogs, of which so many of us are so afraid, on which we 
cannot find one or more items for which the mail order 
houses charge a considerably higher price than we do. 





I have cited these instances only for the purpose of show- 
ing that, after all, there is nothing in the prices and induce- 
ments of the mail order houses that should scare any mer- 
chant who knows his business and, as a matter of fact, every 
merchant, who knows his business, keeps on increasing his 
sales and profits from year to year, in spite of the mail order 
houses, while his local competitor, who is not so well posted, 
fails to make any progress. 

A certain blacksmith outfit about which there has been 
so much talk has caused many a retail hardware dealer to 
draw the conclusion that he could not compete successfully 
with a mail order house, but I know from my own experience 
that this blacksmith outfit can be secured from ordinary 
sources of supply, such as regular wholesale houses which 
sell this class of goods, at a price which will make it possible 
for the retailer to sell it in competition with a mail order 
house and come out more than even. 

But remember that a farmer buys a blacksmith outfit pos- 
sibly once in ten years and that he and his wife buy a great 
many staple goods from week to week—year in and year out 
—on which you have no difficulty in competing. with the mail 
order house but on which you can make good liberal profits 
during the same time. 

Now for the second feature—the establishment of con- 
fidence on the part of the consumer in the ‘ability of the local 
retailer to serve him economically and satisfactorily in every 
other respect. 

This is a matter of education. For years, the consumer 
has had it drummed into him by the mail order houses that 
the local retailers are not willing nor in position to give him 
proper service, and that is the chief obstacle which must. be 
overcome if we are to develop and maintain a prosperous 
home trade. 

How can this be done? 

This question can be answered .best by considering the 
method by which the mail order houses: secure their hold 
upon the trade in our community which they now have: They 
follow one method and only one... This method was and is to 
send to the consumer a specific advertisement—in the shape 
of either a circular, or a folder, or a catalog. This specific 
advertisement has four distinct features.. First, an attractive 
heading which calls attention to the line of merchandise which 
is offered. Second, illustrations which show the merchandise 
—frequently in a manner suggesting its use. Third, a specific 
description telling about the good qualities of the merchandise, 
its serviceability, its reliability and other desirable features. 
Fourth, a definite price, quoted in a manner which suggests 
“bargain.” 

The fact that in many cases, these advertisements con- 
tain expressions like this: “Your local retailer cannot sell 
this article for less than $2.00. Our price is $1.38,” has of 
course had much to do with creating the general impression 
that mail order prices are lower than those asked by the local 
retailers, and the liberal use of cut prices on trade-marked 
goods with the value of which the consumer is familiar, tends 
to prove the general statement. 

I wish to say in connection with this, that the Stevens 
Bill, the purpose of which is to prohibit the indiscriminate 
cutting of prices on trade-marked goods was considered by 
the Committee on Domestic and Foreign Trade on Saturday, 
January 9th, a hearing being given to a number of its 
sponsors, many of whom are well known in the hardware 
trade, and that prospects are that this bill will be passed 
during the present session of Congress, but it is necessary 
that the retailers in general who are vitally interested in this 
measure should show their interest by bringing pressure to 
bear upon their representatives in Congress to have the bill 
passed. 

Now with regard to building up confidence on the part 
of the consumer in the retailer’s ability to serve him econom- 
ically, is it not reasonble to suppose that the method which 
has been followed so successfully by the mail order houses 
can be followed just as successfully by the local retailer in his 
own practical field? 

Here again, experience is the only safe guide, and this 
experience is uniform among those progressive retailers who 
have adopted this definite method of advertising which is 
used by the mail order houses—that their trade immediately 
picked up; that customers were created from among those 
who had formerly been steady customers of the mail order 
houses; that profits increased; that relations between the in- 
dividual merchant and the people in his community became 
better. 

There is nothing that appeals with so much force to the 
consumer as an advertisement which gives specific facts in 
an interesting way about the merchandise in which he is in- 
terested. It shows the consumer that the merchant publish- 
ing the advertisement has confidence enough in his mer- 
chandise to describe it fully and to quote a specific price 
upon it. It shows that he is not afraid of any kind of com- 
petition, and this naturally tends to make the reader of the 
advertisement regard the merchant’s statements as to his 
merchandise with confidence. 

And confidence between consumer and merchant—con- 
fidence upon the part of the retailer that he can serve the 





1OW- 
uce- 
ner- 
very 

his 
rder 
ted, 


een 
* to 
ully 
nce 
ary 
lich 
ible 
der 


OS- 
‘eat 
out 
ail 
fits 


n- 
cal 
ary 
ler 
iat 
im 


be 
us 


Id 


f 
n 
] 


ee ee 


AMERICAN ARTISAN AND HARDWARE RECORD 35 


consumer properly and economically; confidence on the part 
of the consumer that the merchant can and does serve him 
properly and economically—is the only basis for building up 
and maintaining home trade. 

Right, here, let me tell you of an experience [| had last 
winter in a small town in southern Minnesota. While I was 
talking with the owner of one of the two hardware stores, a 
customer entered. The owner, who for convenience’s sake 
we will call Jones, asked the man what he wanted, and, 
being told that he wished to buy a screw driver, Jones 
picked out one, the price of which was 35 cents. It was a 
good one, of the panel handled kind, but the customer said 
that he wanted a cheaper one. Jones, however, did not have 
anything in stock cheaper than 35 cents and the customer left. 
I asked Jones if he was out of the cheap screw driver and 
received the reply that he did not believe in selling that 
“cheap truck.” 

This customer was most likely of the same kind as I 
would be; it was not the question of long lasting quality in 
the screw driver, but rather that he would be likely to lose it 
or misplace it, so he would have to buy another one, and he 
was, therefore, not willing to spend more than 15 cents. 

What would you be likely to do if you were in this 
customer’s place and had not been able to receive the kind 
of service or the kind of goods that you expected from Jones? 
Would you be likely to come back to him the next time you 
wanted something in hardware? Or would you go to the 
concern that would give you the kind of goods you wanted? 

Just in conclusion, I want to give you a bit of experience 
illustrating very forcibly the ability of the average retailer 
to advertise in the only efficient manner: A couple of years 
ago, I was in a certain Minnesota town, discussing this mat- 
ter of building up home trade with a merchant who at the 
time I first saw him was rather doubtful as to his ability 
to advertise as the mail order houses are doing. In fact, he 
put his question in this way, “Do you think that a retailer 
like myself can prepare and have published advertisements 
as good as those of the mail order houses?” 

My reply to him was, that I did not think he could, 
I knew he could, and evidently the manner of my reply ap- 
pealed to him, for immediately he asked where he could get 
a good textbook on advertising, upon which I told him it 
would not be necessary for him to buy any, as he already 
had two of the very best textbooks on retail advertising on 
his desk—the catalogs of Montgomery Ward and Sears, 
Roebuck. He then said, “Do you mean to say that I should 
copy their ads?” I said, “No, but you will find enough ex- 
pressions, enough phrases and enough ways of indicating in- 
ducements for you to form your own expressions and thus 
to produce just as good advertisements as the mail order 
houses.” 

The merchant took my advice. He secured from his 
wholesale houses and manufacturers suitable cuts and com- 
menced an aggressive campaign of advertising, and when | 
last saw him, which was a little over a year later, he had 
increased his business by over 30 per cent in a cOmmunity 
which by some retailers would be considered as overdone 
with stores. I might add that this man was no brighter and 
knew no more about his merchandise, nor about the people 
in his community than the majority of those who are sitting 
in front of me. Everyone of you have ability enough and 
have knowledge enough to conduct a retail hardware store in 
a fairly successful manner, but it is up to you to so use your 
knowledge in a way which will impress the people of your 
community with the fact that you do know your business. 


A discussion of Mr. Pedersen’s address followed, 
during which many members cited experiences of their 
own, bearing out the statements made by Mr. Peder- 
sen and emphasizing the necessity for “going after 
trade” in an aggressive manner. 

Under the leadership of Charles T. Woodward, 
Carlinville, former president of the State Association, 
now second vice-president of the National Retail 
Hardware Association, the Question Box was opened 
and many important questions were brought up, dis- 
cussed and in many instances were answered in a very 
practical and helpful manner. 

At intervals, the discussion was relieved by a song, 
led by H. Diamond, and the time went fast, until at 
12:15 the President adjourned the session for luncheon. 


THURSDAY, JANUARY 14. 


Promptly at 9:30 a. m. the Convention was called 
to order by President Vawter, who after a song, in- 
troduced H. P. Sheets, manager of the Price and 


Service Department of the National Retail Hardware 
Association. Mr. Sheets gave a report of what the 
Bureau had accomplished. during the past year and 
invited the members to make free use of the facilities 
extended by the Bureau. 

As Charles H. Williams, of Streator, who was pre- 
vented from attending the Tuesday session because of 
sickness, was present, he was called forward and 
President Vawter presented him with a gavel similar 
to those given to the other former presidents of the 
Association. Mr. Williams expressed his gratitude for 
the token of appreciation and assured the members 
that he was just as much interested in the work as 
while he was the first officer of the Association. 

M. L. Corey, Secretary of the National Retail Hard- 
ware Association, was then called upon to address the 
Convention and in his remarks emphasized the neces- 
sity of the individual member of supporting the Asso- 
ciation. He also spoke of the legislation which it was 
now being attempted to have passed, such as the Hine- 
baugh and the Stevens Bills. To secure the enactment 





Charles T. Woodward, 
Second Vice-president National Retail Hardware Associatior. 


of these into law, it was necessary that the members 
show that they were personally interested in their 
passage, and this could be done only by writing or 
wiring their congressman that they wished him to 
work and vote for them. 

H. W. Beegle read the following resolution, which 
was signed by a large number of the exhibitors: 

Whereas, the returns to exhibitors of some previous 
conventions of the Illinois Retail Hardware Dealers’ 
Association have not been entirely satisfactory, and, 
whereas, the efforts of the officers and executives of 
the Illinois Retail Hardware Dealers’ Association dur- 
ing the present convention have been exerted to the 
end of encouraging the interest of and buying by the 
attending members; and, whereas, there has been an 
especial interest shown in our exhibits ; 

Therefore, we, the undersigned, wish to express our 
appreciation of the work of the management of the 
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exhibits of the 1915 convention of the Illinois Retai! 
Hardware Dealers’ Association. 

Mr. Beegle mentioned the fact that manufacturers 
expected returns, in the shape of orders, from their 
investment, and that it was up to the members of the 
Association to assure a successful exhibit in 1916 and 
the years to follow by placing their orders with those 
firms who have made the 1915 exhibit possible. 

President Vawter then introduced Roy F. Soule, 
who delivered a very interesting address on “Hard- 
ware Store Equipment and Arrangement,” illustrated 
by a number of fine lantern slides. 

Mr..Soule’s address was followed by a discussion 
of the subject in which many members took part. 

Owing to the lateness of the hour, it being 12:30 
p. m., President Vawter called for a vote as to whether 
an extra session should be held during the afternoon, 
for the discussion of the Question Box, and it was 
decided that the Convention should meet at 2:30 p. m. 
sharp, at which time Charles T. Woodward again was 
placed in charge and supervised the discussion of the 
problems presented which were in many cases interest- 
ing and of great importance and most of which were 
answered in a way that showed a way toward solution. 


DELEGATES TO NATIONAL CONVENTION. 


The following were named as delegates to the Na- 
tional Convention, and together with the officers 
chosen at Friday’s session will represent officially the 
Illinois Retail Hardware Association: Fred Ruhling 
and J. H. Bixler, of Chicago; Royal Kimball of EI- 
gin; William Bittel of Peoria; J. G. Hose of Gilman ; 
E. J. Holzgraph of Havana; R. W. Richards of Gran- 
ite City, and J. H. Vawter of Salem. 


FRIDAY, JANUARY 15. 


At the session Friday morning, President Vawter 
called upon E. J. Holzgrafe, of Havana, one of the 
delegates to the National Convention at Indianapolis, 
to make a report of the proceedings, after which H. 
Diamond led the members in a rousing song. The 
various committees then made their reports, after 
which the election of officers took place, resulting as 
follows: 

President, R. L. Mason of Canton; vice-president, 
James P. Brown of Hillsboro; treasurer, Charles E. 
Arnold of Evanston ; directors, J. H. Vawter of Salem, 
H. S. Daniels of Jerseyville, and C. E. Evans of Van- 
dalia. 

The recently elected officers and directors, together 
with the following who hold over for one and two 
years respectively, compose the board of directors: 
William Powers of Chicago, Charles Robinson, Charles 
T. Woodward of Carlinville, Charles Johnson of 
Peoria, John Schuberth of Chicago, and O. E. Mar- 
cotte of Kankakee, the three first named retiring in 
1916 and the three last in 1917. 

After the election, the new officers made short ad- 
dresses, expressing their appreciation of the honor 
conferred upon them and exhorting the members to 
assist them in their efforts to make a still better record 
for 1915 than the excellent one shown during the ad- 
ministration of Mr. Vawter and his fellow officers. 


MEETING OF FIRE INSUR ANCE DEPARTMENT 
OF ILLINOIS RETAIL HARDWARE 
ASSOCIATION. 


Thursday afternoon a meeting was held of the 
Hardware Underwriters, the fire insurance depart- 
ment of the Illinois Retail Hardware Association, and 
Leon D. Nish, the manager, was recommended for the 
careful, painstaking method with which he has looked 
after the affairs of this important feature of the As- 
sociation’s work. 

The report of the Auditing Committee was as fol- 
lows: 

REPORT OF ADVISORY COMIMITTEE OF HARDWARE UNDERWRITERS. 


Your Advisory Committee are privileged to sumbit the fol- 
lowing report of Subscribers at Hardware Underwriters: 
Total amount of insurance in force December 31, 

TOU io ee FSi wn Sa oes Saeeas oes $1,057,807.00 
Total expenses and Gurantee Fund deposit (pre- 
miums) on policies in force December 31, 1914. 15,830.36 
Assets and liabilities December 31, 1914, as follows: 











ASSETS. 
Cash on hand December 31, 1914.................. $16,235.19 
Net expense and guarantee fund uncollected (good) 797.30: 
Guatantée’ stibpctigtions © so 06 a es 0s 15,830.36 
Total assets 6 SAAS REE OA $32,862.85. 
LIABILITIES. 

Guranatee subscriptions of subscribers............. $15,830.36. 

Net expense and guarantee deposits to credit sub- 
CTDOES 5 2656 TR EE Bee CODER Ss Re ES OS 14,258.62: 
Surplus and reserve to credit subscribers........... 2,773.87 
GOtal - RO. sce. cea orishas $32,862.85. 


An increase of assets past year, 80 per cent. 

Average saving covering entire period of our existence 
has increased from .364 per cent on December 31, 1913, to 
46 per cent on December 31, 1914. And while we have doubled 
the amount of insurance in force during the past year, the 
loss ratio during the entire period has not doubled. 

Loss ratio on all business written to December 31, 1913, 
was 14 per cent, while the loss ratio on all business written 
to December 31, 1914, was 17 per cent. 

Your committee has been kept in close touch with the 
condition of affairs at Hardware Underwriters by the month- 
ly reports of the manager, showing not only the financial but 
the busingss condition. 

As we passed the one million mark and under the con- 
tract with the manager, the commission for expense of man- 
agement on December 30, 1914, was reduced to 22 per cent, 
going into effect January 1, 1915, leaving 78 per cent of ex- 
pense and guarantee fund deposit (premium) to be applied 
to pay losses and return savings to subscribers. 

Your committee can state that our Insurance Depart- 
ment has gone far past the experimental stage and is now in 
the Success Class. 

The manager makes the suggestion that we loosen the 
economy we have practiced and allow of an audit by a certi- 
fied public accountant, and if it is possible to do so during 
the coming year we concur with this suggestion of the man- 
ager, as being in the interest of all concerned. 

Your committee wishes to commend the manager, Mr. 
Leon D. Nish, for the careful, painstaking method with which 
he has looked after the affairs of the Insurance Department 
of our Association, Hardware Underwriters. 

Respectfully submitted, 

Advisory Committee—Wm. Bittel, Chairman; Charles T. 

Woodward, T. J. Mathews, H. E. Gnadt, R. L. Mason. 


—_ 





CONVENTIONALITIES. 


The various exhibits were arranged in a manner 
which made it easy for the dealers to examine the 
articles on display, and many of the displays were 
highly artistic. It was stated by many of those in 
charge that from the standpoint of interest shown b¥ 
the retailers this was the best exhibit in the history of 
the Association. 

A number of clever souvenirs were distributed, both 
to retailers and to consumers who attended in espe- 
cially large numbers during the evening hours. To 
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furnish the retailers and other visitors with informa- 
tion many of the exhibitors found it necessary to have 
a considerable force of their representatives present. 

In the American Steel and Wire Company’s booth 
were the following: R. N. Clover, M. B. Hoagland, 
C. A. Cochran, J. W. Patterson, E. J. Smith and H. A, 
Squibbs. 

“Tom” Bowler, of T. J. Bowler Hardware Com- 
pany, presented his friends among the dealers with 
handsome scarf pins. 

William T. Gormley, assisted by J. W. Wheeler, B. 
P. Thomas, L. Kumpfer and William Baker, did the 
honors for Bullard and Gormley Company. 

In the booth of the Buffalo Sled Company, presided 
over by J. E. Decker, there was a fine display of this 


. company’s Auto Wheel Coasters. 


The Coulter-Beegle Sales Company occupied a booth 
at the extreme south end of the Coliseum and here H. 
W. Beegle, Jeff Corydon and William Force were kept 
busy displaying the many various tools and other hard- 
ware specialties handled by this company. 

The Champion Stove Company’s display of coal and 
gas combination ranges was under the charge of C. G. 
Stratton, ably assisted at times by his charming wife. 

H. W. Whitlock and F. W. Leevy were the repre- 
sentatives of the Cooperative Foundry Company in the 
booth where this progressive company exhibited its 
line of warm air heaters. 

The Excelsior Furnace Company had three exhibits, 
one of them being exceptionally attractive, that of 
warm air heater pipe and fittings. Here were shown 
beautiful designs in vases and other ornaments made 
of tin plate, and this display was greatly admired by 
retailers and consumers alike. Those in attendance 
were: A. W.,C. E. and A. B. Glessner, A. G. Scherer, 
J. C. Sheffner, J. A. Carey, F. A. Ford, Jr., J. Gold- 
berg, Z. E. Woolley, Rudolph Menk, Roy C. Walker, 
A. H. Johnson, T. H. Prest, F. P. Williams, H. EF. 
Ingvolstad, W. Warnock, A. Shively, E. W. Noah, and 
C. H. Stolp. 

Charles Peffley, J. C. Buckley and Thomas Delane 
demonstrated the usefulness of the Clark-Jewel gaso- 
line and oil stoves in the booth of George M. Clark and 
Company Division of the American Stove Company. 

The exhibit of Allan J. Coleman was a lively place 
and “A. J.” was kept busy explaining his specialties 
to visitors. 

“Jim” Patten, assisted by Merle Slade and Frank G. 
Hughes, extended courtesies on behalf of the Globe 
Stove and Range Company. 

Sharon E. Jones, who served as president of the 
National Retail Hardware Association, was greeted 
by many of the dealers in his booth, where were dis- 
played tools and-many other hardware specialties. 

Meyer Furnace Company and F. Meyer and Broth- 
ers were well represented by C. B. Matteson, Edward 
Harms, Dirk Meyer, W. M. Bivens and J. A. Flick- 
inger. A handsome watch fob was presented to vis- 
itors. 

J. A. Darrow extended hospitalities at the booth of 
the Northwestern Stove Repair Company, and pre- 
sented visitors with a fine letter clip in brass and enamel 
finish, bearing the inscription of the company. 

In the exhibit of the Ringen Stove Company Divi- 


sion of the American Stove Company, George Wood 
and W. E. Rose demonstrated the various lines of 
ranges, stoves and tinners’ furnaces made by the com- 
pany. 

Three “Wise” men, R. J., J. H. and J. V., together 
with W. C. Gay, W. J. Kagay, J. Edwards and A. E. 
Ryall, were kept busy giving information about the 
Richards-Wilcox Manufacturing Company multitude 
of products. 

Ellsworth C. Dunning, assistant salesmanager of 
R. J. Schwab and Sons’ Company, told about the excel- 
lencies of “Giltedge” warm air heaters. 

W. O. McDaniels, ably assisted by a charming 
young lady, Miss E. McCullough, demonstrated and 
told about the various hardware specialties exhibited 
by Schroeter Brothers Hardware Company. 

W. D. Sager headed a delegation of his salesmen 
consisting of E. E. Drake, G, Berkheimer, Robert 
Moore, Frank Tarraba and A. J. Beberstein. They 
evidently enjoyed telling about their stoves and ranges. 

“Uncle Charlie’ Smith who makes the “Alamo” 
Schoolroom Heaters had one of them on exhibition 
and had many interested listeners to his demonstration 
of this new warm air heater. 

E. B. Pentz and J. C. Henley of Tanner and Com- 
pany, wholesalers of tinsmiths’ supplies, Indianapolis, 
Indiana, were mixing, with the dealers and telling 
them about the name of “Quick Shippers” which the 
firm has earned for itself. 

Irving S. Kemp, salesmanager of Vaughan and 
Bushnell Manufacturing Company, had an excellent 
display of V. & B. tools and with his staff of salesmen 
had little time for “visiting around,” so busy were they 
with the visiting dealers who, wished to know about 
the wood prying chisel that cannot bend, and other high 
grade tools. Dealers were presented with a handsome 
letter weight in the shape of a mechanic’s hammer, 
nicely nickel plated and bearing the familiar V. & B. 
trademark. 

The Wheeling Corrugating Company was ably rep- 
resented by A. W. Crotsly, Frank R. Cook, E. F. Sie- 
laff, Sid Barton, C. G. Fox and Arthur Madsen. A 
Lundy Splitting Shear was shown in operation. 

A. H. Ammann, F. T. Bills and Ward Burton ex- 
tended courtesies for the Winchester Repeating Arms 
Company. 
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CHICAGO RETAIL HARDWARE DEALERS 
START 1915 WITH ROUSING MEETING. 








The year of 1915 was started off in fine shape with 
a rousing meeting of the Chicago Retail Hardware As- 
sociation, on January &th, in the rooms of the Hard- 
ware Club of Chicago. 

“Pop” Bennett, formerly of Chicago, but now a 
retail hardware dealer at Long Beach, California, sent 
his friendly greetings and wishes for a prosperous 
year. 

President Schuberth read a great set of resolutions 
for 1915, which were heartily applauded and adopted. 

Three new members were added to the roll, as fol- 
lows: Albert Hlavka, 3738 West Twenty-sixth Street ; 
E. R. Connell, 1752 West Thirty-fifth Street ; Herbert 
Dix, 753 West Seventy-ninth Street. 
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The new Grievance Committee appointed by Presi- 
dent Schuberth consists of the following: Charles E. 
Arnold, Otto Hagen, H. E. Rebmann, H. J. Merrill 
and E. M. Oliver. 


HAND CUFF KING YIELDS TRIBUTE TO 
BURGLAR PROOF LOCK. 








Harry Houdini, known in the theatrical profession 
as the “Hand Cuff King” and who claims to be able to 
break or open any lock, in a letter to the Burglar 
Proof Lock Company, manufacturers of the Segal 
Burglar Proof Lock, states that this lock to his knowl- 
edge is the most secure against attack by “jimmy” or 








Segal Burglar Proof Lock. 


any other force. He has ordered six to place on the 
entrances of his home. 

The accompanying fllustration shows this lock in 
which one of the principal features is that the more 
force a man may apply on it in an effort to pry the 
door open, the tighter is the grip of the bolts. Deal- 
ers can secure further information by writing to the 
Burglar Proof Lock Company, 13 to 21 Park Row, 
New York City. 





ILLINOIS UNIVERSITY WILL HOLD SHORT 
COURSE IN BUSINESS. 





According to announcement just issued by the Uni- 
versity of Illinois, a Short Course in Business will be 
given at the University, February 1 to 6 inclusive, in 
Urbana, Illinois. There are no requirements for ad- 
mission and no fees will be charged. 

The course includes lectures in accounting, credits 
and collections, contracts, salesmanship, advertising 
and other subjects of interest to the business man. 

Several special exhibits will be assembled, such as 
modern office appliances and equipment; another ex- 
hibit will show what the commercial clubs of the state 
are doing. The Commerce Laboratory and Library 
will be open to students of the Short Course. 

Registration should be made at Room 103 Com- 
merce Building, Urbana. 

The Chamber of Commerce of Champaign and the 
Commercial Club of Urbana will give a joint enter- 
tainment in honor of those in attendance, to be held 
Friday, February 6th. 


Merchants and others who desire further informa- 
tions should address the Director of Courses in Busi- 
ness Administration, Commerce 'Building, University 
of Illinois, Urbana. 





SOME WAYS OF MEETING MAIL ORDER 
COMPETITION. 





By WILLIAM Epwarp Park. 


Mail order competition is a serious problem. It is 
a problem which baffles a good many merchants; a 
problem which they are apt to regard as hopeless. 
And yet in the same town with the merchants who de- 
clare that it is useless to attempt to fight the inroads 
of the catalogue houses there are other merchants who 
go their way unworried and who make money. How 
is this? ' 

The answer is, that the success or failure of the 
merchant in his fight against the mail order house de- 
pends almost entirely upon the man himseli. The 
man who wins has no greater advantages than the 
man who loses. The difference is in the spirit with 
which he enters the fight, and the methods which he 
employs. 

The merchant should first realize that he has some 
advantages that can be made to count for much. He 
is on the ground. He knows the purchasing public 
of his own gommunity—knows personally the people 
in his own town and in the surrounding country who 
buy goods. The man who buys from him knows what 
he is getting, can look over the goods, knows the exact 


' price he will be called on to pay, knows that the mer- 


chant stands ready to make good every claim. And 
the merchant who appreciates these advantages will 
enter the fight with the further advantage of a certain 
degree of confidence. He isn’t scared out of his boots 
at the very outset by the thought that he is up agdinst 
a hideous monopoly and that the odds are overwhelm- 
ingly against him. 

The merchant will begin by studying methods—his 
own and the other fellow’s. The average retaiier can 
learn a great deal by finding out how the catalogue 
house does business. He will learn, first, that the suc- 
cess of the catalogue house is based upon intelligent 
publicity. Furthermore, he will find that careful buy- 
ing is a vital factor in successful business. *And he 
will learn, in most instances, that the mail order house 
keeps its word. That is, if the catalogue says, “satis- 
faction guaranteed or your money refunded” the prom- 
ise will—provided a claim is filed within a reasonable 
time—be carried out to the letter. 

A study of his own methods will reveal the weak 
spots which hamper the merchant in competing with 
the mail order dealer. 

Buying is an important factor. The retailer isn’t 
always a careful buyer. Too often his conception of 
good buying is to secure a very large quantity of 
goods at the lowest possible price. Buying in large 
quantities to secure a “good figure” often results in 
overstocking, and piles of dead or slow-moving goods 
upon the shelves. The result is that, to live, the mer- 
chant must make up these losses out of other goods. 

A prerequisite to good buying is thorough knowl- 
edge of the goods, plus thorough knowledge of the 
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likely demands of his own constituency. Next should 
come careful study of newspaper and trade paper mar- 
ket reports. And, finally, should come careful financ- 
ing of purchases—prompt payments, securing cash dis- 
counts and the wholesaler’s confidence. 

The retailer doesn’t always appreciate the advantage 
which is given him through the fact that he is right 
on the ground. He can show the goods; the mail or- 
der house can merely depict them. The retailer who 
does appreciate this advantage shows the goods at 
every opportunity, keeps his window displays bright, 
pays close attention to interior arrangemenis, and 
pushes seasonable goods for all they are worth. He 
backs this by intelligent newspaper advertising, with 
frequent changes of copy; and, in many instances, by 
circular advertising to a carefully selected mailing list. 

Inquiry among merchants who have successfully 
met the competition of mail order houses elicits uni- 
formly this statement: “We use printer’s ink freely.” 
Regular and persistent newspaper advertising counts. 
To train a large section of your community to read 
your advertisements every day or every week is worth 
a great deal of trouble; for this reason advertisements 
should be carefully thought out, and changed fre- 
quently. Sending out circulars is another effective 
method of using printer’s ink; this is work that must 
be done systematically and intelligently to produce the 
best results. 

The shrewd merchant will use his own personality 
to draw business. The man who, instead of staying 
back in his office or waiting behind the counter, comes 
forward to meet the customer with a welcoming smile 
and makes it a point to speak first and to greet the cus- 
tomer by name, is the sort of a man who secures a first 
class hold upon the buying public. Add to this goods 
that thoroughly satisfy, a courteous sales staff, prompt 
deliveries and an all round good service, and you're 
laying the foundation which will resist the keenest 
catalogue competition ever devised. 

To abuse the catalogue house, or to misrepresent it, 
doesn’t pay. There are times when every knock is a 
boost; and the catalogue houses have thriven upon 
knocks from the retailers. Rather than knocking 
them, the wise retailer will boost himself, his goods, 
his store service. 

In the hardware business, personal salesiaanship 
can be used effectively, particularly in catering to 
country trade. .One man I know has his regular route 
through the country, and sends out road men to inter- 
view the farmers. The road man, instead of merely 
talking about the goods, takes along with him some 
of the smaller lines which can be conveniently carried 
and for which there is likely to be a ready sale. He 
sells enough to pay the expenses of his trip, time in- 
cluded. Or, if a delivery is being made of a range, 
the man in charge instead of delivering direct stops at 
half a dozen farmsen route and invites the housewife 
out to see the range which Mrs. Blank has just bought. 
And he tells her all about the range, shows how it 
works, inspires her with wholesome envy, and, in 
nany cases, makes sales. 

Good work can be done if the assistance of the local 
1ewspapers is enlisted, not by abusing the catalogue 
houses, but by talking up the “home town” and in- 


spiring feelings of local loyalty. “The patriotic man 
will buy, in Carisford” should be, in season and out of 
season, the watchword of the Caristord papers. And 
the merchants can back this up by systematically prov- 
ing, through advertised prices, that they can give 
values even better than those offered by their big city 
competitors. 
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SECURES PATENT FOR LOCK AND LATCH. 





Charles Austen Prescott, British Columbia, Canada, 
has been granted United States patent rights under 
number 1,123,004 for a lock and latch described as 
follows: A device of the class described, comprising 
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a casing, knobs rotatable on opposite sides thereof, a 
shank connecting said knobs, a disk on said shank, a 
spring actuated latch, a series of links connecting said 
disk and latch to retract the latter in the rotation of 
said knobs, a yoke-shaped rod connected with said 
latch and the arms of which are inwardly directed and 
bent to engage said shank to limit the outward move- 
ment of said latch, and key actuated means movable 
in the path of said arms to prevent the retraction of 
said latch. 

SECRETARY OF COMMERCE REDFIELD SAYS 

THAT SHIPPING MANIFESTS MUST 
BE ACCURATE. 





William C. Redfield, Secretary of Commerce of the 
United States, in the following announcement, made 
in “Commerce Reports,” the daily bulletin of consu- 
lar and trade reports, emphasizes the necessity for 
exporters making accurate and complete shipping 
manifests, in order that international complications 
may be avoided: 

“The attention of shippers of goods to neutral coun- 
tries is called to the importance of having manifests 
complete and accurate. It is essential also to avoid 
mixing contraband goods in cargoes otherwise not 
contraband. It is alleged that some American mani- 
fests have omitted certain contraband goods, also that 
efforts have been made to conceal contraband articles 
or to alter their appearance so that they will be allowed 
to pass. 

“A single case of the kind is enough to embarrass 
all American commerce to neutral countries by throw- 
ing doubt on the correctness of our manifests and on 
the neutral nature of our cargoes, thus possibly in- 
volving delay through examining cargoes that other- 
wise would be avoided.” 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 











The Hardware Club started a busy, strenuous, but 
decidedly pleasant week Monday, January 11th, with 
the ‘“Get-together meeting” for the delegates to the 
Illinois Retail Hardware Convention and their ladies. 
About 8 o’clock the rooms began to fill up and it was 
fine to notice the pleasant greetings that were ex- 
changed between men from near the Wisconsin line 
and those from down in “Egypt.” Everybody seemed 
to realize that he was a “brother.” 

After an hour of “visiting” among the guests and 
their hosts, a goodly number of which were adies, 
President Martin called the gathering to order in the 
lounging room and extended the best wishes of the 
Chicago manufacturers and wholesalers for a success- 
ful convention and bid the retailers and their ladies 
welcome to the Hardware Club, asking them to make 
a liberal use of the Club’s facilities and privileges. 

Mr. Martin then introduced J. H. Vawter, of Salem, 
president of the Illinois Retail Hardware Association, 
who on behalf of the members and himself, thanked 
the Club for its gracious invitation and expressed the 
hope and wish that the pleasant relations which ex- 
isted might be still firmer cemented. 

In introducing the next speaker, H. G. Cormack, 
Centralia, Mr. Martin called attention to the fact that 
Mr. Cormack was the first president of the Illinois 
Retail Hardware Association and that the first con- 
vention was held in Chicago. Mr. Cormack told of 
some of the difficulties that the first officers of the 
Association had to overcome, and congratulated the 
members upon the loyalty with which they had sup- 
ported the men whom they selected to lead them. This, 
he said, was why today the Association could point 
with true pride to its membership roll of over 1,000 
active hardware dealers. 

The young lady who had entertained the company 
during the “visiting” hour was then asked to favor 
the audience with another of her fine “rag time” songs, 
after which Charles T. Woodward, Carlinville, second 
vice-president of the National Retail Hardware Asso- 
ciation and president of the Illinois Association dur- 
ing 1909, was called upon, responding with a short ad- 
dress on the National organization, full of interest and 
optimism. 

H. Diamond, of Galion, Ohio, the “Harry Lauder 
of the Hardware Trade,” was introduced and kept the 
audience in one roar of laughter with his witty stories 
aptly told with all the “burrs” bred into the language 
of a home-grown Scotchman. His songs were also 
greatly enjoyed. 

M. C. Robbins, of New York City, spoke of the 
sturdy, progressive, clear thinking, aggressive men 
from the “West,” as he persisted in calling Illinois, 
Indiana and other central states, who were now doing 
great things in New York. 


After another song from the book distributed by 
the American Steel and Wire Company, light refresh- 
ments were served, and the guests and hosts departed, 
all voting that a decidedly pleasant evening had been 
spent. ; 

TUESDAY’S LUNCHEON. 


The Weekly Luncheon on Tuesday, January 12th, 
was attended by a large number of retailers in addi- 
tion to the regular members and many who only come 
occasionally, and the large dining room was filled, 
every table being occupied and extra seats being pro- 
vided at many tables. 

C. S. Packard, salesmanager of the Reading Hard- 
ware Company, was introduced by the president as a 
man who had grown up from handling a broom in 
retail hardware store until now he knew practically 
—if not all there was to know about hardware. Mr. 
Packard spoke.as follows: 


Mr. Toastmaster, Members of the Chicago Hardware Club 
and Invited Guests: 

After this most extraordinary introduction by your toast- 
master, I am led to believe you will be much disappointed in 
my remarks on the subject allotted to me. 

I am no orator. If I were, I would not be in the hard- 
ware business. The subject, What I Know About Manufac- 
turing Hardware, is a good one, for it'will take but a few 
minutes to tell it. Had it been what J do not know about 
manufacturing hardware, it would have filled a large book 
and you would be weary before I finished. 

The thirty-two years I have had the pleasure of being 
connected with the hardware trade as a retailer, jobber and 
manufacturer, has been full of trials and troubles, as well as 
of pleasures, and sometimes I feel I knew more about it when 
I did my first day’s work in the retail store, than I do today 
—l thought so then, anyway. During the period there have 
been many changes, not only in the class of the product sold, 
but in the method of producing them. Every line of industry 
today, in order to be successful and meet competition, must 
be keyed up to the highest degree of efficiency, with the best 
and most modern methods and machinery. Goods must be 
turned out quickly, cheaply and at the some time, finished to 
suit the individual customer’s ideas. 

Probably the branch of the hardware business known as 
builders’ hardware, and consisting of locks, knobs and 
escutcheons, is as complicated as any, and with the one hun- 
dred and fifty-seven varieties of designs and finishes, which 
every manufacturer is supposed to be able to furnish, because 
they are shown in his catalogue, it is not to be wondered 
some shipments are slow in coming and promises are broken. 

The manufacturer has to depend on getting his supplies 
from material men and has his troubles the same as you 
dealers have in getting your product from the manufacturer, 
of broken promises and delayed shipments. The manufacturer 
gauges his stock according to the orders. If the trade holds 
up buying and decides not to place orders, naturally why 
not should the manufacturer do likewise? How is he to know 
three months ahead, whether Bill Jones in Alaska needs 50 
Dozen Pattern No. 23 in AX finish, or John Smith in some 
other place, design No. 49 in B.S. finish? 

Now, no doubt many of you gentlemen present, have 
never seen the inside of a plant where door locks, knobs, etc., 
are made; perhaps many of you have never given a thought 
to the different operations and methods some of these goods 
pass through from the time raw material is unloaded into 
sg factory, until it is ready to be shipped and is received 
yy you, 

This may be a little out of line of the talk usually heard 
at your luncheons, but it has occurred to me that perhaps as 
a final word, you would be interested in a few pieces of 
Hardware, and I have brought along with me a collection 
which shows the different operations from foundry and press 
room to the finished article of a lock set of one of late pat- 
tern, and this may be interesting as well as instructive. 
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We will start with the Lock, first: 
Every design takes two dies for each operation on each 
article arranged automatically for changing, spacing and mak- 


ing blank escutcheons. 
The largest size can be used for cylinder front door, door 


pull or push plate. ; 
Next size, for vestibule cylinder, bit key front door and 


office door locks. 

Small size, for interior doors or inside of front door 
with turnknob or communicating doors; also there will be 
key plates, which also can be used for plate to turn knob, for 
mortise door bolts, cabinet latches, sliding door cup escutch- 
eons, push buttons, drawer handles, sash lifts, etc. 

A new design complete with dyes for making different 
items, means an outlay of approximately $2,500.00 and must 
be arranged to blank out all these items in brass, bronze or 
steel; they must be sufficiently hard so as not to become 
easily bruised, yet not easily broken under the heavy press. 
The metal must always be uniform in thickness and drawing 
strength, or the die is likely to become damaged, or the articles 
show wrinkles or breaks at corners, if highly ornamented. 

The Design I have here required that manufacturer of 
sheet steel to come to our plant four times and experiment 
with material, before the proper gauge to successfully make 
the goods was produced; during the third operation of ex- 
perimenting, the large forming dye for making door pulls, 
etc., cracked, which meant about one month longer delay in 
putting this pattern on the market, and an expenditure of over 
$2,600.00. 

While you have your troubles with manufacturers, do 
not forget the manufacturer has his also, and if the orders 
do not get filled promptly and promises are broken, it is not 
from want of attention or because they are purposely de- 
layed, but because some things do come up unexpecredly at 
times and over which we have no control. 


Roy F. Soule, of New York. City, was then intro- 
duced and spoke briefly and entertainingly on “Poetry 
and Prosperity,” reciting samples of three different 
kinds of poetical effusions—poetry of love, poetry of 
business and “pipe dreams.” 

F. S. Kretsinger, formerly president of the Amer- 
ican Hardware Manufacturers’ Association, spoke 
briefly, felicitating the hardware dealers of Illinois 
upon their splendid organization and assured them 
that the hardware manufacturers were glad to help 
the retatlers in promoting the interests of the great 
trade in which both were engaged. 

F. C. Barrett, of Joliet, Illinois, was then introduced 
and in a few, well chosen remarks expressed his pleas- 
ure at being able to attend the convention and to enjoy 
the hospitality of the Hardware Club. 

LADIES’ SOCIAL COMMITTEE ENTERTAIN LADIES OF DELE- 
GATES TO HARDWARE CONVENTION. 

Tuesday afternoon the visiting ladies were taken 
through the magnificent retail store of Marshall Field 
and Company and !ater visited the “Movies.” 

On Wednesday, January 13th, the Ladies’ Social 
Committee provided a splendid entertainment of vocal 
and instrumental music, reading and comedy for the 
ladies of the delegates to the Hardware Convention. 

The program was as follows: 

Vocal Solo by Miss Ready. 

Reading by Mrs. Roehmsich. 

Songs by American Ladies’ Quartette. 

Monologue Comedy by Irving Hirschfeld. 

Dance by Katherine Dale. 

Stories and Songs by Irving Hirschfeld. 

Songs by American Ladies’ Quartette. 

Vocal Solo by Miss Gertrude Ohlendorf. 

After this fine program a number of very interest- 
ing games were enjoyed, in which there was displayed 
great rivalry to secure the prizes. 

In the Bean Guessing Contest, first prize, a fine cof- 
fee percolator, was won by Mrs. William French; the 
second prize, which was an ivory handled whisk broom, 


was awarded to Mrs. William T. Gormley. In the 
Story Telling Contest the prize went easily to Mrs. 
Carder. 

Refreshments were then served, after which the 
company dispersed. About seventy ladies were pres- 
ent, and the visiting ladies were a unit in congratulat- 
ing the Ladies’ Social Committee upon the splendid 
entertainment they had provided and which had been 
so greatly enjoyed. 

Mesdames A. J. Coleman, Louis Schmetzer, E. A. 
Wilson, Milligan and Carroll presided at the tables, 
which were beautifully decorated. 

Thursday afternoon the visiting ladies enjoyed a 
theater party at the “Princess” and saw Henry Kolker, 
the famous comedian, in “Our Children.” In the 
evening a dinner party was given to the ladies at the 
Hardware Club. 

The crowning feature of the entertainment to the 
delegates and their friends was the party at Hardware 
Club on Friday evening. The program was made up 
of vocal and instrumental selections, dancing, cards, 
billiards and story telling. 

It was an occasion of which the committee in charge, 
ably assisted by the Ladies’ Social Committee, may 
well have reason to feel proud. Every one present had 
a fine time, and the guests were a unit in expressing 
their appreciation of the manner in which their com- 
forts and pleasure had been looked after. 

CAPTAIN HEALY TO SPEAK TUESDAY, JANUARY I9. 

The speaker at the Weekly Luncheon, Tuesday, 
January 19, will be Captain Healy of the Mounted 
Squad of the Chicago Police Department, who will 
address the Hardware Club on “Street Traffic Regu- 
lation.” 

LADIES’ WEDNESDAY AFTERNOON PARTY. 

January 2oth is the date set for the next Wednes- 
day Afternoon Party, under the auspices of the Ladies’ 
Social Committee. Mrs. E. A. Wilson will be hostess, 
and besides the usual Auction Bridge and Five Hun- 
dred games there will be several fine entertainment 
features and a number of unique prizes will be 
awarded. The wives and daughters of the members 
of the Hardware Club are urged to be present at these 
Wednesday afternoon gatherings and to enjoy the 
games and other forms of entertainment provided. 
The first and third Wednesdays of each month are 
set apart for the ladies. 

isha ltantansaibl adhe Eiceacnariate 
A. C. RULOFSON APPOINTED PACIFIC 
COAST REPRESENTATIVE FOR 
PITTSBURGH STEEL 
COMPANY. 


A. C. Rulofson, who is one of the best known men 
in the iron and steel trade in the Pacific Coast, has 
been appointed representative of the Pittsburgh Steel 
Company, with headquarters in the Monadnock Block, 
San Francisco. 


4 
or 


Some hardware dealers take themselves too serious- 
ly. They should remember that the world was running 
a long time before their arrival and that it doubtless 
will continue a few centuries after they are gone. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisment Writer 








The accompanying illustration shows an advertise- 
ment of the McGuff Stove and Repair Company which 
occupied a six inch 
singlecolumn 
space in the Lex- 
ington, O hi 0, 
Leader. If the ad- 
vertiser had added 
one inch to his 
space he would 
have been able to 
produce a real, 
sales impelling ad- 
vertisement. As it 
stands, the space 
and the matter acts 
merely as a re- 
minder. This extra 
one inch space 
would have been 
sufficient to give an 
intelligent 
description of the 
Monitor Gas Heat- 





THE MONITOR ~ er, which with a 
Gas Heater definite price, or 
For Sale By several prices ac- 


McGuff Stove & Repair Us, © 51% 


would have given 
Company. the reader of the 
Stewart W. Strader, Prop. : 5 
C. J. McGuff, Supt. advertise 
Phone 147. 269 East Main, ment some definite 


Stoves, Furnances and Ranges Re. information, while 
a All kinds of tin and repair now he has none. 
It is always poor 
policy to take it for granted that consumers, or pros- 
pective buyers, know all abbut one’s merchandise, and 
most of those who publish advertisements like the 
one shown herewith are usually to be found among 
those who claim that advertising doesn’t pay. So far 
as the display is concerned, the words “Monitor Gas 
Heater” should have been in much heavier type. The 
use of the phone number and street address is com- 
mendable, but why leave off the name of the town? 
It will be noted that there is a typographical error in 
the spelling of the word “Furnances.” 
* * * 

The advertisement reproduced in the accompanying 
illustration, occupied a six-inch double-column space 
in the Sandusky Register, Sandusky, Ohio. From the 
point of view of attractiveness this advertisement is 
entirely successful; the humorous nature of the pic- 
ture of the boy with the big double-barrelled shotgun 
qualifying this. There is a rather personal and con- 
vincing tone about the argument contained in the copy 
under the picture which is the most forceful feature of 


the whole advertisement. The Sandusky Register may 
possibly only circulate among those residents who 
know all about the exact location of the Smith Hard- 
ware Company’s store, but probably it extends con- 








DON'T BORROW TRE OTHER FELLOW'S GUN. IF YOU BREAK 
IT YOU MUST BUY HIM A NEW ONE, AND HE WILL HAVE THE NEV 
ONE AND YOU HIS OLD ONE. BESIDES, YOU WILL FEEL MORE 
COMFORTABLE USING YOUR OWN GUN. 

OUR AMMUNITION IS RELIABLY LOADED; YOU CAN DEPEND 
UPON THE PROPER AMOUNTS OF POWDER AND SHOT BEING USED, 

RELIABLE DEALING HAS NOT ONLY MADE OUR AMMUNITION 
BUSINESS BIG BUT HAS MADE OUR STORE GROW IN EVERY DE- 
PARTMENT 


SMITH HARDWARE CO. 


siderably further afield than the limits of Sandusky, 
in which event the advertisers lose by not adding the 
full address after their name. 

* * * 

It is undeniable that the great quest of humanity is 
happiness. But was the world created to be happy? 
How many are truly happy? I’ve studied people in all 
classes and conditions, and everywhere I have found, 
when you get below the surface, that it is mostly the 
insincere individual who says, “I am happy.” Nearly 
everybody wants something he hasn’t got, and as 
things are constructed, what he wants is money— 
more money than he has in his pocket. 

But, after all, money can buy only a few things. 
Why should any one envy the captains of industry? 
Their lives are made up of those vast, incessant worries 
from which the average individual is happily spared. 

What do I consider the nearest approximation to 
happiness of which the present human nature is 
capable? Why, living on a farm which is one’s own, 
far from the hectic, artificial conditions of the city 
—a farm where one gets directly from one’s own soil 
what one needs to sustain life, with a garden in front 
and a healthy, normal family to contribute those small 
domestic joys which relieve a man from business 
strain—Thomas A. Edison 
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HEATING AND VENTILATING 











NATIONAL WARM AIR HEATING AND 
VENTILATING ASSOCIATION TO 
HOLD SPECIAL MEETING 
FEBRUARY 17. 


A call for a special meeting of the National Warm 
Air Heating and Ventilating Association has been is- 
_ sued for February 17th, at Hotel Statler, Cleveland, to 
which every manufacturer of warm air heating and 
ventilating apparatus and accessories in the United 
States is invited. 

In a neat booklet, which the Association has recent- 
ly published, are outlined the objects and aims of the 
Association. This booklet is now being sent to every 
manufacturer in the lines mentioned in the foregoing, 
together with the following letter. 


The enclosed booklet is sent, that you may know of the 
favorable progress made by our organization since its recent 
formation, as well as of its activities and the reasonable prac- 
tical lines upon which it is being conducted. 

While co-operation is universally recognized as essential 
to the best success in any industry, it is particularly neces- 
sary and valuable in one as.,important as ours and with such 
unusual possibilities for a larger, better trade. 

As progressive manufacturers, the objects and aims of our 
association will appeal to you and the co-operation and sup- 
port which all can lend will be reflected in greater good 
accomplished. 

Whether you are installing locally or selling the trade, 
making Warm Air Heaters or Accessories; whether new in 
our industry or enjoying an established trade, as we all unite 
to better conditions, eliminate abuses and popularize the Warm 
Air Heater, your business will benefit and become more satis- 
factory and profitable. 

Our membership is steadily increasing, but we need your 
good will, counsel and help, and, therefore, cordially and 
urgently ask you to join with us in the work now as well 
under way, of promoting and guarding our mutual interests. 

We will gladly furnish any further information and shalli 
hope to be fortunate enough to receive favorable word from 
you at this time. 

Please come to our next meeting, Hotel Statler, Cleveland, 
Feb. 17. 

Sincerely yours, 
THe NationAL Warm Arr HeEatinc & 
VENTILATING ASSOCIATION. 
A. W. Williams, Secretary. 
Columbus, Ohio, Jan. 7, 1915. 





HOW CAN THIS WARM AIR HEATER BE 
MADE MORE EFFICIENT? 


To AMERICAN ARTISAN: 

I am writing you for information regarding a fur- 
nace that has been installed here for some time and 
has never worked just right. I am a subscriber of 
your excellent trade paper and am asking you to 
kindly help me out on this matter. I am just taking 
the responsibility of the heating line with J. F. Faste- 
now of this city; am only a young man, having just 
finished my apprenticeship and as I have never before 
had to dea! with a difficulty like this [ will explain. 

This furnace has a flat top where it should be a 
dome or sloping top, and from it lead two 12-inch 
two 9-inch and one 10-inch hot air pipes with an area 
of 440 square inches. There are two 16-inch cold air 


from 18x24 registers. One of these 


capacity carried all the way from the 


pipes coming 
has the right 
register while the other which comes from the south 
part of the house is boxed in between the joist and 
only leaves an area of 92 square inches and is carried 
that way for about ten feet and then by a 16-inch pipe 
to the base of the furnace. Now, an 18x24 register 
has an efficiency of 216 square inches, the 7x14 boxed- 
in pipe has only 92 square inches and the 16-inch 
round pipe has an area of 201 square inches, so con- 
sequently this cold air supply-is choked off by the 
7x14 square pipe and would only give it the efficiency 
of that pipe. 

The hot air run to the south which is taken off 
close to the cold air register is always cold and often 
there is a draft downward and the same is true of the 
warm air register from the upstairs room. 

I maintain that there is not cold air supply enough 
and when the furnace is being used quite hard it must 
get cold air from some source and consequently pulls 
it from the pipe of the least resistance, that being from 
the longest run of hot air. 

[ suggest placing another cold air register 12x18 
and carrying a 12-inch pipe from it to the furnace and 
I believe that this will solve the difficulty and the 
rooms will heat better and especially the two that are 
cold most of the time. 

I hope I have explained this thoroughly enough and 
wish you would give me as much information as pos- 
sible. 

Thanking you in advance for this favor, I am, 

Yours very truly, 
Cart P. 
Peterson, Jowa, January 9, I915. 


o- 


CHICAGO WANTS HEATING AND VENTILAT-= 
ING DRAFTSMAN. 


BERGGREN. 





Secretary R. A. Widdowson of the Chicago Civil 
Service Commission has ordered an examination for a 
heating and ventilating draftsman, to take place on 
January 19. It will be conducted under the Class B, 
Grade 2 division, and the salary to go with the posi- 
tion is $1,500 to $1,740 per year. The subjects of ex- 
amination are mathematics, experience, report and one 
special subject. The following are the duties: Make 
calculations for heating and ventilating systems and 
parts of systems; design and lay out heating plants, 
including boilers, blowers, coils, pumps, ete. Candi- 
dates should have knowledge of different classes of 
boilers, heating plants, pumping apparatus, air wash- 
ing and air cooling appliances, and other mechanical 
devices in connection with heating and ventilating sys- 
tems. Further particulars can be obtained from the 
secretary by writing him at Room 610, City Hal!, Chi- 


cago, Illinois. 
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MEYER FURNACE COMPANY HOLDS SCHOOL 
OF SALESMANSHIP. 


The salesmen of the Meyer Furnace Company, Pe- 
oria, Illinois, were gathered in their fourteenth annual 
School of Salesmanship, from January 5 to 8, at Pe- 
oria. The men traveling from Peoria, as well as those 
from the branches at Omaha and Kansas City were 
present. 

On Wednesday evening, January 6th a banquet was 
held at the Creve Coeur Club. George Harms, sec- 
retary of the company, was toastmaster and Dirk 
Meyer and others spoke. Twenty-six were present 
and enjoyed the good things to eat and the splendid 
addresses of enthusiasm and good will. 

In the accompanying illustration is shown a group 


5 














Group of Salesmen and .Officers of Meyer Furnace Company, 
Peoria, Illinois. 


picture of those who attended the conference, as fol- 
lows: 

Top Row From Left to Right: J. W. Gellenbeck, 
J. A. Flickinger, Mr. Young, J. M. Oliphant, Earl 
Nesbit, Charles Uhlig, Otto Grahs. 

Middle Row From Left to Right: C. B. Matteson, 
Harry Monroe, Edward’ Harms, C. B McDole, T. A. 
Beal, C. H. Streibich, W. M. Bivens. 

Bottom Row From Left to Right: F. L. Nesbit, 
George F. Meyer, Dirk Mever, George Harms, V. H. 
Parks. 


--——~-@--________— 


A NEW INTERNATIONAL AIR. 


Under this interesting heading, Dr. William Brady, 
a well known authority on sanitation and living condi- 
tions, writes the following article which is worthy of 
attention by every one engaged in heating and venti- 
lating : 

“The allies in their damp, cold trenches have not 
as vet developed any devastating epidemics of pneu- 
monia, if we may rely on the censored press bulletins. 
Nor will they. Pneumonia is not an outdoor disease. 
In order to get pneumonia you have to live in com- 


parative comfort indoors. 

“One reason why pneumonia is not an open air dis- 
ease is that the pneumonia and common “cold” germ, 
the pneumococcus, is a hothouse parasite which can- 
not survive in cold air. Another reason why people 
living in the open air are not made ill by cold weather 


is that cold air increases physical resistance against 
infections of all kinds. 

“If the armies come through the great war without 
having suffered severe casualties from “taking cold” 
that record ought to encourage thinking people all 
over the civilized world to adopt a new international 
air—cold fresh air. 

“No longer can the old school sanitarian sit back 
behind his red flannel chest protector and oracularly 
assert that you can have fresh air and warm air to- 
gether, for science has proved that you can’t. In fact, 
it has been clearly shown that fresh air depends for 
its freshness on its coolness and motion. The new 
international air must be cool and moving, not warm 
and standing still. 

“A cold draft is essential for real ventilation. There 
is no use in pretending that good ventilation can be 
secured without a draft, and there is positive proof in 
all recent investigations of “fresh air” that the draft 
must be cool or cold if it is to bring health to the 
indoors. 

“Let us all join in breathing the new international 
air at every opportunity and in giving thanks for the 
germicidal, tonic, upbuilding influence of the undoc- 
tored air just as Dame Nature prescribes it.” 





AMERICAN ARTISAN NOTICE SWAMPS 
CONCERN WITH LETTERS. 


In the December 26th issue of AMERICAN ARTISAN 
there was published a short notice about a handsome 
souvenir which the T. E. Henry Furnace Company, 
Cleveland, Ohio, was presenting to the heating and 
ventilating trade. 

According to a letter received from John J. O’Brien, 
manager of sales of the T. E. Henry Furnace Com- 
pany, so many requests came in for the souvenir that 
the large supply was entirely exhausted, and Mr. 
O’Brien states that he has been kept busy answering 
letters advising the trade that no more could be fur- 
nished. 


a 


ECONOMY IN VENTILATION. 





A common ventilation requirement is that 3,000 cu- 
bic feet of fresh air per hour for each person shall be 
allowed to enter a room. Some of the older standards 
required 4,000 feet. The more recent requirement is 
2,000 feet. The usual public school standard is 1,800 
feet. 

The tendency is steadily toward a lower require- 
ment. This is because the underlying principles of 
ventilation are coming to be applied, not because men 
are becoming more indifferent toward good ventilation. 

When anything new is undertaken the tendency is 
to overplay. When information becomes more exact 
the requirements are lowered in order to prevent risk. 

In eight hours a person living in a room containing 
1,200 cubic feet of air uses only 6.4 cubic feet of the 
oxygen in the air and adds to it about the same number 
of feet of carbonic acid. 

A Canadian writer asks: Why bring in 24,000 cubic 
feet of fresh air to get rid of this twenty feet of ex- 
pired air, containing a little over six feet of carbonic 
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acid? He says that in a room of that size there is 
enough air to last a man twenty-five days if he could 
use it as economically as he uses his food. Instead of 
that economic use we supply him with 180,000 cubic 
feet in that length of time. 

Heating air costs money. The house of commons in 
London is supplied with enough fresh air to supply a 
city of 35,000 people if they could only find an econom- 
ic way to use it. 

Now what is the reason for the waste? The expired 
air containing the gaseous wastes of the body flows in- 
to the general body of the air of the room. The intro- 
duction of large quantities of air per person per hour 
is to dilute the waste. 

The writer proposes that the expired air shall not 
be allowed to mingle with the air of the room. 

Very desirable, but can it be done? 

He proposes that air outlets be placed near the head 
levels so that the used air shall leave the room at once. 
For instance, sleeping rooms should have an outlet 
register near the head of the bed—W. A. Evans, 
M. D. 





—_ 
-e 


POPULARITY HELPS THE DEALER. 


While there is a certain amount of trouble and la- 
bor attached to the selling of most articles, it is under- 
stood that in the 
case of many sales, 
little outlay of time 
and labor is neces- 
sary to accomplish 
this purpose on ac- 
count of the merits 
or popularity of 
the article. The 
Wise Warm Air 
Heater illustrated here- 
with is claimed to sell on 
its reputation, and to call 
bell for little trouble of labor 

Wise Warm Air Heater. on the part of the deal- 
er. A feature of the Wise Warm Air Heater, 
worthy of special mention, is the self-cleaning radia- 
tor. This.radiator is said to embrace every advan- 
tage of design and construction that can be desired, 
for durability, economy of fuel and radiating power. 
It is made of cast iron, and corrugated to secure a 
larger radiating surface. It is said to be absolutely 
self-cleaning, having no place for the accumulation of 
soot and ashes. Another special point in the Wise 
Warm Air Heater is the firepot, which the manufac- 
turers guarantee. This firepot is specially heavy and 
is cast in one solid piece, with a series of cells 
and slots cast in the walls of the pot, and extending 
from the bottom to the top into which air is admitted 
and heated before entering into and above the fuel. 
The Wise Furnace Company, Akron, Ohio, will be 
pleased to mail catalog of their Wise Warm Air 
Heaters upon application. 











The Iowa Foundry and Furnace Company has been 
granted a charter of incorporation at Dover, Dela- 
ware, with a capital of $200,000. E. P. Phillips, Des 
Moines, Iowa, is one of the incorporators. 


RULES FOR FIGURING COSTS AND 
PROFITS. 

These rules for figuring costs and profits are recom- 
mended by the National Association of Credit Men: 

1. Charge interest on the net amount of your total 
investment at the beginning of your business year, 
exclusive of real estate. 

2. Charge rental on all real estate or buildings 
owned by you and used in your business at a rate equal 
to that which you would receive if renting or leasing 
it to others. 

3. Charge in addition to what you pay for hired 
help an amount equal to what your services would be 
worth to others; also treat in like manner the services 
of any member of your family employed in the busi- 
ness not on the regular payroll. 

4. Charge depreciation on all goods carried over 
on which you may have to make a less price because of 
change in style, damage, or any other cause. 

5. Charge depreciation on buildings, tools, fixtures, 
or anything else suffering from age or wear and tear. 

6. Charge amount donated or subscriptions paid. 

7. Charge all fixed expenses, such as taxes, insur- 
ance, water, lights, fuel, etc. 


—___—___-*-@-e 


PARAGRAPHS. 


The Gate City Furnace Company, Cleveland, Ohio, 
have been incorporated for $5,000. The incorporators 
are C. F. Taplin, L. H. Strader, A. C. Wald, N. M. 
Golding and M. L. Balcom. 

Robert C. Doremus, Montclair, New Jersey, has 
been appointed assistant engineer in the research lab- 
oratory of the New York State Commission on Ven- 
tilation in the College of the City of New York. 

M. J. Holland, tinsmith, 617 Fourth Street, Al- 
toona, Pennsylvania, has taken a long lease on the 
building and has purchased the hardware business of 
Thomas Weir at 610 Fourth Street. Mr. Holland will 
move into the Weir building and put the hardware, 
heating and sheet metal departments under his per- 
sonal supervision. 

The Excelsior Heater and Supply Company, St. 
Paul, Minnesota, has been organized for $50,000, to 
succeed the Phillips and Williams Company, who for 
a number of years have been distributors for the Ex- 
celsior Steel Furnace Company, Chicago. F. P. Wil- 
liams and J. C. Scheffner are the chief owners, and 
O. W. Glessner of Chicago is a stockholder and direc- 
tor. 

The Rybolt Heating Company, Cincinnati, Ohio, has 
acquired a controlling interest in the Ashland Foun- 
dry Company, Ashland. The capital stock of the 
Ashland Foundry Company has been increased from 
$20,000 to $32,000 in order to take care of the im- 
provements that will be made. Plans include the erec- 
tion of a building 60x70 feet, two stories and of brick 
construction. A foundry addition, 70xgo feet, one story 
of brick construction is also being planned. The com- 
pany manufactures a line of cast iron warm air heat- 
ers, and the plans above mentioned will enable it to 
more than double its former output. 
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PRACTICAL HELPS FOR THE 
TINSMITH 





ad 





PATTERNS FOR FINIAL AND RAKING 
GUTTER. 





BY 0. W. KOTHE. 

Two subscribers of AMERICAN ARTISAN have asked 
for patterns as in Figures 1 and 2 of this drawing. To 
the subscriber who submitted the sketch shown in 
Figure 1, will say that the square base, as it is cut 
setting on a circle, is already the pattern for setting 
over the ball. The upper portion can be developed in 





horizontal return as at “B”, which would give you the 
same results and still leave a good appearance. 
However, to produce the raking mitre “C”, first draw 
the pitch line of elevation and then draw the section 
“A”, and divide the OG into any number of equal 
spaces, after which draw lines both ways indefinitely 
parallel with the pitch line. The vertical mitre line a-b 
can be drawn at any place and represents the cut as 
the gutter fits up against the wall at top of gable. Next 
draw the part plan with the mitre line c-d on a 45 


























PAT TERN FO 
RETURN 






Development of Patterns for Finial and Raking Gutter. 


the usual way, as shown by “P”, by picking the stretch- 
out from the side and stepping it off, after which draw 
stretch-out lines and drop lines from points in curve 
of elevation onto stretch-out lines. This gives you the 
pattern. The straight base ¢an be added to the bottom 
if desired. 

To the subscriber who wishes the development 
shown in Figure 2, will say that the section shown in 
“A” of elevation is one style of moulding gutter which 
shows the principle of raking a horizontal moulding 
from an inclined one. Personally I would not use the 
raking mitre as shown by “C” on account of it tilting 
up the bottom; but would change it and make a short 


degree angle; next reproduce section “A” with all its 
points to the position shown by “B”. From these 
points project lines into mitre line c-d and from these 
points in mitre line erect points into elevation, thus 
cutting lines having the same number. Next trace a 
line through these points and you have the modified 
mitre “C”. The pattern for this can be laid out by 
picking the stretch-out “A” and stepping it off above, 
and projecting points from the mitre-line a-b and also 
“C” into stretch-out, thus producing mitre-cut “M” 
and “N”. If you wish the pattern for the return “C” 
then pick the stretch-out from this section and develop 
it just like you do an ordinary square mitre. How- 
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ever, if you wish to use the return at “D” establish the 
mitre line and develop the pattern as at “O” and also 
for the return as shown. You might try this out of 
light metal before applying it to actual work. 


a> 


SECURES PATENT FOR SHEET METAL 
ROOFING. 








Edwin R. Probert, Covington, Kentucky, has been 
granted United States patent rights under number 1,- 


123,921 for sheet metal 

|; roofing described as fol- 

e re lows: A_ sheet metal 

_ ae roofing each of whose 
. 1 a 2 sheets or plates has 


along one longitudinal 
edge thereof a capping crimp formation having oppo- 
sitely sloping sides that are connected by an inter- 
vening flat apex member and along the other longi- 
tudinal edge an underlying or lapped crimp formation 
that has in turn or succession an upwardly extending 
inclined limb, then an integral depressed or concaved 
top or apex portion to form an internal gutter, air 
space and nail hold, then an adjacent apex supporting 
perpendicular limb, then an outwardly extending hori- 
zontal foot or base, and then an upwardly disposed 
end flange or brace adapted to engage the adjacent 
inclined member of the capping crimp. 


oe 


NATIONAL SECRETARY OF SHEET METAL 
CONTRACTORS ASSOCIATION VISITS 
ILLINOIS CITIES. 








Edwin L. Seabrook, secretary of the National As- 
sociation of Sheet Metal Contractors, hag been visit- 
ing a number of Illinois cities during the past ten days 
and has assisted in organizing a number of local asso- 
ciations of sheet metal contractors. 

A temporary organization was effected in Kankakee 
on’ Tuesday, January fifth, with Frank Reuter, presi- 
dent, and Henry Reuter, secretary. 

Champaign was visited on Wednesday, January 
sixth, and the local sheet metal contractors agreed to 
organize, but election of officers was deferred. 

Thursday Mr. Seabrook spent with the Local in 
Bloomington and at the evening meeting nearly every 
member was present, the session being spent in dis- 
cussing the cost of doing business and other impor- 
tant trade topics. 

On Friday, January ninth, a meeting was held in 
the office of the Pekin Hardware Company, Pekin. A 
large delegation from the Peoria Local came down, 
and after a thorough discussion it was decided to or- 
ganize, a meeting fo be held within the next ten davs 
for that purpose. 

Every member of the Quincy Local was present at 
the meeting held there on Saturday, and great interest 
was shown in the work which the National Associa- 
tion is doing. 

A temporary organization was effected among the 
sheet metal contractors of Galesburg on Monday, Jan- 
uary 11th, with H. P. Murphy, chairman, and Bruce 
Willis, secretary. 

Tuesday was the regular meeting night of the Tri- 


city Local, consisting of Davenport, Moline and Rock 
Island, and Mr. Seabrook was listened to with great 
interest in his talk on the National Association and the 
work it has been dding during the past year. 

Wednesday, January 13th, was spent with the Du- 
buque, Iowa, Local, which comprises almost everyone 
engaged in the trade. 

On Thursday Mr. Seabrook mingled with the dele- 
gates of the Illinois Retail Hardware Dealers’ Con- 
vention at the Coliseum in Chicago and arrangements 
were made for a meeting at Ottawa for the purpose of 
organizing a Local there, to be held during the second 
week in February. 

Friday, January 15th, was spent with the sheet 
metal contractors in Joliet. 

At all the meetings, Secretary Seabrook spoke on 
the cost of doing business and illustrated his talk with 
a large chart showing the various items that enter into 
costs. 


e+ 


USEFUL SOUVENIR PRESENTED TO SHEET 
METAL WORKERS. 


Every sheet metal worker has numerous occasions 
for using matches, even if he is not a smoker, and it, 
therefore, is a very timely and appropriate souvenir 
that has been secured by Tanner and Company, [ndian- 
apolis, wholesalers of tinsmiths’ tools and supplies and 
warm air fittings and is now being presented to the 
trade. The souvenir is in the shape of a pocket holder 
for safety matches. Sheet metal workers may secure 
one of these very useful souvenirs by writing to 
Tanner and Company, Indianapolis, Indiana. 











FRANK D. TAYLOR RETURNS TO STAFF OF 
PECK, STOW AND WILCOX COMPANY. 





Frank D. Taylor, who was for many years connect- 
ed with Peck, Stow and Wilcox Company, Southing- 
ton, Connecticut, working his way up to assistant to 
the manager of their plant, and then left to take a po- 
sition as traveling salesman for the Bridgeport Chain 
Company, has returned to his first love and is now the 
New England representative of the Peck Stow and 
Wilcox Company. ~ 


oo 


OHIO MASTER SHEET METAL WORKERS WILL 
ORGANIZE STATE ASSOCIATION. 





A convention has been called for the purpose of or- 
ganizing a State Association of Master Sheet Metal 
Workers. The date of the meeting is January 28th, 
and Columbus will be the meeting place, as at that 
time the National Association of Builders’ and Trad- 
ers’ Exchanges will hold its annual convention in Co- 
lumbus and it is expected that a large number of sheet 


metal contractors will attend. 





AMERICAN ARTISAN A SPLENDID HELP. 





To AMERICAN ARTISAN: 
AMERICAN ARTISAN is of splendid help to me. 
Yours truly, 
Wirttram Harre. 


Beardstown, Illinois, January 8, 1915. 
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H. B. McMASTER BECOMES MANAGER OF 
BRANCHES FOR BERGER MANUFACTURING 
COMPANY. 





H. B. McMaster, who is well known in the sheet 
metal trade, as since 1910 he has been directing the 
co-operative work of the metal lath industry, as Com- 
missioner of the Associated Metal Lath Manufac- 
turers, has resigned from this position to become 
Manager of Branches for the Berger Manufacturing 
Company, Canton, Ohio. 

Mr. McMaster has also during 1914 been in charge 
of the Bureau of Development of the Association of 
Sheet and Tin Plate Manufacturers, the purpose of 
which is to deevlop a national campaign of concerted 
promotion in the interest of the sheet metal industry. 
Mr. McMaster will assume his new duties on February 
first. 

R. M. Nicholson, formerly advertising manager of 
the Kimberley-Clark Paper Company, Neenah, Wis- 
consin, will take charge of the advertising department 
of the Berger Manufacturing Company. 

R..L. Kreighbaum, who has been in temporary 
charge of the advertising department will continue his 
work as Promotor of Sales. The Sales Promotion de- 
partments will thus be under the supervision of three 
very efficient men, and even greater progress may be 
looked for than has been the case with this progressive 
company. 


USE OF TELEGRAMS INCREASES BUSINESS. 








As an instance of the progressive methods employed 
by some manufacturers it is worthy of notice that the 
Moeschl-Edwards Manufacturing Company, Coving- 
ton, Kentucky, has made it a rule to use “day letters” 
instead of an ordinary soliciting letter whenever in- 
formation came in about a good “prospect,” followed 
by a regular letter. E. R. Probert, general manager 
of the company, states that by this procedure he has 
been able to gain greater attention and also a larger 
percentage of orders. He also states that the com- 
pany, which manufactures a large line of roofing and 
sheet metal specialties, takes just as much care in fill- 
ing orders promptly and accurately as they spend en- 
ergy in securing them. 

oBe-iintbees 


ADVANTAGES OF ANGLE EDGE EAVES 
TROUGH. 





The Angle Edge Eaves Trough, which is manufac- 
tured by the Wheeling Corrugating Company and is 
shown in the accompanying illustration, is claimed to 








How the Angle Edge Sections Fit Together. 


have advantages of extreme importance. These ad- 
vantages are shown in the manner in which the two 
sections are closely fitted into each other. They are 
handled and put together in exactly the same manner 


as those which have been in use for a number of years, 
but are said to make a much better joint and there is 
an additional point of importance set forth by the man- 
ufacturers in the fact that there is not one percent of 
increased cost. The special Angle Edge feature, 
so the manufacturers assert, is fully covered in an ap- 
plication for patent papers, and will prove a great ad- 
vantage to every sheet metal worker. The Wheeling 
Corrugating Company, Wheeling, West Virginia, will 
forward further particulars upon application. 


~~ = 


NOTES AND QUERIES. 








BRONZE POLISH. 
From Mrs. Emily Butler, Anamosa, Iowa. 

Please tell me where I can obtain bronze polish for 
srittannia ware. 

Ans.—Bullard and Gormley Company, 175 North 
State Street, Chicago, Illinois, handle a polish known 
as Putz Pomade. 

TIN PLATE. 
From Chris Helgeson, Shelby Company, Shelby, Iowa. 

Can you tell me where I can obtain bright tin plate 
that will not rust as easily as other tin? 

Ans.—American Sheet and Tin Plate Company, 
Pittsburgh, Pennsylvania; Berger Manufacturing 
Company, Canton, Ohio; Berger Brothers Company, 
Philadelphia; Carnahan Tin Plate and Sheet Com- 
pany, Canton, Ohio; Merchant and Evans Company, 
347 North Sheldon Street, Chicago, Illinois; McVoy 
Sheet and Tin Platé Company, 444 West Austin Ave- 
nue, Chicago, Illinois; Tanner and Company, Indi- 
anapolis, Indiana, and Wheeling Corrugating Com- 
pany, 110 North Clinton Street, Chicago, Illinois. 

METAL SHUTTER DOORS. 
From Clark Brothers, Lakefield, Minnesota. 

Kindly tell us where we can obtain metal shutter 
doors for garages. 

Ans.—W. J. Burton Company, Detroit, Michigan; 
Cornell Iron Works, 26th Street and 11th Avenue, 
New York City; The S. H. Harris Company, 3333 
West Grand Avenue, Chicago, Illinois; Kinnear Man- 
ufacturing Company, Columbus, Ohio; Moeschl-Ed- 
wards Corrugating Company, Covington, Kentucky; 
Perkins Manufacturing Company, St. Paul, Minne- 
sota; Variety Manufacturing Company, 2958 Carroll 
Avenue, Chicago, Illinois, and A. G. Wilson Manufac- 
turing, 3 West 29th Street, New York City. 

LAWN MOWERS. 
From Reinhardt-Emmerson Company, Lincoln, Illinois. 

Kindly advise the name of the manufacturer in 
Dixon, Illinois, who makes lawn mowers on the order 
of a large horse mower. 

Ans.—Clipper Lawn Mower Company, Dixon, Illi- 
nois. 


= 


Julius Gerock, Jr., of the Gerock Brothers Manu- 
facturing Company, St. Louis, Missouri, is now en- 
route to Vancouver on a business trip. Mr. Gerock 
expects to spend about six weeks on the Pacific Coast 
calling on his many friends in the Sheet Metal Trade. 


” 
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Don’t take yourself too seriously. Think how long 
this world ran before you arrived and how long it wil! 
plod along after you leave. 
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Fifth Annual Banquet of Sheet Metal Men 


of St. 


Louis 











To use an expression of Mr. Daniel Stern of 
AMERICAN ARTISAN during the closing address, the 
Fifth Annual Banquet and Installation of Officers of 
the Sheet Metal Contractors’ and the Sheet Metal Con- 
sumers’ Protective Associations of St. Louis, Mis- 
souri, which was held at the Planters’ Hotel, Saturday, 
January 9th, was an occasion which showed a distinct 
_advance in business ethics. For here were gathered 
over one hundred men, coming from all the branches 
of the sheet metal industry, manufacturers of sheet 
metal and their representatives, the regular sheet metal 
contractor and the large user of sheet metal in con- 
nection with the manufacture of other products, and 
they communed with each other in a spirit of confi- 
dence and good fellowship. That the affair was a 
splendid success it is hardly necessary to state. 

The Symonds Register Company, of which the re- 
tiring president of the Sheet Metal Contractors’ Asso- 
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Souvenir of the Banquet of St. Louis Sheet Metai Contractors’ 
and Sheet Metal Consumers’ Protective Associations. 


ciation is president, presented each member and guest 
with a souvenir card to which were attached with a 
bright red ribbon three small bolt nuts, as shown in the 
accompanying illustration, in keeping with the special 
notations on the program opposite the speakers’ names. 

The place cards also had similar appropriate desig- 
nations, such as “Register Nut,” “Press-ed Nut,” etc. 

The following menu indicates that the members and 
guests were weil supplied with good things to eat, and 
the splendid addresses showed that the men of St. 





Louis are thoroughly appreciative of what makes busi- 
ness prosper, and how to accomplish such a happy re- 
sult: 


Cider 
Radishes Oysters Celery 
Soup Crackers 
Turkey Dressing 
Potatoes Salad Peas 
Ice Cream Cakes 
Coffee Cheese Nuts Cigars 


John F. Bannon, past president of the Sheet Metal 
Consumers’ Protective Association, was in the chair 
as toastmaster and introduced each speaker in a hearty 
and appropriate manner. The program stated that no 
speeches would be permitted, just plain talk, but while 
those who spoke used plain yet well chosen words, the 
audience was treated to an abundance of splendid 
thoughts that it would be difficult to compose a pro- 
gram of more genuine interest to those who were 
present. 

Mr. Bannon was presented with a handsome gavel 
by Richard E. Mackey, the incoming president of the 
Sheet Metal Contractors’ Association. This gavel was 
in the shape of a tinsmith’s mallet and was bounded 
with two gold bands on the handle and two silver 
bands on the body. 

Danie! Stern, of AMERICAN ARTISAN, spoke briefly 
on “Good Fellowship,” congratulating the two Asso- 
ciations and their members on the fine spirit which 
was evident in their relations, and expressed his ap- 
preciation of being able to be present at such a happy 
gathering. 


RETIRING PRESIDENT SYMONDS’ ANNUAL ADDRESS. 


H. W. Symonds, of the Symonds Register Com- 
pany and retiring president of the Sheet Metal Con- 
tractors’ Association, in his 
annual address reported prog- 
ress in all lines and empha- 
sized the necessity for con- 
tinued co-operation among 
the members, to the end that 
during 1915, the two Associa- 
tions may accomplish even 
greater results than those of 
1914. Mr. Symonds’ address 
follows: 

MR. TOASTMASTER AND 
FELLOW NUTS. 

It being customarv for the 
outgoing officers to render their annual report as the last of 
their official duty, and as your committee has assigned the 


task to me, I have prepared a somewhat lengthy one, com- 
bined with the report of your worthy secretary, Mr. Cluss. 

First—Assets, or what we have done in the past year. 
Membership Jan. Ist, 1915, 23, practically the same as one 
year ago. 

Second.—Meetings during the year. Twelve regular; 4 
special; 7 directors; 2 conference meetings with employes, 
which resulted favorably to our association. 

Third.—Our funds are about par with a year ago with the 
greater part drawing interest. I will not attempt to give you 
figures at this time, I will leave that for the auditing com- 





H. W. Symonds. 
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mittee. We wish to say, however, that we have some capital 
and are prepared to meet most any emergency. 

Fourth—Committee work. Preliminary inspection and 
specification for fire-doors and shutters, by the Fire Preven- 
tion Bureau 

Discount on copper bills, if paid on or before the tenth 
of the month. 

Letting of the sheet metal work by a general contractor, 
who had withheld the awarding of same to the lowest bidder, 
for unfair motives. 

LOCAL LECTURES. 


Overhead Cost, with blank forms. 

Cost Records, with blank forms. 

Discussion of Prices. 

Comparison of Bids. (Alexander job, a fake). 

Competitive Prices, with illustrations. 

Interference of Bids and Courtesy Among Competitors. 
(By a member.) Total of 6. 

NATIONAL LECTURES. 

What Is a Prosperous Business Man, and Why Is He 
Prosperous? 

What Are the Most Important Factors for Success in the 
Sheet Metal Business, and What Are the Reasons for Failure * 

What Is Association Work? 

Active Forces and Latent Power. 

Price and Profit. 

Estimating and Making Contracts. 

Sheet Metal Business, Its Past and Future—Total of 7. 


Fifth—Liabilities. We have none, other than the com- 
mittee work unfinished and a full attendance of all members 
at all meetings this year to put into practice our ideals which 
you will find on the program for this session. 

Sixth——Committee work unfinished. Revision of the 
3uilding Code, favorable to our trade. Ordinances for the 
Installation of Warm Air Heaters. Direct Letting of the 
Sheet Metal Work by the Board of Education. 

Seventh.—Miscellaneous affairs. Reports of the Dele- 
gates to the National Association. Address on the Value of 
the Quantity Surveyor. Annual Banquet, 1914. Visit by the 
National President, Mr. J. A. Daugherty. Picnic by the 
members and their families. 

Eighth—National Association Work accomplished and 
future endeavors. Direct Letting of Sheet Metal Work on 
Public Buildings. Model Ordinance for Furnace Installation. 
Apprentice Schools, along national lines. Trade Relations and 
Policies. Fire Protection. Overhead Cost. Lectures on Sheet 
Metal Topics. Liability Insurance. Increase in ‘Membership. 
Tenth Anniversary. 

Ninth—The success of your business depends upon fair 
dealing with all persons with whom you have business rela- 
tions. Could you expect your business to run itself? The 
same applies to your association. If you expect to share in 
its assets, you must participate in thé obligation of paying 
the liabilities, which in plain English means ATTENDANCE. 

Tenth—Co-operation. In a very few minutes your off- 
cers for 1915 will be installed, also will be pledged by our 
National Officer, Mr. Julius Gerock, to faithfully perform the 
duties of the office for which they have been chosen. It is 
therefore your duty to co-operate with them for the advance- 
ment of your business. You owe it to yourselves, your chil- 
dren and those depending upon you. Will you co-operate with 
them? 

Eleventh.—Education. I feel it my duty on this occasion 
to pay a tribute to the Trade Journals for the many cour- 
tesies they have shown us in the past and their generosity in 
which they have given us space. They not only published 
everything that we sent them but are continually asking for 
the privilege of publishing more. These journals I contend 
are very necessary in our business and should be read more 
generally by our membership at large, for it means more 
knowledge, which is EDUCATION. 

Twelfth—Forward March. Our only hope lies in keep- 
ing well to the front, for those in the rear stumble ar fall, 
and are soon but a memory of failure. The world will not 
turn back for any of us. In a few moments I will renew 
my enlistment in the ranks as a private, and I take this occa- 
sion to thank the officers and members for their undivided 
support during my term of office, now ended, and promise to 
assist in a forward movement this year, will you do likewise? 

In conclusion I desire to suggest this slogan for 1915: 

ATTENTION—SHOULDER ARMS—and FORWARD 
MARCH. 


ANNUAL REPORT OF PRESIDENT BANNON OF SHEET 
METAL CONSUMERS’ PROTECTIVE ASSOCIATION. 
The retiring president of the Sheet Metal Consum- 
ers’ Protective Association, John T. Bannon, then read 
his annual report, as follows: 
The Association has a total membership of 103 members, 


including associates. Eight members have resigned, most of 
them because of going out of 
business; two have died, but 
withal we show a gain of 18 mem- 
bers for 1914. 

We held 11 meetings with an 
average attendance of twenty- 
one. A special meeting was called 
to entertain J. A. Daugherty, then 
president of the National As- 
sociation of Sheet Metal Con- 
tractors, on February 12, 1914. A 
smoker was held and _ refresh- 
ments served at the April meet- 
ing. At the annual outing we re- 
tained our silver cup in the game 
of ball with the Contractors. 

The lectures and other educa- 
tional features of the Association 
have come to be considered one 
of the most important phases of 
our work, and [ trust that we may be able to have still better 
lectures than before. 

Fourteen members of our Association attended the 
National Convention at their own expense which shows an 
interest that is full of encouragement for the National and 
Local officers. 

I wish to thank the officers and members of. the Associa- 
tion for their sympathy and co- operation with me during my 
term of office and I bespeak for the incoming officers the 
same hearty good will that you have shown to me during 
the year of service which I have now completed: 





John F. Bannon. 


The installation of the new officers was then con- 
ducted in a very felicitous manner by Julius Gerock, 
Jr., vice-president of the National Association of Sheet 
Metal Contractors, the following being installed: 


SHEET METAL CONTRACTORS’ ASSOCIATION. 


R. E. Mackey, E. B. Langenberg, Vice- 
president—Otto E. Cluss, Secretary—John Clemens, 








Julius Gerock, Jr., 
First Vice-president National Association of Sheet Metal 
Contractors. 


Treasurer—Chas. Hopmann, John M. Powers, Her- 
man Eberle, Frank B. Higgins, A. P. Faessler, Direc- 
tors—Julius Gerock, Jr., Sergeant At Arms. 


SHEET METAL CONSUMERS’ PROTECTIVE ASSOCIATION. 

Walter Wimmer, President—A. H. Gruendler, Vice- 
president—George E. Kohlmeyer, Secretary—Frank 
T. Bokern, Treasurer—]. Lampert, Sergeant At 
Arms. 
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APPRENTICE SCHOOLS. 

Secretary Otto E. Cluss gave an outline of the man- 
ner in which the sheet metal contractor should assist 
his apprentices in making themselves more efficient. 
His subject was “Apprentice Schools,’ and his ad- 


dress follows: 


Before entering on the subject of “Apprentice Schools” 
assigned to me, I want to call your attention to the terms 
“Air Castles and Ideals,” used in 
our program. Air castles are de- 
fined as visionary projects; ideals 
as a mental conception regarded 
as a standard of perfection. 

All of you have built air cas- 
tles. In your youth you imagined 
that when you reached manhood, 
you would be an artist, doctor, 
general, Indian scout, pirate or a 
policeman; in reality you became 
a tinner. Then you built some 
more air castles, and imagined 
you would be a sheet metal con- 
tractor with a large number of 
employes at yourcommand. After 
an enthusiastic struggle towards 
this goal for several years, you 
realized that this would fail to be- 
come a reality. 

You then reflected what might be the cause for your 
failure and the failure of others with a like ambition. Re- 
viewing your own past and those of your competitors, as 
you knew it, you recalled the causes for some of their failures. 

First. Some of your competitors were practical me- 
chanics but lacked technical training. This was a severe 
handicap. 

Second. Others, for want of business experience, failed 
to provide for business expenses in their estimated prices. 

Third. Some, through carelessness or lack of proper 
schooling, overlooked some of the items in competitive bid- 
ding. 

Fourth. Some were too busy in the shop to bother with 
cost records, and consequently were erratic in making prices. 

Fifth. A few, with ample capital, were possessed with 
the idea that they had to get the business at any price. They 
got the business. Others tried to beat them to it, to their 
sorrow. 

Sixth. Some were unfortunate through no fault of their 
own. These you cannot consider in your analysis. 

All of which has had a detrimental effect on your busi- 
ness growth. The majority of the failures blamed their 
competitors for their downfall. Your conclusions are, that 
the causes for the failures are, lack of an intimate knowledge 
of the cost of labor, material, expense, and profit. Your experi- 
ence has also taught you that your best competitors are 
those who have the best mechanical training and business 
system. 

This brings you to the point in your analysis where you 
realize that to help yourself you must to some extent assist 
your competitors along legitimate lines, or be dragged down 
to their level. When you have reached this conclusion you 
have formed an “Ideal,” a mental conception regarded as 
the standard of perfection. These ideals are partially ex- 
pressed in our program. 

It is for you gentlemen to decide whether or not the 
sentiments expressed are ideals or air castles. If after listen- 
ing to the speakers on the various ideals, you decide they 
are air castles, we make no further claim on your indul- 
gence. But if you. decide they are ideals, and would like to 
see them become realities, we want to impress upon you 
that it is your duty to assist us by attending our meetings, 
thereby encouraging us in our work by your co-operation. 

The Banquet Committee has seen fit to remind you, by 
the first and last word on the program, that the foundation 
of success is co-operation. 

APPRENTICE SCHOOLS. 


I shall omit from my talk any reference for the need 
of such schools, as every intelligent employer concedes that 
point, but confine myself to how such training for appren- 
tices can be secured. 

The average apprentice of today is just as ambitious as 
you were in your day. He fails to take the initiative in 
looking for a technical training, because he does not realize 
the importance of such schooling to his future career. This 
is where your duty begins: to impress upon him the necessity 
for theoretical study in combination with his shop practice. 
You must encourage and advise him where and how he can 
secure this-education required in his trade. When you have 
persuaded your apprentice to attend a trade school, you have 
not only helped him, but yourself also, for an apprentice 
trained in your own shop i is of more value to you in dollars 
and cents than many a mechanic. 

The Apprentice Committee of the National Association, 





Otto E. Cluss. 
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after a thorough study and consultation with prominent edu 

cators of technical schools, have recommended the following 

methods of instruction, hoping thereby to place technical 
education of our trade within reach of every apprentice, re- 
gardless of whether he may be located within reach of 
trade school or not. Their preference for methods of instruc- 
tion are in the order given. 

DAY TRADE SCHOOLS. 

The highest type of trade school is the day trade school 
and should be the ultimate goal of every class that may be 
started. The advantage of giving your apprentice a day, or 
half day, once a week to study is that he is not tired, as in 
the evening classes. These schools are possible where the 
employers will assist their Board of Education or technical 
schools with providing suitable instructors. The employers 
should pay the apprentice for the time he is at the school, 
the same as if he were at the shop. 

EVENING TRADE SCHOOLS. 

Can be managed the same as the day school, the appren- 
tice attending two hours an evening, two, three, or four 
times a week. You have an example in our Ranken School, 
which is operating a sheet metal class, for the second year. 
While we do not expect to turn out graduates from this 
class in the near future, we do know that the apprentices 
attending are putting forth their best efforts, and are started 
right to help themselves later on. 

CORRESPONDENCE SCHOOLS. 

The name itself describes the method of instruction. 
Where there are enough apprentices in one locality they 
should be formed in classes under the supervision of some 
employer or shop foreman, after arranging with some corre- 
spondence school for a course of instruction. 

Compulsory attendance is the principle that must be first 
and foremost adopted, to make a successful school. The 
employer should make it his duty to see that his apprentices 
attend regularly to their studies, even to the extent of a dis- 
charge, where there is no reasonable excuse. 

COURSE OF INSTRUCTION APPROVED BY COMMITTEE. 

Arithmetic: including addition, multiplication, division, frac- 
tions, decimals, square and cube root, weights and meas- 
utes. The problems to be interspersed between the draw- 
ings, patterns, etc., to show their application. 

Drawing instruments: how to use them, geometrical draw- 
ings of simple objects pertinent to the sheet metal, fur- 
nace, roofing and range trade. 

Development of surfaces: practical projection and pattern 
problems. 

Architectural proportions. 

Sheet metal developments: such as moldings, skylights, bay 
windows, marquise, metal windows, metal furniture. 
Roofing: proper use of tools, size and weight of materials, 

and their covering capacities. 

Metallurgy: iron, lead, copper, tin and terne plates, zinc, and 
spelter. 

Paints and oils. 

Furnace heating and ventilating: principles of heating, con- 
struction of warm air furnaces, elbows, angles, boxes and 
piping, figuring house capacities, air velocities, heat and 
cold. 

Ornamental sheet metal work. 

Commercial practice. 

Mill and blow-piping. 

How to figure sheet metal quantities 
You will note from the course approved that the appren- 

tice who graduates should be capable of getting out this simple 
order without help: Construct a cylindrical tank to hold 
exactly ten gallons, cutting the stock to best advantage. Try 
that problem on some of your mechanics and see how many 
can do it. 

The National Committee realized that the majority of 
apprentices in this country did not reside at points con- 
venient to established trade schools, and therefore devoted 
considerable of their time planning a practical course for the 
correspondence schools. They were given valuable assistance 
by the following schools: International Correspondence 
School of Scranton, Pennsylvania, National School of St 
Louis, Missouri, and the Grey School of New York City 
These schools have adopted the course of instruction as ap- 
proved by the Committee, and will issue certificates to gradu- 
ates upon the completion of such a course. 

The above schools are permitted to state and advertise 
that their course of Sheet Metal Pattern Instructions has 
been approved by the National Association of Sheet Metal 
Contractors. Other schools will be given the same approval 
when they have complied with the requirements of the Ap- 
prentice Committee. 

The Apprentice Committee, after a visit to the Interna- 
tional Correspondence School, and a personal examination of 
their methods of instruction and facilities for reaching the 
apprentices, concluded that the correspondence schools would 
be of inestimable value to our ‘trade, at least until trade 
schools became national in scope. 

The Committee, in preparing the course of instruction, 
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were for some time undecided at what point to end the 
course. It was finally decided to include all parts of the 
mechanical side of the trade, both practical and theoretical, 
but omit the cost of material and labor, as this belonged 
to the business and not mechanical part of the trade. 

This thought suggested another idea, that is, a Masters’ 
Course of Instruction, after graduating from the apprentice 
course, such a course to include: Surveying quantities from 
plans, estimating material and labor, cost records and filing, 
overhead expense and how to add to the estimate, how to 
add net profits, bookkeeping and correspondence. All de- 
signed for shops employing from one to twenty men, as 
larger shops are usually in a position to employ skilled 
accountants and bookkeepers and consequently are not in 
need of such a course. 

This thought is another “Ideal” in its infancy. .Whether 
or not it will become a reality the future will tell. Think 
it over. 

Trusting you will assist us in making these ideals reali- 
ties in the future, I thank you, gentlemen, for your kind 
attention 

COST ACCOUNTING, 

R. E. Mackey, president of the Sheet Metal Con- 
tractors’ Association, in his address on “Cost Account- 
ing,” made it clear that a proper system of finding 
costs is necessary to conduct a businesn successfully : 


In presenting this paper on Cost Accounting I have not 
endeavored to enter into details, but rather to dwell upon 
the importance of the subject and the benefits to be derived 
therefrom in connection with any well regulated and success- 
ful business. 

No subject in connection with the manufacturing business 
has come into such great prominence within the last few 
years as that of Cost Accounting and Overhead Expense. A 
vast amount of time of many expert accountants and thou- 
sands upon thousands of dollars have been expended within 
a comparatively short space of time for the working out and 
the installation of systems which will reveal the exact cost 
of production of the various lines produced by the manufac- 
turers, yet a great many business men, especially in our line, 
have not yet come to a full realization of the importance of 
Cost Accounting. Some say that all system is red tape, so 
they reject all new methods and blunder along in the dark- 
ness without knowing or realizing what their products are 
costing them, with the result that their selling price is so 
low that at the end of the year they find that they are no 
better off financially and in many cases worse off than they 
were at the beginning of the year and quite often the result 
is failure in business and ruin and even then in most cases 
they do not realize why they failed. 

On the other hand, some manufacturers get over-enthu- 
siastic upon the subject of Cost Accounting and install elabo- 
rate systems that are intricate, expensive to operate and bur- 
densome, with the’ result that they are sooner or later aban- 
doned and replaced by some system which is more simple to 
operate but which produces the essential results without being 
burdened with so much labor and expense. Such a system 
gives a maximum of information for a minimum of cost 
and trouble and brings you to a realization of the fact that 
a little Cost Accounting and a little common sense is a com- 
bination that is hard to beat. 

Be convinced that Cost Accounting is not a fad. It is 
an absolute necessity to the successful conduct of your busi- 
ness, and business of any kind is but a guess without it. 

When you adopt some system of Cost Accounting you 
fortify your business with a block system of danger signals 
which will protect it against the many obstructions which 
are to be found along the business pathway of all. 

The object in manufacturing any commodity is to sell it 
at a profit; unless it is sold at a profit we have failed to 
accomplish the very thing for which we are striving, and we 
are’ by no means sure that we are selling at a profit unless 
we know positively the exact cost of the article we produce. 

In figuring costs it is of the greatest importance to 
realize just what factors enter into our costs. Remember 
that the combination of raw material and productive labor 
produce your prime costs only, and that many other elements 
have to be considered and accounted for before you have 
your actual cost of production. 

Certain expenses of your establishment never cease. Do 
not forget that your own salary, your rent, office expenses, 
the upkeep of your horses and wagons and numerous other 
expenses have to be paid for by someone. It is absolutely 
necessary that these expenses enter into your cost factor 
and that your customer pay for them, or you will have to 
pay for them out of what should be your profits. 

Other factors which are just as important are, deprecia- 
tion of tools and machinery, horses and wagons, etc., also 
old accounts that are uncollectable. These are just as much 
a part of your cost of production as rent, insurance, etc., and 
just as surely come out of your profits. 
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A formula which gives a combination of the factors 
which enter into your costs might be expressed as follows: 

Cost of raw material + productive labor = prime cost. 

Prime cost + factory expense = factory cost. 

Factory cost + general expense = cost to manufacture. 

Cost to manufacture + selling expense = cost to manu- 
facture and sell. 

Cost to manufacture and sell + profit = your selling 
price. 

A Cost Accounting system which will reveal these fac- 
tors will be a source of profit and satisfaction to any business. 

The successful man profits by his past experience. The 
very nature of our work makes it imperative for us to profit 
by our past experience, because we estimate our costs first and 
find out what they actually are afterward. A good cost ac- 
counting system is an accurate record of your past experience. 

Keep a careful record of your costs and tabulate them, 
so that you can easily refer to them when seeking informa- 
tion and you will find that you have a check against mistakes 
which will be a valuable asset in your business. 

A good system of this character will also enable you to 
check up your labor and see that the time consumed in the 
manufacture of an article is not out of proportion to what 
it should be, or to what it has been in the past on the same 
article, thus enabling you to keep the costs as low as possible. 

It is of vital importance to keep the cost and the selling 
price as widely separated as possible, thus assuring yourself 
a good profit. If competition is keen and prices are low, 
then do some figuring on costs and endeavor to cut down 
the price of production. If this cannot be done, if you find 
that your costs are at the lowest possible level, do not be 
afraid to add to your cost a legitimate profit, and then 
have the backbone to stick to the price that you know you 
are entitled to. 

Do not* be discouraged if your competitor underbids 
you on a contract. If he wishes to sacrifice his profits he 
is injuring himself more than anyone else and he cannot keep 
it up forever. 

The old idea of freezing out a competitor by cutting 
prices because you have more money to lose than he has and 
can stay in a losing game longer than he can has lost favor. 
_ method injures the business in general as well as your- 
self. 
Be honest with your customer, but be honest with your- 
self; give the customer his money’s worth, but do not give 
him the profits that you are justly entitled to. 

A ship upon the ocean without a compass or a chart 
would have an uncertain voyage. If we provide our business 
ship with a cost accounting system which will serve as its 
compass and chart on our long business voyage and if we 
sail true to our chart and avoid the rocks and shoals, we will 
eventually tie up in the harbor of success. 

_ My earnest wish is that we may all meet at that desti- 
nation. 

COAL TO ASHES. 

E. B. Langenberg, of the Haynes-Langenberg 
Manufacturing Company and vice-president of the 
Sheet Metal Contractors’ Association in his address 
on “Coal to Ashes,” brought out the fact that the 
manufacturer of warm air heating apparatus must 
co-operate with the installer, the sheet metal contrac- 
tor, in order to place the system of warm air heating 
where it belongs—as the most desirable method of 
heating : 

Webster defines coal as a solid combustible substance, 
consisting mainly of carbon. 

Ashes he defines as the earthy or mineral particles of 
combustible substances remaining after combustion. 

Between these two stages of matter the furnace manufac- 
turer, the sheet metal contractor, and the sheet metal “con- 
sumptive protectives,”’ strut about with lordly airs, assuming 
to tell their fellowmen: “In what to combust, where to 
combust, what to combust and when to combust,” and a lot 
of other things they can’t possibly believe in themselves. 

We all have our existence for a purpose, and, as we have 
chosen to enter the field of heating, we should endeavor to 
serve our fellow men to the best of our ability and in all sin- 
cerity. 

The foundation for a successful business is to give our 
customers all they have reason to expect and a little bit more. 

Heating is a scientific business, and we should, and I 
believe in most cases we do, put our best efforts into every 
plant we install. 

When we consider that heat is an articficial means of 
existence in a cold climate, and that we are fighting nature in 
its worst aspect, you can readily see that the task is no mean 
one. It has taken us a little over two thousand years to de- 
velop the present warm air heating system. Will it take an- 
other two thousand years to perfect it? It will, if the present 
methods continue to prevail. In many instances sheet metal 
contractors buy the cheapest and most inefficient warm air 








ft Ve Oe” 1 


= " @ 





AMERICAN ARTISAN AND HARDWARE RECORD 


heater they can find, turn right around to the prospective cus- 
tomer and praise the same heater as the finest article on the 
market. Their customer accepts their word as the truth. 
Add to this an incorrect installation, and the result is that 
the customer becomes dissatisfied with the results obtained, 
blames the system and eventually tears out the plant and in- 
stalls hot water. 

I believe that the average sheet metal contractor uncon- 
sciously sells more hot water plants than he does warm air 
heaters. 

There is a remedy for this, and that is co-operation. 

Work with the factory from whom you buy your goods, 
ask your manufacturer to furnish you with correct capacities 
for each size heater. Ask him to guarantee these ratings. Insist 
on a formula for estimating heat losses in glass and exposed 
wall. Any other method of figuring capacities is, and espe- 
cially in cubic contents, absolutely wrong. 

Study heating. Read everything that pertains to heating. 
Some -of it will be bad, but a great deal of it will be good. 
As you study the subject more and more, you will be able to 
pick out the good and discard the bad. Talk heating to your 
competitors, compare experiences. Ask questions, foolish or 
wise. Do not be ashamed of your ignorance. No one knows 
it all. We all makes mistakes, but not all of us profit by the 
failures of others. 

It is only by co-operating with the factory from whom 
you buy your goods that all the abuses which at the present 
time not only discourage the manufacturer but cause him 
financial losses, can be eliminated. 

It has taken thousands of doflars and years of experience 
to accumulate the data which the manufacturer of furnaces 
can supply you with, and the sheet metal contractor should 
avail himself of such information. Especially as it is given 
willingly and free of charge. Perhaps if the manufacturers 
charged for this information, there would be more of it used. 

By using these data the contractor is helping himself to 
a more complete knowledge of the subject and cannot help 
but advance the interest of warm air heating. 

Each job is an opportunity to better conditions. Don’t 
let it get beyond your control. Keep the following three 
things in mind: 

A fair profit. 

An accurate job. 

And a conscientious installation—and you will find that 
every heater so installed, will sell two more. Tie opportunity 
down in your next customer’s cellar, and see if he does not 
knock again at your door. 

Take up the heating question in your meetings. 

Mr. John H. Hussie, of Omaha, has made the suggestion 
that the manufacturers in the various cities give a series of 
talks to the sheet metal contractors on. heating and its many 
problems. This I hope will be done, as a part of this year’s 
work in the two associations. These talks benefit the manu- 
facturer as much as they do the contractor. Open discussion 
of a subject cannot but help those most closely concerned. 
Besides, it should be a subject in which every sheet metal 
contractor should be ‘interested. 

Take it up with your trade schools. Teach your appren- 
tices the principles of heating. Develop thinking mechanics, 
not hand workers. If we are to have any marked advance 
in this science, we must teach the young boys all that is now 
known, and when they enter the field of heating they will have 
a foundation which many of us have had to spend years to 
secure, with many a monitary loss to discourage us. 

Be true to your trade. 

Be true to the ideals of your association. 

Seek to elevate, always, the standard of your trade. 

Co-operate with your friends, your competitors and even 
your enemies, and your efforts will be crowned with success. 
In other words be— 

“Royal,” “American,” “Star” Contractors, 
“Fix” everything you can, the best. 
Consider the “Home Comfort” of your customers, 
And be in the “Front Rank” of success. 
RELATIONS OF HARDWARE AND SHEET METAL TRADES. 


A. H. Gruendler, vice-president of the Sheet Metal 
Consumers’ Protective Association, spoke on “Rela- 
tions of Hardware and Sheet Metal Trades,” and ex- 
pressed the hope that others would reap the same 
benefit from the Association as he had—better rela- 
tions with his fellow businessmen. His address fol- 
lows: 

Mr. Toastmaster, Fellow Sheet Metal Contractors 
and Friends: Your Committee affords me the honor 
to say something in relation to the Hardware and 
Sheet Metal Trades. I took down a few notes so as 


not to exceed the limit of five minutes. 

The Hardware and Sheet Metal Trades are closely re- 
lated together. In fact, I believe closer than any two other 
trades. My reasons: About 80 per cent of the hardware 
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dealers throughout the country and city have in connection 
with their hardware store, a tin shop and possibly a fitrrnace 
department. 

The Hardwaremen and the Tinners- are men in my 
opinion about of the same type—they both have to work hard 
to get a start and then some. And I believe that the exchange 
of visits and suggestions by the members and officers of the 
two Associations would be of mutual benefit. Both Associa- 
tions are organized for about the same purposes, which are, 
good fellowship, education and more profit. 

I have been a member of the Hardware Association 
about eighteen years, and of the Sheet Metal Contractors’ 
Protective Association since its existence. I attend the meet- 
ings as often as I can. I feel like loosing an order when | 
miss a meeting. By attending these meetings you will always 
take something home, and if you apply it to your business, 
you will reap some benefit. 

By attending meetings with your fellow business-men, 
you lay aside all differences for the purpose of discovering 
how much good fellowship there is in meeting together. 

Now and then as equals and as brothers in the social of 
play, in the business life of frank and fair discussion of 
business questions, we find out, we different men of our trade, 
that as human beings, we differ only in incidentals but are one 
in the fundamentals, namely the great experiences, trials and 
sorrows that are the common lot. 

Out of this agreeable discovery will come for us Sheet 
Metal Men more tolerance, more kindness of feeling, more 
give-and-take than we have ever known before. 

Even when we shall differ—as, of course, we often will 
it won’t be with as much bitterness, as much bigotry and as 
much mean hate as of yore. It will not be a bad world when 
we have more brotherhood. 

NATIONAL WARM AIR HEATING AND VENTILATING AS- 
SOCIATION. 

Walter Wimmer, of the Wrought Iron Range Com- 
pany, spoke on the work of the National Warm Air 
Heating and Ventilating Association, of which he is 
vice-president, and outlined some of its activities: 

The National Warm Air Heating and Ventilating Asso- 
ciation is an Association of the manufacturers of “furnaces, 
registers and kindred lines. 

The objects of the Associa- 
tion are many, principal among 
which is to formulate plans for 
the correct installation of warm 
air heating systems, through sys- 
tematic education in every de- 
partment of the industry. This 
knowledge to be imparted to the 
dealer or installer of furnaces for 
his benefit, thereby assuring satis- 
factory results and eliminating 
many of the complaints, which in 
a majority of cases are caused by 
faulty installation. 

It is hoped that in time we 
may be able to get in closer touch 
with the architect, place before 
him the advantages of the warm 
air heating systems and secure his 
endorsement, either by personal solicitation, or through the 
Architects’ Association, with a view of their adopting plans 
and spccifications for the proper installation of warm ai 
heating systems. 

To furnish selling instructions for the dealers. 

To assist the dealer or installer in figuring his costs. It 
has often been found that the dealer in making up his costs 
of a job frequently figures only the cost of material and labor 
and ignores the overhead charges, thereby causing unfair and 
destructive competition, and at the same time, while he is 
laboring under the impression that he is making a profit, he 
has, in reality, unconsciously incurred a loss. 

To impress upon the dealers and the public, the value and 
importance of using the proper size pipe fitttings, registers 
and other accessories. 

To formulate and advance the adoption of a desirable 
Building Code. 

To induce Educational Institutions to give proper instruc- 
tions in warm air heating. 

To formulate an Advertising or Publicity Campaign. It 
is conceded that all furnace manufacturers are certain of 
the superiority of the Warm Air Heating Systems; but the 
public is not so well informed. The simple fact is that the 
manufacturers of furnaces have permitted the more wide- 
awake and aggressive manufacturers of steam and hot water 
boilers to place before the people through their big publicity 
campaigns (which I might wisely add are generally mislead- 
ing) and they have thus allowed the public to be persuaded 
that Steam and Hot Water is the only good system of heating, 
while in reality warm air furnace manufacturers, with a 
better proposition, backed up by the unanimous opinion of 
scientific men of the country, with the only absolutely health- 
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ful heating system, have allowed the hot water and steam 
manufacturers to get away with the business. 

It has long been recognized that the merits of the warm 
air heating systems have been misrepresented to the public 
and we must devise methods anl plans to get in closer touch 
with the buyer or user and submit them to him for his guid- 
ance. 

It is hoped that by means of this Publicity Campaign 
we will not only appeal to the dealers, but enlighten and 
attract the buyers or users. f 

The furnace manufacturers are in a peculiar position. It 
makes no difference how much pains or care we exercise in 
the construction of our heaters, the very life of our business 
is in the hands of the men who do the installing. Bear in 
mind that the manufacturers only furnish a part of the heat- 
ing plant in their factories and in the event that the. architect 
fails to give the heating part of the specifications due con- 
sideration, such as providing a chimney flue of ample size 
and construction, specifying a furnace with sufficient capacity 
and other important details, which generally is left to the 
dealer or installer to handle, as has been heretofore his 
custom—GUESS AT IT—then if the plant proves a failure 
it is not unusual for the manufacturer to be called upon to 
send an expert to determine the cause of the trouble, the 
expense of which frequently exceeds the amount of profit 
made on the sale of the furnace. Not only is that furnace 
condemned, but the warm air system of heating is affected and 
the possibility for future business in that particular locality is 
reduced to a minimum. 

This is one of the abuses we hope to eliminate, and it 
will, as a matter of course, take time. But if the manufac- 
turers can be induced to realize the importance of an Asso- 
ciation of this character, with aims and objects as outlined, 
and unite with us and through concerted action, there is no 
reason why the system of warm air heating should not be 
recognized as the most healthful and sanitary system of 
heating our homes thus far introduced, and placed in the 
highest estimation of the people, where it justly and rightfully 
belongs. 

HOW TO SECURE AND KEEP NEW MEMBERS. 

George FE. Kohlmeyer, secretary of the Sheet Metal 
Consumers’ Protective Association, had as his subject 
that of ‘““New Members,” and 
spoke of the efforts made to 
induce non-members to af- 
filiate themselves with the As- 
sociation and suggested sev- 
eral methods for securing this 
very desirable result. Mr. 
Kohlmeyer’s address follows: 


My subject for this evening 
is new members. But to that I 
will add “how to keep and inter- 
est them.” 

What has the Association ac- 
complished the past year towards 

“i acquiring new members? We 
George E. Kohimeyer. have tried a good many plans, 
but with indifferent success. We have mailed to the Sheet 
Metal Contractors in the city who are not members, approxi- 
mately 2,300 letters at cost, including stationery, printing 
and postage, of about fifty-nine dollars and fifty cents. Now, 
at the first glance it does not appear as if the percent- 
age of new members acquired justifies the outlay. But never- 
theless, the letters are a necessity and the proper thing. The 
reason for not attaining better results I attribute to this fact: 
that a person receiving a letter may have been interested and 
it may have made him feel as though he would like to join 
us. But there being no one to personally urge him the letter 
was soon forgotten. It was the same month after month, 
as none of the members could devote their time to this par- 
ticular branch, and the Association’s membership consequently 
suffered. Recently, proper arrangements have been made 
for a representative to take care of this part of the work, 
which will undoubtedly greatly increase our membership for 
the ensuing year. 

What this Association really needs is publicity. Con- 
cerning the trade papers, this part of the work is amply pro- 
vided for. But there are a great number of shops that do 
not take a trade paper, and consequently never hear of what 
we are doing. Do any of you ever remember reading an 
account in the daily papers about your delegates attending the 
National Convention? ‘You have probably read about the 
Cab Drivers, Brewery Drivers, Plumbers, Traveling Men and 
Bankers, in fact every phase in life, but a Sheet Metal 
Contractor. 

Another instance was our annual outing and of the good 
time we had, and also the banquet given here this evening. 
Those of us who are able to attend these affairs know what 


a jolly time we have, but the pressing need is to reach those 
who never attend, and those who are not members—to attract 
their attention and make them sit up and take notice, and 
awaken in them that yearning to become one of us, which 
will eventually increase our membership. We can do more 
good through the daily papers than through any medium that 
we possess. What we need is a publicity man or committee 
to handle that part of the Association’s work. Another propo- 
sition that would probably be of great benefit to the members 
is the issuance of a “For Sale” or “Exchange” list. I dare 
say: that there is hardly a shop in the city that has not an 
article of some kind that they would like to_dispose of; it 
may be a ventilator or a skylight that you have on hand, 
either through a change of plans, or a mistake—we occasion- 
ally make them as we are not all of us infallible. No matter 
what kind of an article you have, you can dispose of it, pro- 
viding you can reach the person that has use for it. The 
article you had for sale with your name and address, also the 
price, if you so desired, would be placed on a list and mailed 
out with the monthly letter, not only to the members but to 
the entire mailing list, giving you the opportunity and the 
privilege of adverising to every shop in the city, On the 
other hand, a firm not being a member and wishing the privi- 
lege of this list, would be given the option of becoming a 
member, or else paying a certain price for the insertion. The 
expense of this department could possibly be defrayed by the 
person making a sale allowing the Association a commission. 
This may also be the means of gaining new members. 

The next question is “how to interest the members?” By 
proper manipulation the genéral routine business of the Asso- 
ciation can be disposed of in about one hour’s time, unless 
we have a very large communication list, leaving the balance of 
the evening for discussion of such subjects that are thought of 
in a haphazard way. For this reason I would suggest that a 
certain subject would be selected for the different meetings 
throughout the year and conducted as follows: The Board 
of Directors or a committee, which ever way the Association 
designated, would select a certain subject, for instance, Warm 
Air Heating. To expedite matters I will say the Secretary 
would select four or five members familiar with this class of 
work, requesting them to write an article upox this particular 
subject; let the Secretary know who it was from, but not sign 
the letter. The letters would be read at the meeting and then 
be open for discussion upon that particular subject only. The 
object of not signing these letters is this: That I believe in 
some instances a person knowing that his name would not be 
made known would give a broader view of his ideas, and deal 
a little upon the “impossible,” and not only upon the plain, 
cold facts that we are familiar with. Again, on the other 
hand, a person discussing the merits of a subject would be 
apt to argue it more, not knowing who the author of it was 
In this manner the educational features of the Associatio 
would be unlimited. 

For over a year it has been the custom of the Association 
to give a cash prize of five dollars to some member in attend- 
ance, the object being to increase the attendance. The mem- 
ber receiving the cash prize, usually, at the following meeting, 
presented the members with a box of good cigars, which, 
naturally, made every meeting a smoker. It did not benefit 
the person a great deal to receive this prize, and consequently 
did not help the attendance. I would suggest in its place that 
we hold three or four general jollification meetings during the 
year with a smoker and refreshments, giving us an opportu- 
nity to get more intimately acquainted with each other and 
our competitors by passing a sociable and pleasant evening 
together. To substantiate the popularity of this suggestion, I 
noticed in reviewing the year’s work that forty-two members 
attended the April meeting, the largest attendance of the year. 
Looking up the cause of it I found that cigars and refresh- 
ments were served at that meeting. I do not believe that the 
members came becattse we served refreshments, but because 
they believed they would have a good time and get away 
from the general routine business, and discussions of the 
meeting. The meeting of May was the next largest in attend- 
ance and then fell gradually back to normal. 

My suggestions may not appeal to you very strongly, but 
if they will only get some of you to thinking along these lines 
and then suggest something that will be of benefit to the Asso- 
ciation and its members, I will consider my time well spent. 

In closing I wish to urge upon the members the necessity 
of a better attendance. Strive to attend at least six meetings 
for the coming year. An iron wedge is not a very formidable 
object unless you have a sledge to drive it. We have a num- 
ber of milling workers that constitute an excellent wedge, so 
what we really need is the attendance, or rather the sledge: 
by showing them that their efforts are appreciated you will 
give to them new courage, ambition and an increased impetuosity 
to accomplish better and greater results than they have already 
achieved. So let us all pull together and strive to make the 
coming year the most prosperous, glorious and the banner 
one of our existence. 


CUTTING OF BIDS. 
Charles Hopmann made an appeal for the applica- 
tion of the Golden Rule among sheet metal contrac- 
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tors in his address on “Cutting of Bids,’ which fol- 
lows: 

Cutting of bids is one of the most common evils known 
to the building industries. I don’t know how long it has 
been practiced, but do know it was practiced while I was 
serving my time as an apprentice. Cutting of bids is the 
principal factor in reducing profits. It is also the principal 
factor in breeding discord in an association, not to mention 
the animosity it creates between competitors. I cannot see 
the gain for anyone that practices it, except the general con- 
tractor. I heard where a certain contractor in St. Louis 
made four thousand dollars in letting a contract for iron 
work, where two contractors kept on cutting their bids until 
one got as low as he could and let the other have it. I 
attribute cutting of bids to the weak, selfish or jealous nature 
of man. One man is too weak to resist the desire to cut 
under his competitor’s¢bid, even though’ he knows it to be 
wrong; another does it because jealousy forbids him to let 
his competitor have a job if he can possibly prevent it, and 
still another wants to grasp all the jobs and let his competitor 
have none, like a certain .competitor once told me, that 
whenever he figured a job, he thought he ought to have it. 

To my mind, undercutting of bids is a very unprin- 
cipled act, especially when there is a great difference in the 
figures. It seems plausible to me that when a man puts in a 
figure on a job, he does so with the firm belief that it is a 
correct figure, one that according to his judgment he should 
get for the same. How in the world he can reduce this 
figure in some cases 25 per cent and as much as 50 per cent 
without a loss to him is beyond me. He certainly stamps 
himself as one that doesn’t know his business, or one who is 
trying to charge an exorbitant price to the purchaser, or as 
a fool without any principle. 

What would you think of a friend in a case where you 
both belonged to an association, whose rule it was to expose 
the bids before submitting same to the general contractor, 
and you were the lowest bidder, but he would get the work, 
claiming that the owner wanted him to do it; when you 
would go after the owner and let him show you where this 
friend had a bid in for less than your bid? I say, what would 
you think of him? I think I would call him anything but a 
man. Well, I had just such a friend that worked such a 
trick on me. 

What would you think of a competitor that would tell 
you, before he would let anyone get a contract for sheet 
metal work from a certain contractor, he would give that 
contractor a receipt in full for the contract before the work 
was started? In other words, he would do the work for 
nothing. I say, what would you think of such a competitor? 
Well, I heard one of my competitors. make those remarks. 

What would you think of a man that tells you, if he 
did not undercut bids, he wouldn’t get any work, one that 
tells you that he gets most of his work by this practice? | 
had an iron contractor tell me this. 

I assume that every one in our two Associations knows 
that cutting of bids is still practiced in our Association, al- 
though not nearly as extensively as before our organization, 
owing to our constant agtiation on the matter. He also 
knows that it is a detriment to the Association, a detriment 
to the goodfellowship. between competitors, and a serious 
detriment to a full pocketbook. I say, we all know this and 
also~know that it should be stopped, but how to stop it is 
the .question. 

I have been in business for over thirty years and during 
that time have, so far I know, been a member of every sheet 
metal contractors’ association existing, and always found the 
undercutting of bids to be the principal factor in sowing 
discord, and always have been one of the movers to blot out 
this evil. I have seen it tried by expulsion and by fines and 
in this, our present, Association by education. I mean by 
trying to educate the guilty ones to the point that they 
would know that it is to their interest to stop it. I am ready 
to admit that the last way has shown about the best results, 
but still there is a whole lot of room for improvement. 

It is a common occurrence to have a member tell you, 
“What’s the use of stopping it, as long as so and so does it 
I am going to do it, too.” I say, so far there has not been 
a successful manner of combat practiced and I only know 
of one more manner, and that is to apply the “Golden Rule.” 
In plain words, let us practice to do unto our competitor as 
we wish him to do unto us. Mark my words, not to do 
unto him as he does unto us, but to do unto him as we wish 
him to do unto us. Whenever you are tempted by a general 
contractor or any one else to cut your bid, “stop,” “think,” 
“ask yourself,” am I doing right? Would I like it if my 
competitor would cut his bid below mine, or would I like it 
much better if my competitor would stick to his bid, even if 
he only were a few dollars above mine and knew it to be a 
good job? I venture to say that your conscience will tell 
you, I would like it best if he would stick to his bid and let 
me have the contract. If you find that to be your answer, 
then apply the “Golden Rule,” fight down your evil desires and 
be a man, not a weakling. It takes a man to do right and 
only a weakling will do wrong intentionally. 

I predict that if you do this, you will be the gainer, because 
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when the next job comes along you may be the successful 
party, for, as the old saying is, lightning very seldom strikes 
twice in the same place, luck is bound to come your way 
sometime; it certainly will if you do right. Of course, it is 
up to every individual to be a competent man in his business 
and serve his customers well; otherwise he cannot expect 
success. 

You know everything being equal, the general contractor 
or owner would give the work to the man that serves him 
best. Now, I say, let us all in this new year make a vow to 
ourselves that henceforth we will be guided by the “Golden 
Rule”; that we will so much as in our strength, resist the 
evil desire to cut our bids under those of our competitor ; 
we will if opportunity presents itself, help our competitor to 
land the job that he is justly entitled to, and will not try to 
beat him out of it. If we all do this, we will be a happy lot 
of sheet metal contractors. 


TRADE RELATIONS AND POLICY. 


Frank B. Higgins spoke on “Trade Relations and 
Policy,” a subject, which he is well qualified to dis- 
cuss, as he is now a member of the Trade Relations 
Committee of the National Association of Sheet 


Metal Contractors. His address follows: 

I take it as a great compliment to be called upon to say 
a few words to you this evening. The subject that has been 
assigned to me for a five minute 
talk is on “Trade Relations and 
Policy.” In simple words, the 
feeling that should exist, and the 
method and manner of doing busi- 
ness, between the manufacturer, 
jobber, and consumer. 

Would that I could do this 
subject justice but I am not equal 
to the occasion, for I am not 
gifted with the power of oratory 
that the subject demands. To my 
mind it is one of very great im- 
portance to this organization. 

It is true that I have been a 
member of this committee in the 
Local and National Associations 
and have had some experience 





Frank B. Higgins along these lines. The relations 
that should exist and the policy of 
dealing with the trade is no conception of my mind or the 


work of the committee, but is a law that is laid down and 
enforced by every business organization in existence, and 
we felt that we were only keeping abreast of the times 
when a committee was formed to take up this work in this 
Association. 

At the start it was an uphil! job, but as time wore on 
our efforts began to show results, and today conditions are 
not as they were. In many instances it was reported that sales 
were being made directly by the manufacturer and jobber t 
the retail trade, thus causing the consumer, which we are, not 
only to lose a small profit on the merchandise, but also all of 
the labor connected with it. After many conferences with the 
manufacturer and jobber, there was a disposition on their part 
to discontinue this method of doing business, and there is a 
growing policy upon the part of all concerned to respect the 
trade rights of the sheet metal contractor by allowing sales 
to pass through the proper channel. 

The trouble has been, as I see it, with most of us that 
we lack faith in what can not be seen. We travel along in 
the same old rut, which seems to stretch out indefinitely, and 
just because we can not see the end of it we assume that the 
end is not there. But as a matter of sober, practical fact 
business is full of surprises; the rut which seems to lead 
nowhere has ways of broadening out suddenly and most 
unexpectedly. There are a multitude of things which are 
happening in business every day, to readjust the relations and 
policy, and many of them come without the slightest warning. 

Nothing in the world so puts a man in the way of under- 
standing the right relations and policy, as fair and square 
dealing with the manufacturer or jobber he spends his 
money with. 

In business matters we try to make every dollar count, 
and do not want the manufacturer or jobber, who — us 
with his product to become our competitor, which he does 
the minute he sells to the retail trade. And I am sorry to 
say that this has been the condition in St. Louis, which has 
caused the appointment of a trades relations and policy com- 
mittee in our Association. 

Trade relations by syndicated effort is something more 
than an ambitious dream. It is an actual achievement in 
cases too numerous to mention that no escape is left from 
the conclusion that the constructive powers of the right kind 
of trade associations are today only half appreciated. Only 
an association can bring about the right relation and policy 
in a comprehensive way. The individual can do nothing. 

This Association was organized for the express purpose 
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of serving the good of all and is recognized as the proper 
agent for this work. 

The Association can do it. A live organization, aggres- 
sively operated on modern lines, is a perpetual trade con- 
gress that can accomplish things in the best manner for the 
mutual interests of all concerned. I know the Association 
has done great work and has been a force in uplifting this 
special work. It is a force which has come to stay and has 
an important, necessary and legitimate work to do in changing 
the policies which were in effect a short time ago, and which 
should be abandoned. We believe that a permanent change 
on the part of the manufacturer and jobber can be brought 
about by the modification of selling to the retailer, which 
has caused friction in the past, and that changed conditions 
demand changed relations and policy on their part. Let us 
hope that all will soon awaken to the feeling that co-operation 
is gradually taking the place of competition. 

The great labor and industrial combinations throughout 
the world have shown how much good can be accomplished 
by joint effort. It remains with the men in our Association 
to follow and profit by their example. 

Just one word to the manufacturers and jobbers who 
are here tonight: Whatever your relation or policy may be 
toward our Association, we have dedicated this work for the 
betterment and uplift of the sheet metal trade. We sincerely 
hope it will merit your approval and that it may be unques- 
tionably beneficial to all who follow our line of business as a 
means of earning a livelihood. 


Among the many manufacturers and jobbers who 
were present or represented and who made short 
remarks were the following: 

William E. Ewing and H. Robinson of the Wheel- 
ing Corrugating Company; S. J. Waterman of the 
Stark Rolling Mill Company; W. H. Bryant of the 
Hagar Plant of Joseph T. Ryerson & Son; Frank 
Sweeney and E. C. Greuzenbach, of the Berger Man- 
ufacturing Company. 

James Barrett, secretary of the Alton, Illinois, As- 
sociation of Sheet Metal Contractors, brought greet- 
ings from his Association and congratulated the mem- 
bers of the St. Louis Associations upon their progress. 

THE WORK OF THE NATIONAL ASSOCIATION. 


Julius Gerock, Jr., of Gerock Brothers Manufac- 
turing Company, and first vice-president of the Na- 
tional Association of Sheet Metal Contractors, gave 
a brief history of the National Association, citing 
some of the many benefits which have come to the 
sheet metal contractor through its efforts. Mr. Gerock 
spoke as follows: 


The National Association of Sheet Metal Contractors was 
organized in Philadelphia, Pa., Feb. 21st and 22nd, 1905. The 
call for this meeting was sent out by the Norfolk, Va., local 
association. At that time the Norfolk local was one of the 
best organized and profit-making local organizations in the 
country. 

Representtives at the organization meeting were present 
from Brooklyn, New York City, Syracuse, New York; Mil- 
waukee, Wisconsin; Parkersburg, West Virginia; Baltimore, 
Maryland; Wilmington, Delaware; Washington, D. C.; Read- 
ing, Pennsylvania. These were represented by local organ- 
izations and in addition there were many individuals present. 

At the time the national was organized there were scat- 
tered throughout the country local associations here and there 
that were conducting their local affairs as best they could. 
There was no harmonious plan of action, from the fact that 
the locals did not know each other. The existence of local 
organizations previous to the National Association was pre- 
carious at the very best. There was no outside influence to 
stimulate such locals into activity and there was no experience 
from other organizations to guide them. 

The first work of the National Organization was to con- 
solidate all the existing locals that would affiliate with the 
National Body into a harmonious working unit. As each 
organization had been doing its work in its own local way, 
some difficulties presented themselves in this respect, but these 
were gradually overcome. 

Two features of work stood out very prominently from 
~ start—Trade Protection and the Securing of Better Mate- 
Tria 

At the time the National was brought into existence the 
jobbers and manufacturers in nearly all sections of the coun- 
try were disregarding the trade rights of the sheet metal con- 
tractors in the sale of material. About one year after its 
organization hundreds of letters were sent to every section 


of the country asking if the jobbers and manufacturers 
afford trade protection. In only seventeen instances out of a 
great number of replies received was protection extended to 
the trade. It was necessary to formulate a definite policy of 
trade protection and to convince the jobber that it would be 
to his interest to serve his greatest customer—the master sheet 
metal worker—by allowed sheet metal supplies to reach the 
consumer through him. A great change has come to our trade 
in the matter of trade protection. In most all the cities, 
where there are organizations, the sale of material direct to 
the consumer is more an exception than ‘the general rule. 

In order to secure better material and advise the manu- 
facturer of tin roofing plate of the exact condition of affairs, 
a conference of tin plate manufacturers and roofers was called 
in Baltimore in February, 1906. This has passed into history 
as the Baltimore Conference, and from the date of this con- 
ference there has been an honest effort on the part of manu- 
facturer of tin roofing to make a better product. This con- 
ference was attended by practically all the manufacturers of 
tin plate and a number of jobbers. The time was divided into 
two parts—the roofers told how they were losing tin roofing 
business by plates going bad. They presented the exact situ- 
ation to the manufacturers. The manufacturers expressed 
surprise when told of these facts. They had no idea of the 
number of roofs that were going bad. The result of the con- 
ference was the appointment of a Joint Committee on Tin Plate, 
consisting of representatives from the manufacturers and the 
association. This committee formulated a collective advertis- 
ing campaign for tin roofing and for several months spent 
about $1,600 monthly advertising the merits of tin roofing in 
the principal magazines. 

It can hardly be doubted but that the work of this Joint 
Committee was largely influential in turning the tide in favor 
of a more extended use of tin, for roofing. Working speci- 
fications were drawn and printed in proper form and sent to 
every architect in the country. Thousands of copies of the 
“Tin Roofers’ Hand Book” were distributed, and, in fact, 
today there is a constant demand for that book. 

Following along the same line of team work with the 
manufacturers of roofing material, the Cleveland Convention, 
in 1907, took action on the warm air furnace branch of the 
trade by requesting a conference with the manufacturers of 
furnaces. The development of this part of our work was slow, 
owing to the large number of furnace manufacturers being 
widely scattered over the country, and the effect of local con- 
ditions upon the manufacturer and installation of furnaces. 
After two years work, however, the assocjation had the pleas- 
ure of bringing the warm air furnace manufacturers into a 
National Association known as the Federal Furnace League. 
While the league did not accomplish all that was hoped for, 
yet, in conjunction with our organization it started an agita- 
tion for better furnaces and more scientific construction of the 
furnace and better installation. The Federal Furnace League 
went to pieces from causes that need not be discussed here, 
but upon it has been built a new organization of furnace man- 
ufacturers known as the National Warm Air Heating and 
Ventilating Association. This association is making commend- 
able progress and there is every reason to believe that it will 
be a most prominent feature in one of the most important 
branches of our trade. 

Educational work has always been prominent in our 
National Association. The proper training of the apprentice 
of today, in order that there may be efficient mechanics for 
the future, is receiving serious consideration. An exhibition 
of apprenticeship and journeyman handiwork was a prominent 
feature of our St. Louis convention. This exhibit laid a 
foundation for the appointment of the Educational Committee 
to outline a course of study for apprentices. After one year’s 
work of research and consultation with educators and others 
interested in industrial education the Educational Committee 
has formulated a practical course of study and training for the 
sheet metal mechanics that stands equal to that of any other 
building trade educational course. In Philadelphia there are 
about 50 apprentices learning the sheet metal trade who are 
privileged to attend the trade school one day each week with- 
out any deduction in pay. The same conditions exist here in 
St. Louis with the exception of the day class. Our apprentices 
attend the trade school three nights a week. It may well 
be doubted if there is another trade in the country that can 
boast of such a forward movement. 

Education is going along on other definite lines. Our 
National Association is endeavoring to have the sheet metal 
contractor educate himself to proper business methods and 
standards, to do sufficient bookkeeping to enable him to ascer- 
tain whether he is making or losing on contracts. 

Our Local Associations are organized along a practical, 
definite plan. While one of the main objects of trade organ- 
izations is to secure and maintain proper prices, in our method 
of organizing we believe in price building rather than in price 
making. We believe in a thorough understanding of the ele- 
ments that enter into a price and that when the cost of each of 
these elements is thoroughly understood price cutting and low 
bidding will eliminate themselves. 

At the present time our National Association extends 
from Salem, Massachusetts, on the Atlantic Ocean, to Port- 
land, Oregon, and Los Angeles, on the Pacific; from Milwau- 
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kee, on the Lakes, to Galveston, Texas, on the Gulf, so that 
we are, in fact, a National Association. 


F. G. Boyd, secretary of the Building Industries’ 
Association of St. Louis, spoke briefly but very elo- 
quently on “Benefits of Co-operation.” He called at- 
tention to the fact that the sheet metal trade in St. 
Louis would not now be on such a firm and successful 
footing were it not for the fact that the men engaged 
in the trade had been and now are willing to forget 
their personal differences and work together for their 
common good. 

John F. Bannon then spoke on “Quality of Work,” 
emphasizing the fact that as a rule sheet metal con- 
tractors do not get as good a price for high grade 
work as they were entitled. He stated that people 
were willing to pay a price commensurate with good 
work, and that when a contractor delivered a good 
job he should ask and receive a fair price therefor. 

A. Aufrichtig, Harry Van Bayse, Luke Tiernan and 
other “chestnuts” added to the good time by their fund 
of good stories and songs. 


The toastmaster called on Daniel Stern of AMERICAN 
ARTISAN, to make the concluding remarks, and Mr. 
Stern called attention to the fact that this was the 
fifth annual banquet and installation of officers of the 
two associations, and that instead of each one keeping 
apart from the other, both convened together and even 
invited the manufacturer to come and share in the 
festivities. It was a great step forward, when three 
branches of an industry which naturally might be 
thought to have many conflicting interests could thus 
mingle with each other in good fellowship. The splen- 
did papers read showed wonderful breadth of thought, 
and together with the feast of good things to eat the 
committee in charge had provided a flow of soul and 
a feast of reason for which it was to be congratulated. 
Such an occasion was worthy of being remembered as 
an epochal advance in business ethics by all who had 
been so fortunate as to be able to attend. 


The Banquet Committee, which was composed of 
Frank B. Higgins, E. B. Langenberg, Otto E. Cluss, 
Julius Gerock, Jr., R. E. Mackey and Henry W. Sy- 
monds, received many compliments upon the excellent 
arrangements which had been made and the manner 
in which everything was done to make the affair the 
splendid success it was. 
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PRODUCTION OF COPPER IN 1914. 








The copper production of the United States in 1914 
will show a marked decrease from that of 1913, ac- 
cording to figures and estimates collected by B. S. 
Butler, of the United States Geological Survey. Re- 
ports have been received from all plants known to 
produce blister copper from domestic ores and refined 
copper. At an average price of about 13.5 cents a 
pound, the 1914 output has a value of $152,400,000, 
compared with $189,795,000 for the 1913 output. The 
large decrease in production in 1914 was due to cur- 
tailment of production during the latter part of the 
year on account of the reduction in tonnage exported 
to Europe. 
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KEROSENE TORCH THAT WILL MELT 
COPPER ROD. 





Some of the tinners’ torches on the market are suit- 
able for only ordinary pieces of work, but on many oc- 
casions an extremely hot 
flame is required, and this 1s 
now obtainable in the new 
kerosene torch number 96, 
which is shown in the ac- 
companying illustration, and 
which, so the manufacturers 
state, will melt a quarter 
inch copper rod in a very 
short time. This new torch 
is made of heavy brass and 
is fitted with a powerful automatic brass pump which 
will produce ample air pressure in the tank. The flame 
produced is six inches long and as noted in the fore- 
going of extreme heat. Smoke and odor are also said 
to be practically eliminated owing to the improved 
construction of the burner. All parts are easily ac- 
cessible, so that if they should become clogged from 
impurities in the fuel they can be quickly cleaned, and 
for this purpose a cleaning needle is supplied, free of 
charge. Further information will be supplied on re- 
quest to the Clayton and Lambert Manufacturing 
Company, Detroit, Michigan. 





New Kerosene Torch. 





UTAH MINES SHOW INCREASED 
PRODUCTION. 





Utah is unique in the diversity of its metal produc- 
tion, particularly of precious and semiprecious metals. 
It does not rank first in the production of any of these 
metals, but it stands well among the leaders in the 
production of gold, silver, copper, lead, zinc, and va- 
nadium minerals. It ranks second in the production 
of silver, third in lead, fourth in copper, sixth in gold, 
and seventh in zinc. The recoverable copper con- 
tent of the ores mined in Utah in 1913, according to 
the United States Geological Survey, was 161,445,962 
pounds, valued at $25,024,124, against 137,307,435 
pounds, valued at $22,655,735, in 1912. The produc- 
tion of silver decreased in 1913, the recoverable con- 
tent of the ore mined being 13,084,835 fine ounces, 
valued at $7,903,240, against 13,835,903 fine ounces, 
valued at $8,509,080, in 1912. The recoverable lead 
content of the ores mined increased from 70,156 short 
tons, valued at $6,314,001, in 1912, to 83,063 tons, 
valued at $7,300,579, in 1913. The output of gold de- 
clined from 206,360 fine ounces, valued at $4,265,851, 
in I912 to 172,468 fine ounces, valued at $3,565,229, 
in 1913. The total value of the metal production of 
Utah in 1913, including a small amount of iron and 
vanadium ores, was $44,916,348 out of a total value 
of all mineral production of $53,606,520. In 1912 the 
metal production was valued at $42,944,888 out of a 
total of $51,004,942. 
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It is not clever salesmanship to sell a man what he 
doesn’t want. That sort of skill merely sends a man 
somewhere else when he does want something. 
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THE STEEL WORKERS. 





BY ELBERT HUBBARD. 





We live in the, Age of Steel. Steel is the synonym 
of civilization and the badge of prosperity. When the 
railroads are buying steel, double-tracking or extend- 
ing their lines, everybody is prosperous. 

Then the farmer builds barns, puts up silos, con- 
structs fences, and the young folks fall in love, buy a 
lot and make a home. 

Iron and steel enter into every building project. 

America, by reason of her enormous consumption 
of metals, has earned the title of ‘““The Land of Steel.”’ 

We are a nation of builders. 

True progress is possible only where there is mutu- 
ality and co-operation—where we see the seeming 
paradox of individual liberty harnessed to the car of 
common weal. 

To certain persons of “artistic temperament” the 
terms “commercialism’’ and “industrialism” are an- 
athema. 

They see no beauty in the smokestack, the sky- 
scraper, the huge mills, or the flying locomotive. 

They perceive only the dewdrop, the lily, the clouds, 
the cobwebs, the moonshine. 

‘They rave about the grotesque gargoyle upon some 
old church-tower, but can not imagine the chimney 
yonder, as it gives out its incense of commerce, as a 
monument to the glory of the eternal energy of man. 

They rhapsodize abou®the sunset, but fail to see 
the magnificence of the workman at the forge—framed 
in glowing gold—pounding pliant metal into forms of 
use and beauty. 

And again we hear men speak of the sordidness of 
industrialism: “The dragnet of avarichiousness en- 
meshes us; the collections for foreign missions show 
a lamentable decrease, and the automobile industry is 
booming.” 

The soap-box reformer spiels of the luxuries of the 
rich and draws a harrowing contrast between the 
Brussels carpets and the elbow-cushions of the para- 
sites, and the “laboring classes.” 

And some few, mistaking the shadow for the sub- 
stance, the mirage of ease for the oasis of success, 
leave the beaten upward track and slide down the 
toboggan of inertia into the bread-line, where men 
shuffle into dusty death. 

The vast majority of us, though, realize that indus- 
trialism is the lifeblood of the nation, that nothing con- 
tributes more to a nation’s greatness than its men and 
women who work, and that true progress is the natural 
resultant of a people bound together with the sympa- 
thy and mutuality incidental thereto. 

We realize that the Mesaba Range and the Steinway 
piano are associated by applied ideas. Steel is every- 
where where we build. 

Circus-horses, farm-horses, wear it for shoes. We 
have wire rope in elevators, and telephone-wires, and 
all kinds of electrical wires, from the ignition-wire in 
the automobile to the submarine cable. Aeroplane- 
plates, boiler-plates and castings are made of steel. 

We sleep on steel springs, and shave with a “safety.” 

We fence our farms with steel and build ships of it. 


We use nails and tacks, and the shafting for machin- 
ery is nothing more nor less than big round wire. 

We see all these things in the manufactured goods. 

We talk of the tone of the gramophone, we boast 
of the wonderful speed, endurance and economy of 
upkeep of our autos. We speak of cheap and rapid 
transportation ; of our comfy bed, our easy shave. 

But do we ever associate these things with our great 
steel industry and the men in the mills? I hope we do. 

Here’s to the men in the mills! 

May they always have work, and good sure pay at 
something more than a living wage. May they never 
be humiliated by the “blue envelope,” and all the grief 
and disgrace that goes with it. May each buy and 
own his home, a ticket to the library, have a savings- 
bank account, a right to the old-age pension, and the 
respect and gratitude of a nation that knows that we 
are what we are on account of our inventors, finan- 
ciers, engineers, and the men in the mills “who go 
forth to their labors until the evening.” 
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FIREPOT WHICH HAS EASY FILLING TANK 








Very often considerable loss is occasioned when fill- 
ing the tank of a tinners’ firepot through the waste of 
a fuel in filling. It has been the aim 

of the Ashton Manufacturing 
Company to provide in connection 
with their Number 61 Red-Hoi 
Steel Tank Coil Firepot, shown 
in the accompanying illustration, 
a tank which has a large filler 
plug and funnel to prevent thi; 





be the strongest and most service- 
able on the market. The coil an: 
burner are said to be made of the 
best steel, producing an intense 
No. 61 Red Hot Firepot heat, and to work perfectly out of 
doors in winter weather. A copy of the catalog de- 
scribing fully this and other firepots will be furnished 
by the Ashton Manufacturing Company, 17 Nevada 
Street, Newark, New Jersey, will be forwarded free 
upon request. 
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AMERICAN ARTISAN FOUND WHAT HE 
WANTED. 


———__-— 





To AMERICAN ARTISAN: 
I soon found what I wanted after I advertised in 
AMERICAN ARTISAN. 
Your Reader, 
GEORGE UEBELACHER. 
Box 176, Welcome, Wisconsin, January 8, I915. 


+> 
a 





Business is a game. In that lies its interest to us, 
that is what makes it a pleasure. In playing the game 
play it fair. If your competitor scores one over you, 
don’t get sore and resort to dirty work, but inStead 
acknowledge the point he scored, and try to come back 
at him harder than ever. The trading public admires 
a clean player who can play the game fairly and the 
admiration of the trading public can be coined into 
gold dollars. 


waste. This firepot is claimed to . 
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1,123,218. Sheet-Metal Receptacle. Forée Bain, La 
Grange, Ill. Filed Feb. 23, 1911. Serial No. 610,240. Re- 
newed Oct. 17,1913. Serial No. 795,789. 

1,123,226. Door Check and Closer. Charles V. Berry, 
Mansfield, Ohio. Filed April 10, 1913. Serial No. 760,240. 

1,123,235. Miter-Box. Artemus-Calvin Brown, Salisbury, 
Md. Filed Feb. 6, 1912. Serial No. 675,731. 

1,123,242. Safety-Razor-Blade-Sharpening Holder. James 
A. Carmon, Chicago, Ill. Filed July 11, 1914 

1,123,248. Pliers. John K. Champ, Paris, Ky. Filed 
Nov. 18, 1913. Serial No. 800,877. 

1,123,259. Cork-Extractor. Joel H. Du Bose, Clarksville, 
Ga., assignor of one-half to John K. Smith, Grand Rapids, 
Mich. Filed June 29, 1912. Seriai No. 706,704. 

1,123,266. Roofing Implement. Jeremiah N. Farnham, 
Rockland, Me. Filed May 10, 1913. Serial No. 766,784. 

1,123,285. Lid for Cooking Vessels. Foster W. Haver- 
ley, Covington, Pa. Filed May 29, 1914. Serial No. 841,845. 

1,123,287. Stay-Roller for Sliding Doors. Fred H. Heise, 
Manson, Ia. Filed Oct. 23, 1913. Serial No. 796,793. 

1,123,318. Cooking-Stove. :Otto Kuekes, Pittsburgh, Pa. 
Filed Feb. 4, 1918. Serial No. 746,196. 

1,123,871. Razor-Blade. Alfred W. Proctor, Brooklyn, 
N. Y., assignor to The Gillette Safety Razor Company, a 
Corporation of Maine. Filed March 28, 1912 

1,123,410. Trap. Albert F. Smith, Siloam Springs, Mo. 
Filed Jan. 23, 1914. Serial No. 813,956. 

1,123,482. Cover for Buckets and Pails. Edward A. Un- 
versaw and Albert H. Unversaw, Indianapolis, Ind. Filed 
May 12, 1914. Serial No. 838,022. 

1,123,447. Wringer attachment for Washing-Machines. 
Gustave Wenzelmann, Galesburg, II]. Filed Oct. 23, 1911. 

1,123,478. Spring-Hinge. Francis Brucker, Lansing, 
Mich, Filed Jan. 16, 1914. Serial No. 812,560. 

1,123,593. Skate. Milton B. Reach, Chicopee, Mass., 
assignor to A. G. Spalding & Bros. Man’f’g. Co., Chicopee, 
Mass. Filed July 12, 1913. Serial No. 778,806. 

1,123,647. Mail-Box. Albert H. Ackman, Billett, Ill. 
Filed April 29, 1914. Serial No. 835,289. 

1,123,650. | Mail-Box Attachment. Anders Anderson, 
Lindsay, Neb. Filed Dec. 15, 1913. Serial No. 806,851. 

1,123,714. Safety-Razor. Clifford E. Dunn, Plainfield, 
N. J. Filed April 14, 1911. Serial No. 621,007. 

1,123,727. Prepared Roofing. Solomon H. Goldberg, Chi- 
cago, Ill., assigner to The West Coast Roofing and Manufac- 
turing Company, Chicago, IIl., a Corporation of Illinois. Filed 
April 23, 1912. Serial No. 692,610. Renewed May 23, 1914. 
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1,123,741. Fastener for Doors. Clement V. Hill, Trenton, 
N. J. Filed Sept. 25, 1914. Serial No. 863,518. 

1,123,749. Automatic Damper. John V. Kammers and 
James H. Brophy, Lamont, Wash. Filed March 10, 1914. 

1,123,767. Double Door. Howard M. Leonard, Jackson, 
Mich., assignor to Ruby Manufacturing Company, Jackson, 
Mich. Filed Feb. 26, 1912. Serial No. 680,105. 

1,123,784. Mop-Holder. Peter W. Mulder, Bethel, Kan., 
assignor to Edwin L. Miller, Kansas City, Mo. Filed April 
10, 1914. Serial No. 830,885. 

1,123,785. Washing-Machine. Thomas J. Nash, Lincoln, 
Neb. Filed Oct. 21, 1913. Serial No. 796,438. 

1,123,810. Door-Check. John H. Shaw, New Haven, 
Conn., assignor to Sargent & Company, New Haven, Conn., a 
Corporation of Connecticut. Filed Oct. 24, 1910. Serial No. 
588,719. 

1,123,840. Sad-Iron. Adelbert E. Bronson, Jr., Cleve- 
land, O. Filed Dec. 12, 1910. Serial No. 596,757. 

1,123,847. Metal-Sash Joint. Alfred Clark and George 
Warren, Philadelphia, Pa. Filed Feb. 20, 1914. Serial No. 
819,928. 

1,123,900. Garden-Hose Holder. Lee B. Leslie and Max 
E. Feuerbacher, Dallas, Tex.; said Feuerbacher assignor to 
said Leslie. Filed June 16, 1914. Serial No. 845,360. 

1,123,918. Gate-Hinge. George E. Mueller, Adrian, Mich. 
Filed March 13, 1914. Serial No. 824,531. 

1,123,929. Grape-Shears. Alexander C. M. Russell, Ben- 
ton Harbor, Mich. Filed July 17, 1914. Serial No. 851,469. 

1,123,953. Horseshoe. Mikhael Szarka, Perth Amboy, 
N. J., assignor of one-half to Mihaly Dudas, Perth Amboy, 
N. J. Filed June 10, 1914. Serial No. 844,298. 

1,124,026. Kerosene-Burner. Floyd J. Johnson, Duluth, 
Minn. Filed Oct. 3, 1914. Serial No. 864,803. 

1,124,048. Animal-Trap. Nicola Liberato, Lusk, Pa., as- 
signor of one-seventh to Henry L. Meerhoff, Irwin, Pa., 
one-seventh to Antoni Di Crescenzo, Manor, Pa., and one- 
seventh to Louis Della Penna, one-seventh to Fileno Mas- 
trocolo, one-seventh to Jiovacchino Di Prinzio, and one- 
seventh to Agostino Marchisio, Rillton, Pa. Filed Aug. 25, 
1913. Serial No. 786,520. 

1,124,046. Combination Shovel and Ax. Victor Leon 
Lopez and Amado L. Romero, Montecito, Cal. Filed Dec. 31, 
1913. Serial No. 809,705. 

1,124,089. Washing-Machine. Jacques D. Williome, St. 
Louis, Mo. Filed Aug. 21, 1911. Serial No. 645,291. 

1,124,125. Cork-Extractor. Nicholas Freres, Racine, Wis. 
Filed Jan. 21, 1914. Serial No. 813,478. 





\ 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








MARKET FEATURED BY ADVANCE IN WIRE 
AND OTHER LINES. 


While the volume of business in finished material is 
increasing and the general conditions of the market 
are improving, there is no great movement to record 
nor any unusually large orders. The first two weeks 
of the year are usually given up to inventory on the 
part of those who are classed as buyers and it is there- 
fore only reasonable to expect that the middle of the 
month will be the date when the heavy buying move- 
ment will be under full way. 

It is therefore worthy of special notice that bars, 
plates and shapes are quoted at an advance of $1.00 
a ton and that wire products are also advanced the 
same amount. Outside of rails, these four com- 
modities represent in volume more than one-half of 
the finished steel output and the advances are there- 
fore especially important. Bradstreet’s reviews con- 
ditions as follows: Trade trends are on the up grade, 
with the movement in distributive channels conserv- 
atively steady rather than rapid. The week’s develop- 
ments reflect seasonable quiet in wholesale lines, much 
unfinished inventorying, some slight improvement in 
textiles for early spring shipment, better retail trade, 
thanks to clearance sales, light stocks in the hands of 
final distributors, resumptions of industrial plants, in- 
creased employment by railways, easier rates for 
money, freer collections at cereal producing points, 
enlarged buying of commercial paper in the West, ex- 
traordinarily high prices for wheat, an exceptionally 
large movement of grain, exports of which, as well as 
of cotton, continue heavy; continued improvement in 
iron and steel, growth in the belief that commercial 
liquidation has been well-nigh completed and marked 
hopefulness as to the future, except at the South, 
where the situation, though mottled, is a little better.”’ 

Railroad buying is not developing quite as fast as 
some have looked for, but there is now pending busi- 
ness including 300,000 tons of rails. A considerable 
number of orders has also been placed for cars and 
locomotives. 

In spite of the advancing price on spelter, there is 
still some shading done on galvanized sheets, but this 
may be explained by the fact that the sheet business 
has been at a very low ebb for a long time and mills 
are endeavoring to get business to keep their plants 
operating. Generally speaking, the market shows 
every indication of being in a healthy condition, and 
prespects are that orders for delivery later on will not 
be accepted without an advance. 





STEEL. 
That the market in general is really on the upgrade 
was demonstrated in a very conclusive manner during 
the week by the fact that the efforts to shade the 1.10 


cents f. o. b. Pittsburgh price failed. Makers are now 
asking 1.15 cents for second quarter shipment. In the 
Pittsburgh district, buying has not been quite so heavy 
since the opening of the year as it was during the last 
two weeks in December, but specifications have been 
coming in good volume and have thus enabled mills 
to increase prices about 50 per cent of their capacity. 
In Chicago, the market is in good condition and 
although active, new business at the advanced prices 
has been comparatively small: Agriculturaf implement 
makers are taking out greater tonnages than had been 
expected. The Chicago price is 1.29 cents. In plates 
and bars, only comparatively small tonnages are being 
sold. A much improved sentiment is, however, in 
evidence, and as stocks in the hands of consumers are 
unusually small, buying should be at a fairly con- 
tinuous rate and the demand should increase as the 
year grows older. 


COPPER. 

The copper market, while not particularly active, 
shows an advance in price asked by first hands, Elec- 
trolytic now being quoted by these interests at 13.62% 
to 13.75 cents for thirty day delivery. Conservative 
producers believe that it is not wise to force the price 
up too high and point out that so long as practically 
one-half of the productive capacity of the mines is idle 
and could easily be put into operation, conditions are 
good enough so far as prices are concerned and that 
there must be a considerable improvement and a re- 
turn to fairly normal conditions in domestic consump- 
tion before much of an advance can be legitimate. The 
outside market is reported to be asking 13.50 to 
13.62% cents for thirty day delivery on Electrolytic 
and 13.37% to 13.40 cents for Casting, with Prime 
Lake at 13.621%4 to 13.75 cents. 


TIN. 


Not a very large amount of business in tin has been 
transacted during the week and the market has fluct- 
uated up and down. Indications are that while buyers 
do not manifest a great deal of interest, either in spot 
or future delivery, quite an amount of business will be 
done with the larger consumers if prices go down a 
little, as tin at its present price is on a safe basis to 
buy. Consumers seem determined to buy only on a 
decline and to hang back as soon as the market ad- 
vances. There is a total of 730 tons of arrivals during 
the week and this naturally had some influence upon 
the market. New York quotations on the Metal Ex- 
change are given as 33.25 to 33.75 cents in five ton 
lots for spot delivery. There are no changes in Chi- 
cago prices and the solder quotations also remain at 
the figures quoted January goth, as follows: XXX 
Guaranteed, % & 14, 213% cents, Commercial, 44 & %4, 
20% cents and No. 1 Plumbers’ 1834 cents. 
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TIN PLATE. 

Although the tin plate market is rather quiet, its 
tone is considerably stronger than it was a few weeks 
ago. Specifications against contracts have been 
coming in at a very good rate and most of the mills 
have been able to increase working forces to practi- 
cally normal capacity. 


WIRE PRODUCTS. 

As noted in AMERICAN ARTISAN of January 9th, the 
market on wire products has been advanced from the 
$1.50 basis to $1.55 and none of the independent 
makers who have been quoting the lower price are 
now willing to take less than $1.55. There is still a 
considerable demand for barb wire, to be shipped to 
the belligerent nations in Europe, and the fact that 
the mills have been able to keep operating at fairly 
good capacity owing to orders of this kind, naturally 
has tended to make conditions better in this field than 
in others of the finished steel products. 

SHEETS. 

Although manufacturers of steel sheets in the Pitts- 
burgh district have been receiving heavy specifications 
against orders for this product, prices have shown no 
appreciable improvement. In fact, mills still continue 
to shade the figure of nominal market quotations 
about $1.00 a ton on attractive business. This even 
extends to galvanized sheets which because of the 
advanced spelter market ought to be sold at a higher 
price rather than being shaded. Galvanized 28 gauge 
sheets are quoted nominally at 2.80 cents f. o. b. 
Pittsburgh, but that figure has been shaded in numer- 
ous instances and in Chicago, the corresponding price 
of 2.89 cents is also only a nominal figure. 





SPELTER. 

Owing to a heavy demand from abroad and also 
frem the domestic brass industry, the spelter market 
has advanced at a steady rate until prime virgin 
spelter cannot be obtained at less than 5.90 to 5.95 
cents, East St. Louis, or 6.05 to 6.10 cents New York. 
In fact, some producers are asking as high as 6.20 
cents, f. 0. b. New York. The special grade used by 
the brass interests is practically sold as a result of the 
heavy demand from Europe and the price is now 7 
cents, New York, for this grade as compared with the 
usual premium of a quarter of a cent per pound for 
prime Western. The Chicago quotation has gone up 
from 6 cents to 6% cents. 





PIG IRON. 

The pig iron market is fairly steady although it has 
been rather quiet since the middle of December. In 
the Pittsburgh district, there is very little activity out- 
side of the interest taken in the negotiations for large 
quantities by one of the heavy buyers from the electric 
and specialty field. 

Cincinnati reports that shipments are going forward 
in a satisfactory manner and that the feeling in the 
market is much more optimistic as the trade in general 
realizes that prices are at rock bottom and that the 
next move will be an advance. Although there has 
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been a steady inquiry and quite a bit of selling ip 
Chicago, the pig iron situation can hardly be described 
as more than moderately active. Southern sellers are 
said to be practically out of the Chicago market except 
for those melters who must have Southern grades for 
their particular output. 


Rogers, Brown and Company’s market report, Cin- 
cinnati, Ohio, January 15, 1915: 

General trade and financial conditions appear to be rally- 
ing consistently; the underlying sentiment in the iron trade 
is improving accordingly, but the week has seen no particular 
demonstration in the way of sales in the pig iron trade. 
Locally the market is marking time, inquiries and sales being 
small, but movement on contracts and consumption by buyers 
are on the increase. Sales made are for a variety of grades. 

In many of the consuming plants, particularly the steel 
end, business has accomplished a marked improvement. It is 
reported that the Steel Corporation’s business has increased 
some half million tons in orders during December, and that 
present total is the largest since the close of August last, with 
other plant improvement reported and the outlook promising. 

During December the Eastern and Northern furnaces in- 
creased their unfilled orders and decreased stocks on the 
yards to a considerable degree. Pig iron production during 
December registered further decline, being less than one and a 
half million tons, and bringing the total production for the 
year to twenty-three million tons (which was about what was 
figured by conservative estimators), a loss of 7,700,000 tons 
from 1913, showing the extent to which the industry suffered 
during the year. 

The whole business fabric is better and stronger than a 
week ago, slight though improvement is, and no untoward 
incident has appeared to shake the existing confidence. 

The coke market is quiet and is not reflecting, as would 
be desired, even the improvement in sentiment, although coke 
sellers closely in touch with the general situation are cheer- 
ful. Inquiries and sales are practically nil, the whole waiting 
for increase in pig iron production which would take furnace 
coke on contracts now held up and produce new business. 


Matthew Addy & Company’s Market Report, Cin- 
cinnati, Ohio, January 15, 1915: 


Cheerful information in regard to the increase of foundry 
business is abundant. One large foundryman reported to us 
this week that he had more orders on his books than he had 
had for three years. Another, when one of our representa- 
tives was calling on him, refused to accept a rush order be- 
cause he was already so busy that it was impossible to take 
on more work that was needed in a hurry. 

There is no question at all but that melters of pig iron are 
experiencing a great change for the better. Three months 
ago most of them were nearly idle; now they are running full 
time, and it is not altogether due to orders for war material. 
Recently one foundry advised us that 80 per cent of their 
output was intended for belligerents in Europe and that only 
20 per cent was for domestic consumption. The orders from 
abroad continue, but happily home business has greatly in- 
creased. That is the cheerful side of the picture. The other 
side—that of the furnaces—is not so bright. As yet, the 
large business of the foundries has not affected the makers 
of pig iron except that orders are more plentiful and ship- 
ments are larger. Prices are still at the bottom. It is fash- 
ionable to talk about the poverty of the railroads and to weep 
over the poor cotton growers, bah! their troubles are a drop 
in the bucket compared with those of the makers of pig iron 
The latter have had the cruel choice of blowing out and 
maintaining the heavy expenses of idle plants, or else run- 
ning and selling at a loss; and yet no voice has been raised in 
their behalf. But if the situation continues to improve at 
the present rate, very shortly pig iron prices will show an 
improvement, and it is predicted that when the betterment 
begins it will come to stay. 

No special features have been marked in the business of 
the week. There has been more purchasing and the volume 
of sales is large in the aggregate. Shipments are much heav- 
ier. Inquiry is increasing. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


cements containing Western Hardware and Metal aia corrected weekly. 


FIRST QUALITY BRIGHT 
PLATES. 

Per Box 
1C oo ENE $6 90 
IX SR ee 7 65 
IxxX I wi vel Ana ere he noch we 8 45 
ae gy . 9 25 
seee Go eee 10 10 
I ERS ee 13 80 
Ix ER SU air ae Ue 15 30 
IxxX ete e's yt pan 16 90 
Se ES otk ss vn ast .18 50 
beee " Ree 

COKE PLATES. 
Cokes, 180 Ibs..... : 20x28 $ 7 45 
Cokes, 200 Ibs....... 20x28 7 70 
Cokes, 216 Ibs....... IC 20x28 8 05 
Cokes, 270 Ibs....... IX 20x28 9 80 
PIG IRON. 

Northern Fdy., No. 1.......... $15 00 
Northern Fdy., No. 2.......... 14 50 
Northern Fdy., No. 3.......... 14 25 
Southern Fdy., No. 1.......... 16 10 
Southern Fdy., No. 2.......... 15 85 
Southern Fdy., No. 3.......... 15 60 
Lake Sup. Charcoal....... .s- 1660 
PRR ccc oo se 5dbinceanian 14 50 


per 100 Ibs. $1 95 

..-per 100 lbs. 2 00 
per 100 lbs. 2 05 

per 100 lbs. 2 





ONE PASS COLD ROLLED BLACK. 
So ae per 100 Ibs. $2 15 


No. 22-24..........per 100 Ibs. 2 20 
NOs 26..000s0000ss 08 100 the. 2.25 
ae < RES Rea .per 100 Ibs. 2 30 
ee per 100 lbs. 2 35 
GALVANIZED. 
ee eee per 100 Ibs. $2 60 
Dey BOSED. 06 <cks<z per 100 lbs. 2 75 
we per 100 lbs. 2 90 
SS ere per 100 lbs. 3 05 
eee per 100lbs. 3 20 
Sea per 100 lbs. 3 35 
yy eee per 100 lbs. 3 65 


POLISHED SHEET STEEL. 


ae per 100 Ibs. $4 55 
ve OE per 100 lbs. 4 65 
oe ere per 100 lbs. 4 75 
PO DEkcccsane cates per 100 lbs. 4 85 


SMOOTH STEEL. 
Per 100 lbs 


Wo20d's Smooth, No. 20......... $3 00 
“a ™ No. 22-24...... 3 05 
e ee No. 25-26...... 3 10 
= ” Sy : Oe 3 15 
cae " i ee 3 25 


PATENT PLANISHED SHEET 
IRON. 


Patent Planished Sheet Iron, 
100 Ibs $9 


PATENT PLANISHED SHEET 


STEEL. 
Dickey Planished Sheet Steel...... 84 
SOLDER. 
XXX Guaranteed J ie -perlb 213c 
Commercial 4 & 4.. a 20ic 
No. 1 PRAMDGRs «.cccsvcce ~~ ae 
SPELTER 
PR, esis pnd akiny se eeetaoe 6}c 
SHEET ZINC 
7 ee ere $9 25 


Leas than Cask lots....$9 50 to 10 00 


COPPER. 
Copper sheet, base. ........++00-18}C 








LEAD 

fanpdionss Peticn¢kscsdswancet ve $3 85 
National (White) brands (in jess 

than 100 tb. lots), per fb........ 
Sheet. 

Full coils......... per 100 Ibs. $6 2C 

Cut coils......... per 100 lbs. 6 25 

ALUMINUM. 

Carload lots. 

No. 4 Pure Ingot...... per lb. $0 23 

 Sotxstastbesce = 34 

TIN. 
DMRS 5:60 sa50ckeaee per Ib. $0 37 
MOGs is dosseseaes me 38 
HARDWARE. 
ADZES. 

Carpenters’. 

Plumbs..... Se ceneccvccccencs eee 
Coopers’. 

ey erry 

White’s...... cenccercecesesessaeee 
Railroad. 

DORMER. 2 sc ccvcesccssctcosssaeeye 
Ship. 

Say pe ee woe. 40% 

Wink ton once cece oes pesnnene 


AMMUNITION. 


Caps, Percussion——per 1,000. 
r L., Waterproof, 1-10s........ 47c 
 RRRS paarneryraae S 35c 
Musket Ln snigukiads>seaheaun Keel 68c 
. | Shells, Loaded— 
Loaded with Black Powder..... 40% 
Loaded with Smokeless Power, 
medium grades.......... 40 & 5% 
Loaded with Smokeless Powder, 
high grade........ 40 & 10 & 10% 
Winchester: 


Smokeless Repeater Grade. .40 & 5% 
Smokeless Leader Grade 40&10&10% 
RC POE ook snik's ove cued 40% 


Gun Wads—per 1,000. 


Winchester Gun Wads......... 15% 

Powder. Each. 

DuPont’ s Sporting, oe six eahe ~% 25 

4 kegs.. 3 40 

ny ve 4 kegs.. 1 85 

DuPont’ s Canisters, 1- ae ats 4 

1 

oni Smokeless drums... 23 49 

~ kegs. . 11 88 

“ “ }- keg 6 08 

8 ** —-10-can ‘am 4 86 

20 ve 3-kegs.. 3 12 

? ow canisters 54 

Shot. 

Drop shot, sizes smaller than 

B 25-Ib. bags, per bag....... $1 70 
Drop’ shot, B and larger sizes, 

25-tb. bags, per bag........ 1 95 

Buck shot, 25-fb a per, bag 1 95 

Chilled shot, 25-tb. bags, 1 95 

ANCHORS. 
Expansion Screw Anchors........ 60% 
ANVILS. 

Trenton, 70 to 80 Ibs...... otc per Ib. 
Trenton, &3 te 150 Ibs...... 9c per lb. 
ASBESTOS. 

Board and Paper.......... $3 00 Cwt 








ee BEATERS 
ee FEET PET 70 ‘ 
ont es su Ss wee Che eee es 30% Carpet. Per dos. 
CRI 6 IFGE sok cise ooo tes 70% No. 13 Tinned Spring Wire... 0 90 
No. 11 Spring Wire coppered. 1 30 
an BU, 2D PON. Sincd acect'aes 
ollow. 
: Egg. Per doz. 
*s—list $30.00...... 75 A 5 
an seg ieee 06 No. 50 Imp. Dover... .. 0 15 
No. 150“ “ hotel.... 1 50 
Post Hole. s ny Heavy hotel tinned. . : bo 
Digwell, 8-inch....... erdoz.12 50} No. 15 “  « ees 
Iwan’s Post Hole and Well... 40% No. 18 “ “ “ 4 50 
Vaughan’s, 4 to 9-in...per doz. 6 60 
Ship. ae BELLOWS. 
Ford’s, with or without screw. 50% | SPP PEPE EE CERT OTE 65% 
Snell's 40-5% Hand. 
BONGR, 5 ba beiansn << per doz. 7 50 
AWLS. SPIN is cine <couds 9 40 
Brad. Moulders’. 
No. 3 Handled....... per doz. $0 40 3 
No. 1080 Handied. 95 ON ye ery ee y 12 6€ 
Shouldered, assorted 1 to 4, aan 
BS aE re per gro. 
Patent asst’d, 1 to 4.. - 70! Call. BELLS. 
3-inch Nickeled Rotary Bell, 
Harness. Bronzed base...... per doz. $5 00 
SS Pee ae a 95 | Cow. 
Patent.............. “ oe eee 
MU a dng 6 dhs Ses On 65&10 
Peg. Door. Per doz. 
Shouldered.......... wd 1 50 New Departure Automatic... $6 50 
Pe t555oho0 xe oar “ 65 Rotary. 
3 -in. Old Copper Bell....... 4 00 
3 -in. Old Copper Bell,fancy. 6 00 
Scratch. 3 -in. Nickeled Steel Bell.... 4 50 
No. 1 handled....... “ 5 40| 34-in. Nickeled Steel Bell.... 5 00 
No. IS, socket han’ld. per. doz. : 2s 
No. 7 Stanley........ 1 75 Hond. 
Hand Bells, polished déeaeer 40&10' 
Li | OS a ry ee 40 
AXES. — PU hdc eabae Pury 
e tg he EE Oe re 33 
Boy's Handled. Oliver Chins. so. os sé cen cns 33 
Lippincott, 3 fb...... per doz, $7 00 ; 
Marshall Falls City...  “ 6 00| Méscellaneous. 
Church and School, steel alloy... .50% 
Broad. Farm, lbs. . 75 100 
Plumbs, ie eererrs: 334% | Each....... si a 2 y? 355 478 
oS Se 35 % 
” Seotnen® s (handled), BEVELS, TEE 
NT er doz.$19 00 om 
Plumbs, Miners’ (handled) ie b Stator s, rosewood handle, aw 


Single Bitted (handled). 


Blood’s Champion........... $12 00 
Blood’s Dull Finished........ 10 50 
RMR sos o's e's 0 bt ws : - 
RE eae eee 
Perfect Premier, Forest Clipper 10 00 
Single Bitied (without handles). 
Blood’s Champion........... $9 SO 
Blood’s Dull Finish.......... 9 00 
NO vcs <5 oka pssn sens 7 25 


Double Bitted (without handles). 
Blood’s Champion, 3} to 4} Ibs. 
pidkn ent Sepiles 940i per doz. 11 50 
Flint Edge.!........ “2 9 75 
Perfect Premier. . ” 1 00 
The above prices on ‘axes of 3 to 4 Ibs. 
are the base prices. 
34 to 44 lbs. advance 25c. 
4 to5 Ibs. advance 50c. 
44 to 5} Ibs. advance 75c. 


BAGS, PAPER NAIL. 
Pounds..... 10 16 20 25 


Per 1,000...$2 50 375 450 500 
BALANCES, SPRING. 
NR: Feces ba kw dihekeweees 40% 
DEG Kkes en sdcenr saute numane 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
Clothes. 
Small Willow........ per doz. 7 00 
Bae SP ae a 8 75 
Large T. Sp ioe wane a 10 50 
Galvanized Iron. 4} bu. 1 bu. 1$ bu 


Par Ges... cess $3 50 500 675 











ae pt neta owas chews ivesuecas 
VO ebb aapapaee 
BITS. 
Auger. 
Extra Double Spur. . .70&10 
Ford's Car and achine.. . -40&10' 
MES. «9008 ab incin pes ene 50 
RES es Peee 50 
Russell enning’ hs kon 08 +6 30&10 
Clark’s Expansive............. 65 
Steer’s ** Small list, $22 00. .25 
= “ Large “ $26 00..25 
er, ee PS 50% 
Ford’s Ship Auger pattern 
oS veeonebostt 5 
GRE: andra SOR ukaec Deaeckt ie 18% 
Countersink. 
No 4 Wheeler’ s. on doz. $1 60 
No. fg 24 
American Snailhead.. “ 1 10 
me .4 am 1 20 
© ae = 1 00 
Mahew’s | See a 90 
eee ¥ 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
— ie vs = 
age 
S - 15% 
Constecdianks ‘5 1 30 
Reamer. 
enning’s Square..... Sf 2 53@ 
tandard Square..... Is 2 06 
American Octagon... “™ 1 75 
Screw Driver. 
No. 7 Common...... ne 55 
No. 1 Teamph...... & 1 25 








b 


ou ® SEER 


50 
10 
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BLACKING, STOVE. (See Polish). 


BLADES, SAW. 
Butchers’. 
Standard, ? & Il}-in........... 35 
CE AE. v.00 ce veccconesne 35 
Bc ob caec sc weeeeees cegasees 15 (1) 
Hack. 
py re re ee re 25&5 
DEN. sod aoe ce 9es Bee NDC ee 30 
SaaS See eee es 20&5 () 
Wood. 
jeneens .per doz. $2 40 
isston’s—No.6, 16,26 & 045. 4 75 
PEM onde ccarsigcereees 3 50 
BLOCKS 
Snatch 
REECE ELE 70&10 
Darks 5 bow sews en edaetieous ( 
Tackle. 
Tron-Btrapped.........cee. 70&10% 
CE Ucar awa dn ssteees' et 60% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... - 
Wabash Mosaic...... ey re 
Wabash Delft Enameled .. cS 
Wabash Art Inlay....... 
Wash. 
No. 760, Banner Globe, hen e) 
cose engage: er doz. $2 50 
No. 652, Banner Globe, poh 
eR eee per doz. 3 50 
No. 862, White Hen, (glass) 
det eae es eee per doz 75 
No. 800, Brass King.. “ 30 


No. 172, Our Best, (soap saver) 
No. 964, Royal Blue, enamel) 
per doz. 


BOBS, PLUMB. 


Carpenters’. 
Was 2) ifon.....<.. per doz. $0 60 
SS aaa a « 1 20 
ee Se Pere : 2 25 
See See = 3 25 
oS eS res ef 4 40 


No. 113, brass plated. 
No. N30, nickel plat'd “ 1 50 


BOLTS. 


Carriage, Machine, etc. 
Carriage, {x6 and sizes smaller 


c and pegged 0s na ss .75&10% 
arriage, sizes larger and long- 
SS ors = 70&10% 
Machine, 3x4 and sizes wae 5 
and shorter..........--- 75&10% 
Machine, sizes — and ~~, 
er than §xfx4........... 0&10% 
ee eerie 608&:10% 
ve iUstitei nani seaaee 808 10% 
Weges Box Saige BG 
Mortis, Door. 
NETO PUTCET ERT re 60% 
Gem, brones aS Ap ee ee 20% 
Barrel. 
| SIR Peery Dr 60% 
NC is ce aiveah 75&10% 
Wrought, bronzed.......... 50&10% 
Flush. 
, Se Prey cre 40&10% 
Spring. 
EE cin pv cececeses ns 75&10% 
Wrought, heavy..........- 70&10% 
Square. 
RNS. cNgaesiasssemnes 50&10' 
WPTOUMR 2 ccek 6c ceedivesiverss 70% 
BORERS. 
Angular. 
Miller’s-Falls........ Pee, doz. — 75 
Sill borers, No. 5] 8 00 
Bung. pte 
Enter rise Mfg. Co.’ s No. 1..15&5% 
° No. 2.. 13&5% 
BOXES 
ee 1 2 10’ 
3 $3 50 5 00 15 00 
Miter. 
New Langdon.............. 15&5% 
Aes 30% 
US eee each, 1 50 
BRACES. 
Fray’ s Genuine Spofford’s........ pe 
Nos. 66°00 3146. .......08: 50% 
i Se 50 
” 7, SS rr 3 
Bs OS errr re 3 30 
BRACKETS. 
Hay-Rack. 
Wenzelmann's No. 1.per doz. $9 50 
No. 2. - 10 00 
Shelf. 
Clover Wrought Steel.......... 75 


ER AIG 5-6 sue ccesceees 65% 


3 
3 

per doz. 3 25/Toe 
3 





BROILERS. 
RES oI tee ie 
No. Crown, Seif- basting, 90 doz. Pe % 
BUCKETS. 
Pump, Rubber. 
ree per gro. $4 75 
CR. sa: 2 Cas ales se 475 
Champion. ......0.. ia 7 50 
NS eG aeleec eo éeks te 9 25 
MD Gde schon Cork b> = 5 00 
Backs isons i ccones “1 6 75 
Well. 
Galvd, Qts 10 12 14 
Pec dos. ...... $290 325 340 
Wooden, top ear, plain, per, doz. 4 00 
swivel, 5 10 
BUCKS, SAW. 
i Se SE per doz. $2 40 
BURRS, RIVETING. 

Copper Burrs only.............. 15% 
Tinners’ Iron Burrs only....... 65&5% 
BUTTS. 
EEE ee 60&5% 

Wrought Brass (New List)... .50&10 

Wrought Steel, Bright............ 65% 

Wrought Steel, Japanned.......... Net 
CALIPERS. 

NG ks ce cee es tines oo 65 35 

Inside and Outside.............. 33% 

Wing Cee reer n ee eseeeraseseses 30 Oo 


Logger’s Boot. 
(Lufkin R. Co.’s), per M..... $3 75 


Shoenberger esate tentaie Bined per lb. 5c 
(eee 3 4hc 
MIS 5 os pdvaweee ” 7c 
OS See ee = 8c 
CANS. 
Milk. 
Holstein. 
ar 10 


5 8 
Per doz..$18 50 2450 27 50 


ag wees 


ae 8 
Per yy “319 25 23 75 25 00 
Illinois Pattern. 
RS Go ann ee 8 10 
Per dozen........ $25 75 2900 


Errata 8 10 
hee aun err: «$25 00 28 00 
CAN OPENERS. 
See Openers. 
CAPS, GUN. 
See Ammunition. a 
CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 

Diamond, Regular...... each, $3 85 
Diamond, Sling........ “ 7 00 
Myers’ Imperial........ “y 3 85 
Myers’ Clover Leaf..... “s 4 00 

CARTRIDGES. 
See Ammunition. 

CASTERS. 
Standard—Ball Bearing....... 50&10% 
Re ea wailed sine cheer eae 60% 
Common Plate. 

SS ee eee 60% 
Iron and porcelian wheels, new 
| ee ee 60% 
Philadelphia Plate, new list. "60% 
Martin’ Bocce ccceceeeeecee eens ‘60% 
gE eee eee sate 
CATCHERS, GRASS. 
Camera No. C........ per doz. $4 25 
Wildermuth’s, 

i 2 , 3 
Per doz...... $5 60 575 6 25 
Ea + 5 6 
Per dos...... $6 75 950 1000 

CHAIN AND CHAINS. 
Breast Chains. 
Doubleslack....... doz. pairs, $5 75 
With Covert Snaps: “ 5 00 
With Slide........ v 3 25 
Without Slide..... ° 2 85 


00 
Bright Ox Chains. 


#-in., $7 25; j-in., $5 45 per 100 lbs. 


Cable Coil Chains. 
Inch. ws v's i 
Per 100 Ibs. “er : 8 bo 7 00 6 20 





Cable Log Chain 
Advance 25c per 100fb. on Cable 
Coil. 


Coil Chains, German Pat. 


et 5 SG adn owe. a loa als 70% 
NE inv ick css oa oe 663% 
NS ies on oo cc arses ccs % 
German Pat. Halter Chains 
MN le a8 ob conned one 664% 
0 Sa re 65% 
cig gk n.d wie 6 dane & oar 60% 
German Machine Chain. 
3/0—2/0O—1/0O—1. .........4.. 50% 


Picture Chains. 
Light Brass, 3 ft..... mal doz. $0 50 


Heavy Brass, 3 ft.. 75 
Pump Chain. 

Galvanized, per 100 Ibs...... $5 50 
Safety Chain. 

OE Oday Chink tice Pace 6 65% 
Sash Chain. (Morton's) + 

Steel, per 100 ft. 

| Re NANA RA AR eer $1 20 

DM Ve ine o.4.0:6:0-p 3:6 0.0-6'008's 1 60 

Rittetavupachwervs sews see se 2 40 
Copper 

ORS So er ey ee 2 00 

ah al iar ava ws igh Sash bet 8 2 70 

CoS ere eee 3 35 
eer Metal. 

DEEP UGt Shebes 6 seiweces ee 3 00 

iH PET OO PETC eee 4 50 
Cable Sash Chains 

| Sar ee 35% 

MEN 6 a cep ewes 04 osaenc wl 25% 
Special Steel Loading ear 


Inch i 
Per 1001bs.$16 00 


Stretcher Chains. 

fs-in., $8 50; }-in.,$7 75 per 100lbs 
Tie-Out Chains. 

EEE 8 cas dkaaple cerned 70&5% 


Trace Chains. 
Western Standard. 


ts 
13 % 12 50 


eel, ot SO eee ere per pair, 30c 
Ey wereacenicne 34c 
OIG. 6 enc csinvieks % 33¢ 
es gp, PTT TT ere ~ 38c 
Add 2c per "pair for Hooks. 
Add 2c for Twist Link. 
Wagon Stay Chains. 
a 4 ts i 


Per 100 lbs....$6 50 600 5 50 


Saw Filers. 
Disston’s ma. re hoe ve 30% 
Stearns’, 0, $3. 50; No.1, 
$11. 50; na 3, $5.00 doz. 


Wentworth’s, No. 1, $6.25; No.3, 
$8.75. 


CLAWS, TACK. 


Cast, wood hdle.......per doz. 45@60c 
Forged steel, wood hdle. $0 80 


ll eee 1 00 
| Se eee 7 50 
CLEANERS. 

Drain. 
Iwan’s Adjustable.......... 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
Lo CRE eee per doz. $0 7¢ 
Side-Walk. 
Steel. ....... , ..per doz. $3 25 
2 RS RES ... 65&5% 
CLEAVERS. 
Family. 
Beatty’s, Inch 7 8 9 
Per doz..... $8 75 975 10 75 
oS ee eee per doz. $2 25 
Butchers’. 
WN 9b a dev ecu desc ...-25% 
CLEVISES 
PNR nrc boc cc ce ncsiuccad 6c fb. 
CLIPPERS. 

ES tis sia Solo Slates, Gm are os $1 90@4 75 
CLIPS. 
OG ins oko O46. bas Corae s .65&5% 

Damper. 
meemGerd.......... . .per doz 70c 
WER Se indy coy ake was ‘“* 38¢ 

MTG iia oa, aca vbw a 'e-< coe oa 17¢ 

CLOTH 

Emery 
Ee ee ee 
ae annie ie sapere 50% 


Hardware W: ire—tull salle (100 ft.) 
2 to 3, incl., Galv.—in full roll. ‘ae 


4and 5 , 3 25 
ns 5 iar 
i Se 4 00 


Screen Wire. 

12 mesh, painted, per 100 sq.ft. 1 20 
COCKS AND FAUCETS. 

Compression Plain Bibbs......... 65% 


ee | re 65% 
Compression Hose Bibbs. . .50, + oe 


CHALK, CARPENTERS’. Telegraph Faucets (new list). . .50&5 
BI 80c Racking Cocks (new list).. .60% 
R ~ Papa eS aye * P19 'si9:66.0:9)8 0:4 Der gro., Compression Lock C’ks (new list) . 60% 
Whi See ete eT SPAS eee ome “ a Andrew's Brass Faucets... 
C ite. .... White” School 6 Angle Plug Faucets, per doz. . “$0 85 
eo ate noch Milk Can Faucets, per doz.2 60—4 20 
ay ee tachi t alacia 11¢ | Petroleum Faucets............++ 70% 
CHARCOAL. 
see COLLARS, STOVE PIPE. 
ae oe per bag, 95c 
F ‘ Inches.... 5 6 7 
CHECKS, DOOR. Plain Tin, per gro$1 90 240 3 50 
NG TSE Sy A EON eT 30% |Japanned Tin “* 30 350 425 
ye Pree rier eee 30% | Lacquered Tin “ 360 420 4 80 
CHIMNEY TOPS. COMBS, CURRY. 
Iwan’s Voleano................-50% Sane Pet ‘toe ee’ tik 
000 ....$0 37 299... .$1 05 
in CHISELS. 11 hog 60 320 85 
re 10 12 14 15 .. +2 390.... 1 
poaet. per ae 00 3.50 3 80 = ioe 7 532 - 1 20 
a 80 1400.... 1 40 
Cold. 
Good quality, § in. and COMPASSES. 
larger.......-...++++- per Ib., 13¢| Carpenters’............0ceeseeee 60% 
Smaller eee Pencil—Faber's........ per doz. $1 00 
Socket, Framing and Firmer. 
| eee 75&10% COPPER—See Metals. 
Tanged, Firmer. COPPERS. 
PEPE MEMOS. vic aceevvcwcves 20% | Soldering. 
A oe eee “on tb. 32c 
Choppers, See Cutters, Meat. 1} tb 29¢; 3 2b. * 28¢ 
idl Kee oe 
CHUCKS, DRILL. 3 Ih and larger. se 
Goodell’s, for Goodell’s Screw . CORD. 
Drivers........... per doz. $6 25| Picture. : 7 
Yankee, for Yankee Screw White Wire (new list)......... 85% 
RE AER err 5 00] Sash. 
re per tb. 35c 
CHURNS. Puritan Brand.......... ~ i aoe 
Anti- _ Wood, - 
Rs capes es 5 7 10 CORKSCREWS. 
eee $3 90 460 4 85/ Walker's ... 333% 
Belle, Barrel................. 65&74% | Williamson’s Regular... . 40& 107% 
= Dash, ‘ , «| Williamson's Forged Worm...... .507% 
| Se : 
i! ee $9 00 1000 10 80 COTTERS, SPRING. 
Union, Gal...... 5 7 10 P . 
a $375 435 5 40/ All sizes (new list)............... 90% 
a CLAMPS. COUPLINGS, HOSE. 
Adjustable. 
ee ee ..per doz. $ 100 
IEE Se reesgacseavad ..30% soe SL ana os 85 
Carpenters’. 2 " . 
DER Sanka ssc cs vues sas 25% COVERS, WAGON—See Tents. 
Hose. CRADLES, GRAIN. 


Sherman's, brass, }-in., pet doz .42c 
Double, brass, }-in., 90¢ 





Morgan's Grapevine... per doz. $22 25 
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CRAYONS—See Chalk. 
CROW BARS. 
Pinch or Wedge Point...... per Ib. 33c 
CUTTERS. 
Glass. 
bo” ae er doz. $0 75 
Smith & Hemenway Co........ 50% 
PL 6 vvsnanqivcrcenen ee 40% 
Meat. 
Enterpirse, Nos. 5, 10, 12, 22, 
ge ft eee ee ee 25% 
No. 202, list, $1.50 ea...... 40&74% 
Pipe. 
Saunders’, No. 1 2 3 
Pa $0 75 1 20 3 80 
Slaw and Kraut. 
3-knife Kraut...... .per doz. 11 50 
1-knife Slaw......... a 1 75 
2-knife Slaw......... ~2 2 50 
WR. ciscnesetsaw sh %~ 77 
DAMPERS, STOVE PIPE 
OS A Oe ee 50&10 
ee Te Se ee ere. 50% 
DIES AND STOCKS. 
OS eT Ee 40% 
DIGGERS. 
Post Hole. 
ee er per doz. $9 25 
| ORE RE, OFF ESS eee ” 9 00 
ee eee ae 7 50 
OS ER ae 6 i0 25 
Iwan’s Split Handle. . st 7 50 
Iwan’s Perfection... . . 9 00 
Iwan’s Hercules pattern “ 19 00 
eS eS ae < 17 00 
See also Augers—Post Hole. 
SS re 65&10% 
DOOR CHECKS—See Checks. 


DOORS, SCREEN. 
-in. 4-panel, painted...... Net prices 
-in. 4-panel, painted. . 
-in. 3-panel, naturel pine, 
Pe iavustekecasduee hs 


DOOR HANGERS—See Hangers. 


DRILLS. 

ES EP Pep ee ree 65% 
NT BGs. scion cerdene 60% 
Breast. 

og SS rer each,$ 1 

Millers Falls No. 12..... “ 2 o¢ 
Hand. & 

Goodell’s Automatic, 

Nos. 01 03 3 20 


Per doz. $7 75 11 50 12 50 11 00 
Goodell’s Single Gear, per, doz. +3 75 


1 
1 


Millers Falls * 2 75 
* Double“ “9 13 25 
Reciprocating. 
Jy Seer per doz. 16 50 
Bit Stock. 
meee 65% 
DRIVERS, SCREW 
P| 65&10% 
edt POMMUMD. «sve cseessorat 60% 
INE CUS nates cweseebee eek 50% 
Champion EN ER ere F 70% 
Clark “ Interchangeable.......... 30 
ERR moe pean ee ES 60% 
Reed’ 7 om ae bk bee ake ei 45&5 
Goodell’s Spiral........50, 10, 5&24 
Yankee POC ree 50 
* — Spiral.. .. -50&10% 
Smith & Heminway eee: 40&5% 


EAVES TROUGH, GALVANIZED. 


Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 


EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 

Adjustable Stove. 

Inches... . 5 6 7 

Smooth, per doz:$ $0 80 090 1 25 

Plan'd 200 225 290 
Corrugated Stove. 

Inches. . 5 6 7 

> per: doz - 75 090 1 30 

Pol’d, 40 [co 2a 

Plan’d, si > 25 290 3 75 
Four-Piece Stove. 


eae 6 7 
Smooth, per doz: $0 60 065 095 
Planished “ 7s ifs 235 


ELBOWS—Conductor Pipe. 
Galvanized Steel, Tin and Terne, 


Round Corrugated. 
Size Doz 
Pee es eer eee $ 3 60 
ED ss: his Nlk0te. na ooh a 4 32 
NG Sd0kns cond isase danas 7 20 
DES cakes tonsseasan hese 15 00 
DN 6.66 1a pectin neccneees 18 00 


Bubject to discount. 


EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 





Butt and Rabbet. 

Cream Pail. 

Fairmount..........per doz. $3 75 
Marking, Mortise, efe........... 











Wood Pails. 


Frazer's, 15 tb, 80c; 25 fb, $1.30 each. 
Hub Lightning, 15 tb, 55c; 25 fb, 


5-Ib 70c each. 
RS he pkgs. } kegs kegs, | Tin Cans. 
No.60to150,perSib. 6c 4c 4c Chamellene Graphite, 
Dias sss -c 3c 3c BO ae ee £9 50 
3 tS eae 25 00 
(ENAMEL, IRON. 5 tb. POE BOE. ac ccscccvsces 37 00 
A-B Iron Enamel, 3 doz. case, - GRIDDLES. 
nese pays ohor .. per gro., 15 
Se rer nS 1 25 PRIMING, » 0000 0nn ee rstnasers 334% 
. GRINDSTONES. 
EXTRACTORS, PIG. Family. 
See Forceps, Pig. Inches.... 8 10 
Par Gos: . 30% **g7° 7° O73 12.50 
EYES. Loose. 
Bright Wire Screw—See Cnt, B. W og ee ee $22 00@$23 00 
jee wap d a RR re 0&5% emates 
RNG 5 on. ocala wesauoee 85&10% Ball Bearing. . 2 3 
> RRA IES 53 90%| Each......... '$3'75 360 3°35 
Common Bear'g 1 2 3 
FASTENERS, STORM SASH. EBach......... $335 315 300 
Schroeder’s............ per doz. $0 85 GUN WADS. 
re 1 15 (See Ammunition). 
FAUCETS—See Cocks. HAFTS, AWL. 
Brad. 
FILES AND RASPS. CONOR 55 55 Ss Fae per doz. $0 19 
IP PEEL PIE CE CEU 70% Peg 
Nicholson’s— Senin s a 
— iio 6403 Hebe NK OT Patent, plain ‘top... evhghn “ 50 
eg RE ‘ss Patent, leather top.. 60 
pe bas X's Sewing. 
eat Western Common. “ 22 
Kearney & Foot........... 75&10% Scone ore “ 
McClellan Seepage 758104 EE Aa 52 
OS niin tech ad sate 
Die BR ook, occ seca 75810% HALTERS. 
X-F Swiss Pattern......... 40&10% jate Rope............. per doz. $1 10 
- " et DD. is viwse sess oa 1 85 
DORI 0s cise s 6p 58s000nannnee as st “ 2 00 
IIE... ss 5 c0dhs caceee 75&10% | Leather, rope tie....... _ 8 50 
IIB. 5 6s win ng'nescoasnes thane 70% | Leather, leather tie... .. “11-50 
HAMMERS, HANDLED. 
FLUE STOPPERS—See Stoppers. Blacksmiths, Hand. 
FORCEPS, PIG. Pecrscnn gst taterogoneth aap 50&10% 
eter ine OR 5: Ere rr 50&10% 
sson’s Imp......... by 5 25 | Farriers 
pee tegcesg ts nhne cones oct 40&10% 
FORKS achinists 
Berley, § =  =—«-«—s«s—d—«—<“__ ht ttn nee eeeceseecccecoses 60&5% 
Steel, new list............. 60& 10% | Nail. 
Wood, 4-tines........ de ce ep a or OPP eT 40&74% 
Hey — Ca bins snd per doz. $3 85 
J 2” RE a zat 
DRM G.5. Gein sy oc Pee 50&10 OE ee os sc csdkaweane 30&5% 
Bo fh eee eee eeeeteeeeeenes 508:10% | Riveting 
NO i ahliahiaieieai aS ie 65&5 ieance's + ++ #snehinantReesor snes es 40% 
OR Teer roe 30% 
eh. 5 vcntedeteowen per doz. $1 25 
Header. Tack 
| SE eer Te 60&5 ‘ 
-_osttealgbihety idee beet og Ore Perr r doz. $0 z= 
rivets avhoen ndepecindg 608&5%| Dold tron, Hickory nd" 
Manure we Iron, npg, tee 1 38 
agnetic..... 
PR eek! ey eee 60% Rerdise ... $070 0 i 1 Ym 
GAUGES. Pe er per doz. 4 75 


HAMMERS, HEAVY. 


Heavy Hammers and Sledges. 


ee SIs db os bets 60s veka 75% 
5 TUM. QUE OVEE. kccccccirce 75&10% 


Nets | Masons’. 





HAN 
Barn Door. — 
U. S. Rolled Bearing -. 6081 
a on. | CE rg ape 50&10 
oe Kies SD ee eee kins - 
Wagner’ s Adjustabie RRL. 70& 
Warehouse Big Twin.......... 25. A 
Conductor P. 
Iwan's Perfection............. 50% 
Eave Trough. 
| MARAE ates 
NS ae as 2 ; he 4 
Wire..... Pee TTT EPET Cite 334% 
Parlor Door. 
eS ee ne . 
Ives improved sake ud ax set § bo 
Lane's New Model. .. os 3 10. 
Roy Hyolasless. . “ 4 00: 
ichards’...... gosh deerend 40&10%. 
HASPS. 
Hinge, Wrought........ Whetaxeasl 40%. 
With Staples—See Staples. 
HATCHETS. 
Seesoens bvoeberesde tale dédecuaes rg 
ast Disncace a . 
Cast Shingli cid ¥e penn 
ae a, ET 
HAY KNIVES. 
See Knives. 
HAY RACK BRACKETS. 
Wenzleman’s N 
Wenzleman’ . No.2. nee am 8 oo 
HI 4 
Blind. — 
Clark’s Gravity . per doz. sets, $1 05 
Parker's. . DP S6bs 0 teks db thes Ovi 65%. 
Shepher 8 Noiseless, for Wood 
TS per doz. $1 05- 
Gate. : 
oy See 2 3 
Hgs & Ltch, doz. $2" 50 325 4 25: 
Hinges only “ te Ne 
Latchs only. 90 on 
Knuckle. ....... per doz. prs. $6 00 
eh OS “ sets, 6 75- 
Superior........ ie prs. 9 50 
Screen Door 
es ee sein - 
| Ee eee ee q rH 
Spring. 
hier TeoetyT Titi ee 
tS OE asa 
ColaneGia Dbl. Acting. . a 
Ideal Detachable... per gro. ‘$i. 00- 
SNES S vas sakinsin teced eee 0% 
New Idea...... per gro. $7 20- 
pet ret wed SheeeeAa ss ORE 0%. 
Wrought Iron. 
yd — Bees Cnet rs was ba ae 
ight Strap Hinges......... 65&10 
Heavy Strap Hinges........... 108 
Light T Hines. EWES saa Oe i eal 60 
Heavy T Hinges........... 40&10' 
Extra Heavy F inses Were 664 
Screw Hook and Strap. 
680 a2 fa: y:... 100 bb 2 
34 00 3018 kc... < re ‘ " oo 
ro | eee ny Fig 3 75 
Screw Hook and Eye 
| RE Fe re per 100 Ibs. $6 75 
ERS She ve AE Telde & 
Rs cn caausesane a - 9 75 
HOES. 
SNL, Suds 05 euadeeeeicaasat 70%. 
Grub. 
SIRs cass onic scsi teak leon % 
eee ee per doz. $5 00. 
Ladies’ and Boys’............. '% 
ok . re. PTE eT Teer ES phe 
og LS ree 
PM cus ext ahesas cpsnanatee 70% 


HOLLOW WARE—See Ware. 





Saw Single and Double Face. . . .70&10% 
Wire HANDLES. 
PNW «cs coccinea oo aka 25% | Auger. 
Common Assorted... .per doz. $0 55 
GIMLETS ae ~ Speen Nos. 1 & 2, 
D hi cawknias axtieek ere 35@40%| | perdoz...........-+-.+ 475 
~~ @10% Seni * * Adjustable eee per set, 1 35 
GLASS, WINDOW OT re eee eee 35% 
ey re ee 90&20% ; 
ae... hele 90& 25% | Chisel. 
weg 9 Tanged, dy Assorted, 
GLASSES, LEVEL. 33c; Large, 38c per doz 
“ 4 $0 70 Hickory, Socket Firmer, Assorted, 
ee Sse es pe a- 55 27c; Large size, 30c per doz. 
EET, ev ec scree eress Applewood, Tanged, Firmer, As- 
GLUE sorted, 34c; Large, 42c per doz. 
Bulk ‘ : Applewood, Socket, Firmer, As- 
> a . — MME. Bocce cies per doz. $0 30 
POPP ee er lb. 18c . 
|. leant icra a 18c ge EE ee 40% 
oT ieee “164 OS Fs CS yews 6 ewes bard 40% 
Liquid. File, assorted, 13c; Large, 16c per doz 
Army & Navy.....ececseseces 40% | Hammer. 
Le a age’s— Adze Eye........ per. doz., 36 to 75c 
List “A” ino sch nab Go onebenee 374 Blacksmiths’. .... 40c@75c 
yo MD scceesscevceseneeves 331% Machinists’....... ‘3 45c@80c 
Pe ES oon 0 0ks tin cee sce 25 it... as eee “ 40 
GOODS Hay and Manure Fork........... 35% 
tg ee ere mere ee re” 90% | Hoe and Rake....... ee ee 35% 
ee per doz. $0 75 
GREASE, AXLE. Varnishad “ 80 
Wood Boxes. 
ee SOT E “ 37 
Fraser’s........ “ 48 
Hub Lightning od 
ee Er sees 6 735! Shovel and SPadeoescesssseecees 35% 


HOOKS. 

And Eyes. 

DE. tesa vtubeavokeewete og 

ee eee aE ets 70%. 
eer tere per gro. 80&10% 
Belt 

Sey pee eens 7 % 

ee ee eecen 6585 % 
Bench. 

See Stops, Beach 
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Box. as : LINING, STOVE. 
Inch...... 7 10 OB. ecevccccccres EN cass «geen kak er crate, 42c 
Per dos... *$1°90 210 2 25 » Zs | OR RETR Rae $060 100 P 

= “a 2 3 MACHINES 

Gs da as he 
Comane is Reade, peraey: BY Each..... $0 85 1 20 2 90 Boring. Without With 

Chain. ros Auger 
Inch... 4&5 t ve 4 KETTLES Angular... .per doz. $3 09 40 
Pr 100$7 60-8 10 975 1150 1260) Bracg cece cee Upright. . 260 400 

Clothes Lines. CN. hoatee aces ane es 6 40&5% | Leather Riveting. 

Japanned..... eens per doz.22ce@24c|] Copper......-..----.-+0+s per Ib.27¢] Chicago, Pomeroy... -per doz. $9 0 
Galvanized........ * GL Sse G58 CARA GE ES no ss whe co | Ei men » oll eeaariat daa “ 2 00 

Coat and Hat. I.) Se % Handy. Behe. co vine o 2 00 
Cast Iron.......pergro. 72¢@$1_ 50 KNIVES. Peay, Pemensyl 78 
Gem _ PPPPTTTELLEELTLT eT © | Beet Topping. Washing. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. $3 85 
ec hagas av cde eee 25 Re goo a Os» oo see 3 40 

c Wrought...........-.++++++++ 20% og eres re er 

‘orn. 
Common, riveted, painted - ‘ r doz. $1 75 

oo a aS Ae per doz. $2 25] piPPOr sors cess: POE, 3 MAIL BOXES. 
Little Giant......... 3 25 Es arle's.. Seer es es 3 00 See Boxes. 

Gate. Ee eR 9 MALLETS. 
See Goods, Bright Wire. Drawing. Carpenters’. 

Grass. Standard......... (New List).. .50 Fibre Head, Small. . .per doz. $5 00 
Common. 1  pereearnar wee mages «+s enKe : Medium: “ 75 

arton s arpenters ..........-. as “se L re “ . 00 

eee ee 1 oe) Polles Heodle.......-----. i ase: of 23 
Pu SSc cane apes tn 2 50} Hay. “ Lignumvite... “ 4 

eee o 2 50 

Gammock. American, Sickle Bdge.. .doz. $10 50 Square Hic re 
With plate per | doz. 50 Canton, Sickle Edge. 8 25 5 Lignumvite. ° 4 75 
With screw.......... as NN ot Se way fe a 8 00 | Tinners’. 
aie D Iwan's, Sickle Edgc.... “ 9 50 Applewood.......... és 70 

Lombrequin, or Drapery, 56% @50 Iwan’s, Impv’d Serrated 10 00] FHickory......... “ $1@1 50 

BN sak hiv 'e'ps 649 0% Séski0g Lightn’ g, olt’s Genuine “ 6 50 iakaey Ghice oR - i 1 30 

Potato and Manure..........++: Lightning Pattern...... “ 6 00 , .- 

Screw Wadsworth’s Sp’r Point. “ 9 00 
DL a iectey cesdke sian mee 85% | Hedge. ne MATS. 

(See Goods, Bright Wire.) Challenge........... per doz. $6 00 78 
; : “ National Rigid......... 50&10&5% 
Seat Spring.......++-000005 per Ib.5}c Tseng ht en ete de Aame Steal Fie | eer 334% 
incing. 
Stove. 
Common, Single. .... = 60 y 
HOOPS, TUB. Common, Double... . “ 90 = =} et eee ee oe per gro. $3 '- 
Blastic....... per case of 3 doz. $2 25] Streeter, 4-blade..... ~ 1 30 No. i Asbestos Toasters. oF 
Streeter, 6-blade..... 2 00 wire _ covered Stove Mats, 
Putty. with handle....... perdoz. 1 10 
HOSE, GARDEN. pled. dai gor den. $0 60@ 1 00 Ne. ti Asbestos yee — ind 
r ft. Lander’s...... * 1 40@1 75] — TING... +e ee eee 

Velvet, 3 ply-i” guar. press . oe a Scraping. 

a me « ''""t] e@| Beech Handle........ 73@1 1 00 ‘MATTOCKS. 

Geneva, “ “ e +13 ce} Lander’s............. ns os cccccccceccen 79 

Illinois, nas a4 fe 16 ¢ RP ere 6 

KNOBS , 

TTO Doors. 
co N COV. RUBBER HOSE. ee per doz. $ 80 MAULS. 

High Grade-}’’-guar. press.400 fbs.11}c} Porcelain............ ” 90 |Iron, Ibs.... 10 13 16 18 

Special “ “ * 300 “ 4 ere e 90 wit aos. " # 00 4 Fad 52s 5 eo 
oo o “ “ ace, B. sec 
~ has scope ihe LADDERS. wees age. '$5.00 5 50 6 'b0 
* pers’. 

HUSKERS meet Lone. 9e@14e Lake Super’r & Oregon Pat, 75&5% 

Boss. . 2: PPT reerEee Eee 
Nos..... E 200 | Extension 
Per doz $2 00 200 1 2 x NG isvs's av n0spesnngneame 14c MEASURES. 

Nos..... Step. 3 pk. 1 pk. } bu. 
a einae $ 00 $000 oy Se Pe ere 7te aint. doz... ie -. : 3 ; * 
Per | nla $3 50 900 24 50 Common, with Shelf, add 10c. P 

ia. 6. 39 £64 68 TS SI Aa 15c 
Per doz..$2 15 2 15 oS . 4-46) . Teteeigh, ger ft... 5.6. cc ccces 20c MILLS, COFFEE. 

Pen’. LANTERNS. Bnterprise...........2+2+e+e0ng 25% 

Per BTO. . cc cccvccccccseves $14 40 sew Eye Police. Parker.. Se 50&5% 
-in. Flash Light... per doz. $9 00 a eee * 40-124824% 
IRON. Shin. ae Coy va : is 
See Metals.—First column. So Srone Regular....... MITRE BOXES. 
Dietz & Hams’.......... Net prices See Boxes. 

Curling — LEADERS, CATTLE. MOPS 
ts awe Debestrewatess per doz. $0 40|Nos............ 1 2 3 | Brie....... cece eee eees per doz. $3 15 
Re a * $0} Per doz......... $0 55 070 2 75) Handled ae. 

‘ 58 Pounds. 1 1} 2 
i ya 70 LEATHER, LACE Per d 2400 2/35 2'8s 3.25 
Thelma............. ee” enamine a 334% | Pet dozen.$ 
_ ee - 70| Sides. oa 

a” Ex. Quality....... per sq. ft. $0 27 MOWERS, LAWN. 

WOR DOS F346 ic cccwasias 20&5% LEATHERS, PUMP. Gladiator—B. B. ‘ 

Sad. ton, #2100 Valve and Plunger.............. 10% a ett eeeees $050 a x * 
Charcoai..........- per doz. 7 Serta tens: <4 
Common, polished, per 100 Ibs. 3 75 a LIFTERS. King Universal—B. B. 

ae Aap. . «5-H Fr = Cop} ae per gro.1 75@3 65 ee.....--...-98 25 $38 6 00 
Common, nickel plated. ..... 5 25 Al vs Coppered “ 4 00| Big feet. ....... 3 30 390. € 28 
paw sah a et y sai css bo Alaska, Nickeled 5 00} Little Giant........ 250 265 275 
Laundry, oS es = 6 25| Transom. 
n> 30 Se ae Re 80% NAILS 

°. ; nterprise, per se 

No. 5 90 LINES. DNS S ccc c ex ccaneess rates, $2 05 

No. 5 s): a8 a 1 00/ Chalk. IS ok c's. Ch a Cabawaes 2 20 

No. 55 T, é: Ps + agar a in som. nea ‘ . Wire. 

it eee ee ° os. 4 
Tailors’ Geese. 2.2: Pee 3 Gro.$1 50 2 0 2 4s 250 3 00} Small Lots................. $ 
CER ces Cavecua 1 83 
Tuyere see in at = . Coment Coated 175 
* os Cae. eC 06Cl! See rrmee coe cnegecce 
Single Duck Nest....per doz. $5 25) Per doz... .. ie Sie. Sak 006 Horse Shoe. 
Double Duck Nest... 6 25 eee § in _ —— ES ne 55&5% 
EE ae Lh. 7a i... 2 3 a bette eee eens is 
Per doz.".:22e  25¢ Sle 35¢ i neal 55&5% 
JACKS Mansons’, in 100-ft. hanks. -doz. 80c] Dutnam................-- 20&5 

Locomoti Clothes. a idles pacegas oa 30&5% 

sags m4 pts x ea aac lat 70% GO-4t. Jute........... per doz. $0 95] Clover Leaf........ per lb., net, 104¢ 

Wagon. 50% 7ads Jute See s : 13 Pads 
Es cas ahivd ob ohewaaewas> a ns . 

Oilver, "| 72-4. Sisal 26000. “ $45] _ Brass Heads.................. 25% 

SS a Pe 0 50-ft. Cotton........ - WSL BVOES.... csc c cece scssvcceccecee 85 

__ Peony $0.60 $0 80| 50-ft. Braided Gotton. Tiss acsasceasesnwas 30% 











NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 


NETTING POULTRY. 


Galvanized before weaving... .80&2 
Galvanized after weaving..... 80&15 
2 | Sarees 65&5% 


NIPPERS. 
End Cutting. 
Stubb’s Pattern, Inches. 5 
We Wa seis ckas sce $4 
End and Diagonal Cutting. 


Swedish Side. Inches... 5 6 
FOP Cs vwowsbe esi $450 5 75 
Hoof. 
Heller’s...... 40&1 
eee Pe ae 55&5% 
NOZZLES. 
Hose. 
Genuine Gem. per doz. $3 90 
cS Saas wari 3 60 
en : = 3 00 


NUTS, HOT PRESSED. 
Square Blank. 


_ = 4 } 
. tc Bc 6$c i. Sic f. 4 
seer Tap . 


ns. } '*..% § 
.12$¢ 10}c 8c 7ic 6ic 64c 60 


i 5-Ib. boxes, add ic per tb. to 
above prices. 
OILERS. 
Chase Pattern. 
Brass and Copper............. 70 
Ms Sarit ahaha hake invade aia ica ave 70 o 
Engineers’. 
Ee eee eee Oe 35% 
,) eee per doz. $2 00@$2 25 
Machine. 
IN 5a 66.50: per doz. $0 58 
Copper Plated Steel. . 1 00 
Malleable Iron........... ... 60% 
pa ae 65&75c 
OPENERS 
Box. 
AE errr 12 14 
', =a per doz. $5 50 6 00 
ae = 350 3 80 
Can. 
Delmonico.......... per doz. $1 30 
POONER GED. sk ct cee. se 65 
Crate. 

Me Sn er = 5 75 
OUTFITS, COBBLING 
Combination. ..... ..per doz. 11 00 
eee ae... 4 65 
| Re eee “a 9 75 
PADLOCKS 
Se eee 40& 10&5%, 
Derren » % 
PAILS 

Cream. 
14-qt., without gauge, per, doz. $3 20 
20-qt.., 3 80 
20-at., with gauge. 4 50 
Sap. 
fo-at., , Galvanized, per 100.. .$20 00 
ane coe 20:50 
oS: "$a Se 
tone” + 1C Tin... - coe SED 
12-qt., - rH 15 00 
RS ok cae See 17 00 
Stock. 
Galv’d, qts. 14 16 20 


18 
Per doz...$3 90 410 500 5 50 
Water. 


Galvanized...qts. 10 12 14 
era $1 50 165 1 85 
Wood. 
Cable, 2-Hoop....... per doz. $1 90 
Cable, 3-Hoop....... = 2 10 
Cedar, 3-Hoop....... se 3 15 
Standard, 2-Hoop.... “ 2 00 
Standard, 3-Hoop.... “ 2 25 
PANS 
INTE 5 5d boywadetncenadi 65% 
Fry. 
CRS si ncnd béeGewken< 75&10% 
pre ere ore 0 
Roasting. 
Paxton, 
Nos 2 3 
Per doz. $4" 783 $7285 6 F So 
Neverburn 4 00 450 5 50 600 
Savory, No. 200....... per doz. $8 40 
PAPER. 
Building 
2. eer: per 100 Ibs. $1 50 
eee 3 1 60 
Tarred Felt...... “i 1 90 
No. 20, Red Rosin. om, roll, 35 
No. 30, Red Rosin. 55 
Sand and Emery. 
Mts Dh oi ok bunwials low list, 50% 
MRSC... cece cseadnaees 50% 
Wrapping 
2 rer perlb. $3 75 
RaMiccsece Néceanees = 2s 





Pan 
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PARERS. 
Apple. 
See per doz. 13 
cS eee om 7 
White Mountain..... 5 
| rae 7 


Potato. 
Goodsell’s Saratoga, 104 in., dz. 6 50 
Goodsell’s Saratoga, 5 in., dz. 5 50 


PICKS. 


Bilan pe One; ..6:kks0cakdevete 75% 
Drifting and Poll Picks.......... 70% 
oO eee 75% 
NS eR pe er 70% 
PINCERS. 
Carpenters’, ae steel. 
Inches... . 
Per doz... $1 °80 2 “0 2’ 95 3 
Blacksmiths’ Sid poate coh daw Ae Soe 45 
EE Bic csks Vedeoeees cece .- 40% 
PINS. 
Clothes. 
Common. . -per | box of 5 gro. $0 2 
oe ee 
1 “Nepean <a * 70 
Picket. 
Fluted, 15-in........ per doz. $1 01 
Fluted, 2l-in........ = 1 60 
| RS “y 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 


RS A ve ewe 758108 
L. C. L. to Dealers:— 
Terms 60 days: 2% Cash 10 days. 
Factory shipments generally deli vered 


Lead. 


ME 655s handed ebaits per fb. 74c 

ere ae “ 7ic 
Stove. 

Acme—Inches. . 5 6 7 


Smooth, any 8c 8c 10}c 
Planished, “ ..30c 31 38c 


Peeriess—Smooth . Jie 8c 9c 


Polished. ...... 144c 154c 18 c 

Planished...... 28c 31c 354c} 4-4 
Made-up—lInches. 5 6..7 

POE. oss ses 7a. Be Me 


7 to 6 in. Smooth Tapers, pr. jt..1le 
6 in. Smooth T’s........ 27¢ 


Yale Patent Lock Pipe—Stove. 
5” 6” 7” 7"-—6" 


—_— ents 
%' 9% 103 





Battle ane Blue.. 7 

Can't S where 13 8} 10 11 
es o.- % 6b 10-48 
Duplex, ee ee 13 «14 


Yale, Rus. Fin....15 16 17 18 
Drpies Piet a ae 
Galvano, Gal..... iS is 17 —88 
If wanted made up, add per joint 
for grooved, Ic; rivete? l}c. Crating 
e-up pipe extra. 


Wrought Iron Gas Pipe. 
-in., black... . discount, 60% 
le ee “60,10&5% 
.to 6-in., black.. ~ 70% 
7-in. to 12-in., black... “ 624% 
fin. galvanized. . = 42% 
ot galvanized. 2 50% 
-in. to 6-in., galvan’d. = 574% 
7-in. to 12-in., galvan'd. ” 45% 

PLANES. 

Sargent Iron Bench............. 60% 
Stanley Iron Bench............. Nets 


PLATES, TIN. 


See Metals in Column 1. 
PLIERS. 

Giant, Button’s—80% off list. 

Cutting. 
Eee 
TS Pee ee 50% 

Upper End and Diagonal Cutting 
oe ee ee 70% 
Utica Drop Forge & Tool Co. ..Net 

Fencing. 

5, ee per doz. $8 25 
Farmers’ Choice..... - 8 00 
ee as 8 25 

Flat and Round Nose. 

DE... dicdvericicvssseml 30% 
DNL 25 <i onexpueionee cee 4 
OS ES ee ae 
Oran ae 30% 


Gas.—Inches 7 8 10 12 
Per doz...$3 00 350 450 5 50 


Tinners® 
TD 62s css esdeesoavankal 
sop ehadacesnnae een each, Hf 
PLUMBS AND LEVELS 
RS Sis xe nvins sevies< eae Nets 
Sear ee 40% 
ee eS es are 25% 
Davis’ Inclinometer........ ee 
POINTS. 

Drive Well Points............ 75&5% 


POKERS, STOVE. 


Wr't Steel, str’t or bent, per doz. $0 55 
Wr't Steel, wood hand'ls “ 80 
Nickel Plated, coilhand’ls ‘“ 65 


POKES, ANIMAL. 
Cracke Jack, wr’t steel, per doz. $4 50 


POLISH. 
Metal. 
Black 3ilk, No. 50, }$-gallon, 


per doz. $7 00 
Black Silk, No. 60, 6-0z. cans, 


per doz. 1 00 
Black Silk, No. 70, 1-pt. cans, 
per doz. 2 25 
Black Silk, No. 80, 1-quart, 
per doz. 3 75 
Black Silk, No. 90, wa & 
per doz. 12 00 
Shoe. : 
| oe pee per doz.. .36c@50c 
|S eel Seer gener SS 
fy | Seay 05 or 75 
OOF OO. .25% a0 
§ 


tove. 
Black Eagle, 1-fb. cans, pr. gr..$15 00 


Black Silk— 
SO OO. sole ie hoc ee $0 70 
Paste, 5-oz. cans. tae doz. 75 
Paste, }-Ib. cans. 00 
Liquid, }-pt. cans. na 1 00 
Liquid, 6-0z. cans. = 75 
4-pt. Air Drying Iron 
BRR “ 1 25 
Black Jack, 3-tb. cans. “* 9 25 
Dixon’s Carb. of Iron. “ 5 75 
Nickel Plate......... 4 50 


POPPERS, CORN. 
Round " — 1-qt. .per | doz. $1 00 


- ape jhithasuse 1 60 
rs cke seen we ” 3 00 
POTS, FIRE. 

Clayton & Lambert’s, each ™~ os 00 

Le eaten 6 25 

ae eae ae each $e es 50 
POWDER. 


See Ammunition. 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co.....25% 


PRIMERS. 
See Ammunition. 


Spray. 
PR tea theokeoe per'doz. 14 50 
Cyclone, tin......... = 3 40 
—— copper...... ee 6 75 
Laarwdiwes 5a 4 “4 9 00 
Iittle ee each 2 25 





PUNCHES. 
Conductors’. 

Was Bae cee t hone cco per doz. $2 50 
MGR. wis kseed cine per tb. 19 
Saddlers 

Common......... per doz. 60c@70c 

RR ae oe . 72c@84c 

PUTTY. 
In Bladders. 
Strictly pure.....per 100 Ibs. $3 00 
RAIL. 
Barn Door. 

ES Sa eye ee 3c 

Matchless, 1}-in.............. 34c 

ei. (ee Ae eee 4c 
Sliding Door. 

Painted steel............ per ft. 44c 

Bronzed wrought iron. . . .per ft. 8}¢ 

RAKES. 
Coal or Wood.......... per doz. $5 20 
Garden 

MO, 2:4 kwh dues tsisenbRelwen 66 

eS ee ee a sa) + 

Malleable Iron, heavy......... 60% 
Hay. . 

WE cu cshenaskaces $2 20@$2 40 
Lawn—Wood 

, Sr se per, doz. $3 25 

Automatic.......... 25 

Lawn Queen......... 2 3 75 

Jumbo, 36 teeth. .... “3 6 00 

RASPS—See Files. 

RAZORS. 

er ae ne 50 
NE ROUUEKS 525s 4,00 ok so waa eckiall 300 
eae ee 
POPS Os vive eccascaweathee 60% 

RAZOR STROPS. 
aR ac Re” 50% 

REGISTERS. 


(All Sizes). 


Japanned, Bronzed & Plated. . a 
White Porcelain Enameled....... 
Solid Brass and Bronze Metal. 4681058 
Single Valve (Baseboard and Side- 
WD e< cradcimeteuseenunee 70&10% 


REGISTER FACES. 
Japanned, Bronzed and Plated, 


pe |) en 70&10% 
5Gn846 00 DORE? . os dowenscccs 75&10% 
Heavy Round Gratings.......... oe 


White Porcelain Enameled....... 
Solid Brass or Bronze Metal. 408108 


RINGS. 
Bull. 
0 Re ee ae 2}-in. 3-in 
Facey $1 60 $2 00 


Rea’s Improved Self- 

Piercing copper,doz. 200... 
Steel, per doz......... 90 100 
Nickel plated......... he Salk pie 


and Ringers—HUHog. 
eer ® MAGNE: . oss o> 


Blair’s Ringers....... <i 75 
; PRUNERS. Brown's Rings....... “% 50 
Disston’s Pole......... per doz. £6 50] Brown's Ringers..... ai 80 
Henry’s Improved... .. ** 75&10% Champion Ringers... ‘“* 1 60 
Water's Improved...... 80% Hill's Sioeens ea a a ode wt 70 
Hill’s Ring, boxes.... tine §5 
Major Rings......... inh 60 
Cork PULLERS. Perfect Ringers...... si 1 20 
are Wolverine Rings..... " 1 40 
NE ed case chk ed each, $3 10] Wolverine Ringers... “ 80 
here ape 4 E cibhes ee. ts 2 . Fruit Jar. 
Quick and Easy...... OUES Gwicaaccceted per lb..... 30c 
a te eee per doz. 10 80 ~- tit. round er doz. $0 17 
Giant Pattern....... 34 9 00 Rae creeees 68,0042 iat agid 
ee Split, square......... 32 
Jumbo.............. 9 00 pS a eee “< 40 
Tack.—Giant.......... 7: 40 
P RIVETS. 
and Burrs. 

: ‘PULLEYS. ee eS eae: 40&10% 
Rening=—Jap'a.. 2... 25.200 ccse 60% Coppered Iron.......... 60&10&5% 
Ces BS. 605 cents 50&10% OS cegaegl ie oh 4a so oe eek ee 70% 
Oe Ok. gaie  d, S S ais on a ele 50 5tce per tb. $0 10 

Iron, Wneei, S-in..... per doz. $1 75 Sone a oe per doz.40c@45c 
Wood Wheel, 6-10...5° "1 80) Fy putar. 
Wood Wheel, 6-ii.. pase knot, 255 Nos. 1 and 2 assorted sizes, doz. 45c 
Hot House—Jap’d........... 50&10% RIVET SETS. 
OUST Tvs eis cacasencchamen See Sets. 
POOP E sii asso scaasinee 50&10% ROPE. 
Sash. Cotton. 
AMOR. 5056.0 ssnabbe per doz. $0 18| 3, 5-16 in. Com. on reels. per tb. ae 
Common-Sense, 2-in..  “ 20| 3, 5-16 in, Com. in coils.. c 
Empire Pattern, 2-in.:  “* 20} %,5-16in.Imp'lincoils.. “ 21 c 
MES éaitwicled hte sia 5 20 | Sisal. 
POE « eacdcenaees ee <4 25 Te ee llc 


Hardware Grade, rates, per fb...10}c 
Pure Manila. 


RG NG ows a'e-s nmied oo per tb. 14}c 
Hardware Grade, rates... ‘“* 12$c 
RULES. 

Nats b caect eh Cane emus Nets 
Oe RE Ree RTE op Nets 
SASH WEIGHTS. 

See Weights. 








SAWS. 
ed Eee Fee Es akeaee 1125 
Jackson's. .....0ecieeccceee edd 0 


Butchers’. 


ML kav kuccasdciccdsa. 40&10' 
SUE Wik o:0s 308d ods sek COLT 3 
Circular. ot 
SRR Aer Pope 50' 
BEM Weiss Sains os cote kaa Bae 5 
DN e8 ole c's Gc bc «ana bee 50&10' 

oo eeaae ph TEES TEE Oe. 50% 
Compass. 
OE ebb ais o's bas ae ~~ 
Common..... per doz. $1 35@$1 60 
OIE s 0-5 «7 4-sukessoaub oes 0 
Cross-Cut. 
MES sss chacawrwicss teen 35 
9 ae ee 45 
MON s <aza sd teases e dame 30% 
= 
SM so cecthe ck ce t doz. 75 
py Re yee or. *§ 
weer. 
ce ETRE EEE EE 50 
Hack. % 
DD i ciieueseaichussannadoel 30 
ee ea eee 25 
| era a 5 
EES a ee ae S| 25% 
Hand and Rip 
ER ita adh ob Wks coeneel 35 
CL  & a Seas 30% 
Disston’s Nos. 8, D8, 12, 76, 112, 
D100, and 120 (new list)... .. 25 
Keystone. Rabi ts wi ces vies 30 
nterpirse, hand..... T doz. 00 
Our Saw, hand....... ma & 
Our Saw, rip........ “5 4 50 
ene i OHsibis ace < api oe 25 
cu hs esas 5 vs ceeds 35% 
Narrow Band 
EEO area) 50 
I ac hcbk son ss anes vak 30 
NS aed airs ah <:-4 a d.uib,6 ora call 
a I PP na 40 oO 
Panel. 
I a Gavia sea aaied so vo obs 35 
oe cae Se 30% 
Pruning. 
SEE A rier ey 30 
SUN a ks as a6 one t aelee 25% 
ift. 
MENG s kesh ives eeeeeue 50 
eae 45% 
Ae. r doz. 50 
Clover leaf.......... ~s % 00 


SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 


SAW FRAMES 
Common, plain..... -ber § doz. $1 25 
Common, painted.... 70 
SCALES. 
Counter. 
a ee eT eer 
Platform. 
Osg Ce eReebhesWictdoosed ee 50% 
SCISSORS 
as sebaeuteb esters svesenees 60% 
SCOOPS. 
Grain. 
4-bu. “Hercules”.....per doz. 13 70 
l-bu. ‘Hercules”..... " 15 00 
SCRAPERS. 
Box. 
ee per doz. $4 00 
Cabinet. 
Cast Steel........ per doz. 60c@75c 
Road. 


Cubic ft...... 7 5 3 
Without run’s, ea.$4 00 375 3 50 
With runners,ea. 4 25 400 3 75 


SCREEN DOOR HINGES. 


TE See eee ee gross, $6 50 
a hy a 6 75 
SCREWS 
ch 


Iron, inches.... 1 a. oie 
67} 420 5 25 
Wood, white maple...per doz. 3 67 


Hand—Wood........... 65% new list 
SRR Race SBE SD RES S. 70&57, 
eS SER Sr inet ia 70% 
Lag or Coach — all sizes, gimlet 

Sic oss 200i shine 75&10% 
ae 


Nos 2 
Per doz.. "1Be 20c 26 30c 23 oe 


Wood. 
eS ae 8748&5&25% 
MES dj a0 ciosicd 85&5&25% 
% o> eho 824&5825% 
BH Brass. 20000000. 8085&25% 
ye eae ee 774&5&25% 
R. H. Nickei Plated... .774&5&25% 

SCYTHES. 

Be Ve Be, grass... ... -per doz. $8 00 

Clipper, graes.... 22.25% ‘ 8 25 

Clover Leaf Dutchman. = 50 

Honest Dutchman..... 4 7 50 

EVO WO. s.c4us dacvias ” 7 50 

SHAVING SETS. 
Smith & Hemenway.........++<«-60% 
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a 
i TAPES, ME. 
na OO BIO 1  ::’ ’ ASURING. 
ap eS (Ada. for r bluing, $2.50 new list | Asses’ Ski WARE, 
ce 42 ng, $2.50 a doz., net.) RE Se 
. 33 1 RRA Oe Mea yok wo kid nc carey per sini tls SEER Os ta = Stove Hollow Ware. 
Z z 5 Try aoe ee anlpkbaaapbaecbial Lufkin’s — Wend bevadeateesan 20 — or Unground............ 50 
Rivet. Tr ant Miter. Ze Lufkin’s Metallic... . 2°" pie eae 25 round Ware........... 45 
a eh BET DE cael ape 354% | Enameled Ware... con 
s SOMES. «6:5 0s oda pbioe oe02 90% Winterbottom’ s TEE C oe. ag AP Sn eee? 60&5 7% 
y ae + a BEVELS—See Bevels. Country Hollow Ware, per 100 tbs. $3 Oc 
Common Levers... foe. RE on LEMON. THERMOMETERS. ay ge 
Disston 4 rar Beye 6 50| Porcelain Lined. Wood... -per doz. * 9 Tin Case.. 4 Newarteaale Flat eat eens .60& 10% 
eat 7 ante " a eee jron “ ; 2 5 | Wood alae -per doz. 06 O0@ 12 2s Bottom Kettles... ound rete 
Berrie vk os ye Gen teame geita bok eee eet o, 
veces oe 80 |T = 1 90 12 00 | Covered Ware. 
Nash's Hand: .......  ¢ 3 Is re ee em n 23 on Tin'd and Turn'd........-. 35&10% 
Stillman’s Lever. .... ee | Se Dram, japanned....... “ ; s Bale. Ss. “RR 45&10% 
Stillman’s X-Cut.....  “ —- nickel plated. . “ 4 50 cove Loop.... neon Glew Pots. 
HARP otis... ..... = eee 
he. s ssamgagee Blind STAPLES Cow See Kinds. Ss lala be 70% Ra aeRO 30 , 
EARS Sp ES ia doz. $1 60 ind. r E ese 
sy y eed Barbed nameled. 
CR Ra aeons” gallina iad . C h ‘ 
SHAVES, SPOKE ° | Butter Tub..... a on Disston’ orem a ie ee 
* SR aE? oa ote di n’s . 
Wood eee peepee per dov, $1 10@1 85 oy than carload. Miniature. eet ena we es 40% SH BOARDS—See Boards. 
bce a 2756 18|. Coed... per 100 tbs. $2 00 Smith & Hemenway......... 25% WASHERS. 
7 phate ae Nets Poesy oman 2 30 ier Cw  itemterd 0.6. 
a Serer rrr rrr 15% + EY TRAPS. Wrought iron Ay = gem -per tb. 230 
Pruning panne ——. per 100 Ibs. 4 00 | Sargent’s Game “aS J ‘ as Sas i 
s her y 9c 64e 5 
Buckeye, No. 1..... Wrought Staples, H Sy Se eee 759, | Wrough c Sc 4ic 4ic 4te 
Radepe, No.2... ee $5 % taples, Hasps, Hoo “ ont ao Misc odsaceeees 08s it t — in 5-fb. boxes, per tb.: 
California —o.. ° 3 20 — and Hooks and Bee Prinnstsvesestes 70&10% l0c 7e 6c Sie 5 
Draw Cut os Oia. | 4 00 Batra heavy eh i cen 80&10&10 Reddick’s. d oe 
ened oe no a . 13 75 ee EY pee 75&10% Meow aed per doz. $6 00 " WEDGES. 
’ . 4. old Bocccseccece 
Per dor. $1 40 ‘Oi 14 012 STEELYARD. ne Sagal tale $2 25 |Galling... 22202001. per dos. 90 39 
tar. . 7 Ce Discount 25 Suse Catch Mouss..... .... WG ssc bcvceeses er B. 
awa per doz. $4 00 %- Sure Catch Rat.....--...+-- = Dae ean— 8 
Lnches.....--. ‘Se Axe STO. Delusion Mouse...-......... 90 Cai, WEANERS. 
eg. Grip...... $1125 1150 1 i “Iler’ 
on Grip., doz. 1100 11 25 12 95 n... india: Brick —— Tyler's Satety ‘per do: HT oo to's 0 
ES ee ere Te eee ee ° wee ceseeees < CR. , ’ Z. 5 2 
Tinners'——See Snips. . 60% Pho Re cticg otha ea pane oat “ Cee EA. a 5.6 0 0-0-0 30% ah lg aap weg --+ 3 00 to 3 3 
Detateaehas acess 6 sete ee ees » per doz..... 
om SHEAVES, SLIDING DOOR. | 9#— Mounted. erttaredind UB 3 @| Shaw Perfected. ..... 3 Oto 373 
rkansas Best. Rceeas Se 
faches. pn ae $0° ” of 5 Arkansas Soft.. par Go + Plasters’. ev evenetertons 207% fe bersaarcsioet 
Rte. esse eee 75 110 indostan.......... tb SO Se UTE 
datfeld's ‘dias demented, . per 6h@ot |. gill orate 40% | Sash—t.0.b. Chic a ert fe 
wee eeweeee $090 130 220| Arkansas Hard oy oS eaeebiieenmitete ‘WHEEL BARROWS. 23 60 
SHELLS—See ens pon = an per Ib. ee ees. 25% |Common Railroad 
Ammunition. Lily White. teeseees i 1 20 TRUC Heavy Railroad. Fes gy 1 7 00 
SHELLERS, CORN. eer Cresk........ ° HH ~ wee ay vee Tray... “3908 
GaMOR onc o seis cceccesee per doz. $6 75 Washite ait rata .. 38] Warehouse..... —_—Z Ly ndike Steel Tray.... “* 28 00 
; SHIELDS. oe ae N 0. rer sea clewe F 10% ver WHEELS. é 
Expansion Bolt Shields. . ... dom | Black Diamond. Haif ironed. <..83 00 3°85 5 So|Emay.. =. --- eee ee 
coves A oben senses Per gro. $8 ull Ironed...... 3 45 450 6 45| Well NGA Wee” ae ee” 
pt SHOES. RTE aa 428 Dor dos.:$3°00 4/50 4” 
UCLON ec cececevecseses+-60&10%! Green Mountain “ TUBS, WASH. 5 40 15 00 
SHOT—See Ammunition. of ie... $ ss Sendavd, Weed. Ex. | Berbed. WIRE. 
r uinnebog.......... “ OS..-..- 2 < r 
SHOVELS AND SPADES. ae es ee or. “gs00 600 700 $40) pireads. per 100 pest 8 gs 
Dowell. sarah 195 2 
fio. 2. Woodford... .per dos. $5 50 STOPS, BENCH. Per doz... 535 635 700 950] ta he 
Ames’, new list..... Discount 124% weer bir pied awcga per doz $3 50 a oF Hs RL he —. 
— }7o | Stearns'.........----+- erdoz...610 710 7 He: ese , MSs. scew 50 
Novarbreak, bellow bek, bie. mit 75 STOPPERS, FLUE Indurated. alta) orn oe 608108 10810% 
ne 9 « «** 1900 —— ty See ee per doz. $0 40 Per doz... 8 55 9 45 10 80 13 50| Copper. <a mean 
Dein, "2 °9 00] Gen Hat painted o oe. In colle oe 20 
ax seeyiion Rreerey twee 50% Kirch’s. "d, decorated. _ = Per doz......... 4 10 550 6 4s Fen woe glucan 508 10% 
aad mo aiialadies. oo, > Tena as ce—Smooth. 
Black Diamond.......per gor.$12 00 atti, «me ; Nos. 6 to 9. An’eal'd pr 100,bs. $1 88 
Keystone. ...... cnt es, a STOV " ee Phone wn 20 
ea v 5 40 STOVE PIPE—See pipe. 3-ply Cotton Wrapping. . Por ®. | ar ee om 
Hollow Back vapcbye: a ; 4 STOVE BOARDS—See Boards. : os i E t Ww . , : x ‘ Z ; ; ; :28¢ Meine f ll bd 
w Back........ : x ie . 
yaa , new list..... Discount, 124% STOVE POLISH—See Polish 4“ - Ta year Rine err 27¢ Bright, ee... las i ae 
Per doz.... $1 6 : : . pe Wrapping 6 on tubes a coppers. full bdles 7 
PP seme 5@$9 00 STRAPS. “ aa * cones.....25¢ oppered, broken bdles.. a 
oo ee ee ‘ bine 4 . “0 *++-286] Tinned, full bdles,. -..... 5&5% 
D-Handle, .......-per don. $3 $01 Shove. 22. per gon. peg. $1 0 India Hemp. Fp: Da IE __, eae eperpemeiapaggaiio \65810% 
agit al “ “ a (teeta .20¢ ‘¢cture—In coil 
-tb. ive tas 80 
Cast st Iron SINKS Cui STRETCHERS cid Jute, f it doz. 7Se In 5-fb. spools....... ries alone - 
hae : ly fate, FD. S sessssses-I68]peNCHES 
Sane aa 50&10' Bullard’ ute Wrapping, i-Ib. bails......... 1Se WRENCH 
pense, Whit erty 50&10% ae sce per doz. $3 90 toss Woo vie = ‘ capuangy as Acme Standard oe: 
Painted, new list........ 408108&5% Malleable “A liiatee 5 = — $c Alligator Bemepessas ose scones —— 
a ae eo? _ ways R d > eabaacangtpeaatsions net 
SLEDGES—See Hammers. . Seer “ ¢ 30 Sort, cco ocumeln ib: . a 2 3 hedenieeel... cake OREM set 7 oe 
re SNAPS, HARNESS. — oe . Sdo Slo 300) Rite Adumabie............--- rH 
a S. Elwood’ ot nol “ 38c_ 34e =~ agin lata per Ib. 08¢ 
Bria? 3 wood’s....... 33c | Malleable. . I 
eet Dy ss shavehesas scaly 0: S.  ieed’s Sve ale per doz * 00} Staging, - -Ib. ball, size a er 26 : tillson Pipe SER I 
RII <i. pu ssteeo cry ed 60%| Little Giant......... » ° ees saa 204 Bemis &Call’s: cxuba 75&10% 
SNATHS. a, “ 1000] Bagging,“ 7... 264e] "Adjustable S, 4085%; Adjustable 8 
Double Ring, Bush... .. per doz. $7 25 Canton Tackle Block. “* ‘= = -ply, ““B” in hanks........... ‘18¢ aa 4085 % j Briggs Pattern 
Patent Loop, Bush..... # 7 50 Warner’s.... a. 9 50 i re Sr 18c} § 4073 Combination Bright. . 50% 
Patent Loop, Grass.. ieee ede 6253 =. ‘A “ igi . teel Handle Nut. e 
6 75 SWIVE 3- “ Silver Finsh, a at Tay ee ae Combination Black... ee S085 % 
SNIPS, TINNERS’. _ os. Fodder or Lath el | Ree are a ----- “$0836 
Clover Leat Es ee 40& 10% Weocaht Steel ake per tb. $0 10 J 30 si ES eee 6c canteen canienedeet 40&5% 
Semen... 4. - +++ 2005 ves 408 10% oe gro. 4 50| 200 strand......s.eeeeeeeeeeees =e WRINGERS. 
a No. 590, Royal... 
SOLDER—See Metals. American Cut...... wae VISES No. 350, Universal ange oe 
SPRINGS, merican Wire..... eK: xia cncok sees aT Nine anes ), Novelty ...... “ > 
Perfect DOOR. ay ante Cat. 3 fy: Phcenix, Oval Slide, “= a oy gma estes " 29 
OB. . x45. 2 3 : arpet...... %: Inches. ... ees “ 25 00 
PR hogs “aed 30c 35c «40 PB t eage 2 eA i Each..... $i bs 150 he A, * No. oc taceene we. 5 - 00 
; Uoh so SL) Se ee Parker’s Paral sid No. 770, Bicycle. . eisai i 3 00 
Per doz...light, $1 15; heavy, $2 50) U Con orn hla Parker's gheeanpobpppeee oats Guaranice ue 
, na tlh ae 20% |No. 110, Domestic. .... 
Ber ot light, 90c; heavy, 1 35} C oe Belated ists oxeeDeee tae 90% | Parker's creer oe ccccce es -20%] No. 310, Same. vee: <0 ae 
Warner's «Seaode -per doz. 1 20| Canvas BEak rats ao o¥.00s per th., 34¢1 Parker’s X Serles......2....000. 20% | No. 740, Bicycle. ...... Ss 25 00 
a agate A.............. a. 70% | Parker's Comabimation............ No. 22;Guaraniee.... "33.08 
Sebcccee 0000ge ae 1 35| Hungarian Nails. 111222227: 40&10% | Solid Ben; selabiieaena”” No. 22, Domestic “ 33 00 
- Boccccccccess ee ed chase Sepang ling 29 0e 
40& 107% Willeceby. tar awe. 0. 22, Pioneer.... oe 
eae |No. “2 Superbe 2 ia 88 
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ADVERTISERS’ INDEX 
ALPHABETICAL LIST 


BeNIAR CaO OO... ccccvcsscvcses 15 
American Sheet & Tin Plate Co...... 78 
American Steel & Wire Co.......... 81 
American Wringer Co.......... ae ae 
pS A erry eer rrr ee 80 
Beckwith, Estate of P.D....... on 
er GE 2. oa cweenadsbdsvwae 87 
gs rey ie | 77 
ep re rer rer. ty 72 
eres OD: « soc 0.0 ova wens v000 cas 80 

9 


Boynton Furnace Co..............- 


Brauer Supply Co., A. G............ 14 
Bullard & Gormley Co.............. 88 
Burgess Soldering Furnace Co....... 80 
Burglar Proof Lock Co............. 85 
Burton Oo., W. J..........5- eee: 
Carnahan Tin Plate & Sheet Co..... 79 
Clark, Smith Hardware Co......... 78 
Clark & Co., Geo. M.........-5-+55 4 
Clayton & Lambert Mig. Co........ 80 
Cleveland Castings Pattern Co...... 14 
Clipper Lawn Mower Co.......... os ae 
Co-Operative Foundry Co........... 9 
Cooper Oven Thermometer Co.....- 14 
Cope Stove Pattern Works, Geo.W.. 14 
Cortright Metal Roofing Co......... 7 

De Kalb Wagon Co........--+++-+++ 86 
Delta File Works. .........-0+++05% 86 
Dixon Crucible Co., Jos.....-...-+++ 72 
Double Blast Mfg. Co..........+-++ 80 
Dreis & Krump Mfg. Co..........-. 81 
Forest City Fdy. & Mfg. Co......... 10 
Friedley-Voshardt Co.............. 79 
Pea TI Bo... occ cccwevvcesccsces 80 
Furnace Supply & Mfg. Co......... 12 
GaepGaer BOs... .ccrccccesesecess 84 
Gerock Bros. Mfg. Co...........-- 76-77 
Globe Ventilator Co............... 78 
Hanson & Van Winkle Co..........- 5 
Harrington & King Perforating Co... 79 
Haynes-Langenberg Mfg. Co........ 2 
Helier Bros. Co... ....ccccscseseces 86 
Hemp BOS... cccccccvecccecccs 14 
Henry Furnace Co., T. E.........+- 8 
eer Or CC. G... . cos0snsnescse 79 
ORI IDs 6.0 054300000 6000085 78 
Interstate Mig. Co... .......0--2008 12 
Kelsey Heating Co...............+- 2 
Keystone Steel & Wire Co........... 83 
Mibeba Breas. OO... 2 ccceccscccses 72 
Lalance & Grosjean Mfg. Co......... 84 
RE BE hice sc casecvensecssoe 87 
PEI s aie eS eee ve acsbbei nde’ 86 
Rs 6 oe wccknweseniscess 86 
SE is 6 cctceciencsia 80 
Massillon Rolling Mill Co........... 74 
Meyer Furnace Co.. .......000-+05 7 
DRAG & BID. Gig Bove ccosccvsvecs 13 
Michigan Safety Furnace Pipe Co... 72 
Moeschl-Edwards Corrugating Co.... 87 
Monroe Foundry & Furnace Co..... . 8 
Morris Fdy. Co., John B............ 14 
Munsell Co., Eugene..........-.... 14 
National School of Pattern Drafting.. 72 
New Process Stove Co.........2.+.. 3 
Niagara Machine & Tool Works.... . 80 
Nickel Plate Stove Polish Works.... 12 
North Bros. Mfg. Co........+...++:+ 85 
E,W ak edad cowss eae ered beat 70 
Philadelphia Lawn Mower Co....... 82 
a TI A. 0.0.06 Seosevenase 14 
BE TURTO GD. oc ccccccvecveveste 4 
Robinson Furnace Co.............+ 11 
Scheible-Moncrief Heater Co........ ll 
Schwab & Sons Co., R.J.........4.. 8 
ET TIES. 4.04650 se Ssiewstasens ox 1l 
SN MINS 65 cewccbedbecdeens 12 
Smith & Hemenway Co,............ 86 
Sprague Fdy. & Mfg. Co............ 11 
Standard Ventilator Co............. 1-78 
Stark Rolling Mill Co.........eee0e 75 
ee, DURE DD... os cavecvoceces - 
NE Cow vscdseastasens 72 
Symonds Register Co.........+600. - 12 
Toledo Electric Welder Co.......... 6 
Underwood Typewriter Co......... - 82 
Vaughan & Bushnell Mfg. Co....... 84 
Vedder Pattern Works........... oo A 
Weiss & Co.,H......... osecce cooce 8 
Weller Pattern Co.,..... $nnedessé . 4 
Wheeling Corrugating Co........... 87 
Wise Furnace Co....... evecseccccece 10 
Wrought Iron Range Co........... 6 

















CLASSIFIED LIST 


Barb Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Blowers. 


Leiman Bros., New York, N. Y. 


Boilers—Steam. 


Boynton Furnace Co., Chicago, Ill. 
Schwab & Sons Co., R. J. 
Milwaukee, Wis. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Cans—Garbage. 
American Can Co., New York, N. Y. 


Carpenters’ Tools. 


North Bros. Mfg. Co., 
Philadeiphia, Pa. 


Smith & Hemenway Co., 
New York, N. Y. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Ceilings. 
Berger Mfg. Co., " Canton, O. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 

Moeschl-Edwards Corrugating Co., 

Covington, Ky. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 


Cellar Chutes. 
Interstate Mfg. Co., Oskaloosa, Ia. 


Chimney Caps. 


Berger Mfg. Co., Canton, O. 
Standard Ventilator Co., 


Lewisburg, Pa. 


Chisels. 


Smith & Hemenway Co., 
New York, N. Y. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 


Combination Heaters. 


Stolz Co., Frank D., Chicago, Ill. 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark, Smith Hdw. Co., Peoria, Ill. 
Friedley-Voshardt Co., Chicago, Ill. 
Hussey & Co., C. G. Pittsburgh, Pa. 

Wheeling Corrugating Co., 
Wheeling, W. Va. 


Cornices. 
Berger Mfg. Co., Canton, O. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 
Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Cornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., Chicago, Il, 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Crimping Machines, 
Bertsch & Co., Cambridge City, Ind. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Culvert Machinery, 
Bertsch & Co., Cambridge City, Ind. 





Furnace Rings. 
Furnace Supply & Mfg. Co., 
Cleveland, 0. 


Cutlery. 


Smith & Hemenway Co., 
New York, N. Y. 


Fur Snla ring 
Ashton Mfg. Co., Newark, N. J. 
Canton, 0. |Bernz, Otto, Newark, N, J. 
Burgess Soldering Furnace Ce., 
Columbus, 0. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 
Double Blast Mfg. Co., 
North Chicago, I11. 
Lyon, Conklin & Co., Baltimore, Md. 





Cut-Offs—Rain Water, 


serger Mfg. Co., 
Sullivan-Geiger Co., The, 
Indianapolis, Ind, 


Disinfectants, 


Gardner & Co., Joilet, Ill, 


Drills. 


Galvanizing—Cold. 


Hanson & Van Winkle Co., 
Chicago, Ill, 


Smith & Hemenway Co., 
New York, N. Y. 


Eaves Trough. 
Garbage Burners, 


at sep "dee eee American Can Co., New York, N. Y. 
Moeschl-Edwards Corrugating Co., 
Covington, Ky. Garden Tools. 
Wheeling Corrugating Co., Clipper Lawn Mower Co., Dixon, Ill. 
Wheeling, W. Va.| philadelphia Lawn Mower Co., 
Philadelphia, Pa. 


Elbows—Conductor Pipe, 


Grease—Graphite. 
Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Berger Mfg. Co., Canton, O. 


Electro-Plating Outfits. 


Hanson & Van Winkle Co., 

Chicago, Ill. Hammers. 

Vaughan & Bushnell Mfg. Ce., 

nr Chicage, Ill. 

Kimball Bros. Co., Council Bluffs, Ia. 
Hardware Jobbers. 

Bullard & Gormley, Chicage, Ill. 


Enamel Ware. Clark, Smith Hdw. Co., Peoria, Ill. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. Hardware Specialties. 
Burglar Proof Lock Co., 
New York, N. Y. 
Lalance & Grosjean Mfg. Co., 
Dixon Crucible Co., Jos., Chicago, I1l. 
Jersey City, N. J.| Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Smith & Hemenway Co., 
New York, N. Y. 


Facings. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Ill. 
Keystone Steel -& Wire Co., 


Peoria, Il. Heaters—Water. 


Smith Co., Chas., Chicago, Ill. 
Stolz Co., Frank D., Chicago, Ill. 
Files. 


Delta File Works, Philadelphia, Pa. Ice Cream Freezers. 
Heller Bros. Co., Newark, N. J.|North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnaces—Hot Air. 


Boynton Furnace Co., Chicago, Ill. 
Co-operative Fdy. Co., Chicago, Ill. 
Forest City Fdy. & Mfg. Co., 
Cleveland, Ohio 
Haynes-Langenberg Mfg. Cuv., Kitchen Utensils. 
St. Louis, Mo. /raiance & Grosjean Mfg. Oo., 
Henry Furnace Co., T. E., Chicago, Ill. 
Cleveland, 0O. 
Interstate Mfg. Co., Oskaloosa, Ia. 
Kelsey Heating Co., Syracuse, N. Y. 
Meyer Furnace Co., Peoria, Ill. 
Monroe Fdy. & Furnace Co., 
Monroe, Mich. 
Robinson Furnace Co., Chicago, Ill. 
Scheible-Moncrief Furnace Co., 
Cleveland, 0. 
Schwab & Sons Co., R. J., 
Milwaukee, Wis. 
Smith, Chas., Chicago, Ill. 
Smith Co., Chas., Chicago, Ill, 
Sprague Fdy. & Mfg. Co., 
Council Bluffs, Ia. 
Wise Furnace Co., Akron, 0. 
Wrought Iron Range Co., 
St. Louis, Mo.| Machinery—Buffing and Polishing. 
Hanson & Van Winklt Cp., 
Chitago, Ill. 


Iron Enamel, 
Nickel Plate Stove Polish Co., 
Chicago, Ill. 


Lawn Mowers, 
Clipper Lawn Mower Co., Dixon, Ill. 
Philadelphia Lawn Mower Ce., 
Philadelphia, Pa. 


Lineman’s Tools, 
Smith & Hemenway Co., 
New York, N. Y. 


Locks—Burglar Proof. 
Burglar Proof Lock Co., 
New York, N. Y. 


Furnace Pipe and Fittings. 


Meyer & Bro. Co., F. Peoria, Iil. 
Michigan Safety Furnace Pipe Co., 
Detroit, Mich. 


Machines—Electric Welding. 
Toledo Electric Welder Co., 
Cincinnati, O. 


Furnace Regulators. 


Furnace Supply & Mfg. Co., 
Cleveland, 0. 


Metal—Perforated. 
Harrington & King Perforating Co., 
Chicago, Ill. 
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Metal Polish, 
Nickel Plate Stove Polish Co., 


Chicago, III. 


Metal Shingles. 


Berger Mfg. Co., Canton, O. 
Detroit, Mich. 


Burton Co., W. J., 
Cortright Metal Roofing Co., 


Philadelphia, Pa. 


Moeschl-Edwards Corrugating Co., 


Covington, Ky. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Mica. 
Brauer Supply Co., A. G., 


St. Louis, Mo. 
Chicago, Ill. 


Munsell Co., Eugene, 


Miters. 
Berger Mfg. Co., 


Ornaments—Sheet Metal. 
Berger Mfg. Co., 


Moeschl-Edwards Corrugating Co., 


Covington, Ky. 


Paint—Silica Graphite. 
Dixon Crucible Co., Jos., 


Jersey City, N. J. 


Plumbago. 
Dixon Crucible Co., Jos., 


Jersey City, N. J. 


Polishing Materials. 
Hanson & Van Winkle Co., 


Chicago, Ill, 


Pumps—Vacuum,. 


Leiman Brothers, New York, N. Y. 


Punches, 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 
Weiss & Co., H., New York, N. Y. 


Rasps. 


Delta File Works, Philadelphia, Pa. 
Newark, N. J. 


Heller Bros. Co., 
Smith & Hemenway Co., 


New York, N. Y. 


Razors. 
Smith & Hemenway Co., 


New York, N. Y. 


Registers, 
Furnace Supply & Mfg. Co., 


Cleveland, 0O. 


Henry Furnace Co., T. E., 


Cleveland, Ohio. 
Symonds Register Co., St. Louis, Mo. 


Roasters, 
Wheeling Corrugating Co., 


Wheeling, W. Va. 


Rolls—Forming. 


Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 


Roofing—Iron and Steel. 
American Sheet & Tin Plate Co., 


Pittsburgh, Pa. 
Berger Bros. Co., Philadelphia, Pa. 
Canton, O. 


Berger Mfg. Co., 


Canton, O. 
Friedley-Voshardt Co., Chicago, Il, 


Canton, O. 
Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros, Mfg. Co., St. Louis, Mo. 





Burton Co., W. J., Detroit, Mich, 
Carnahan Tin Plate & Sheet Co., 
Canton, Ohio. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 
Moeschl-Edwards Corrugating Co., 
Covington, Ky. 
Stark Rolling Mill Co., Canton, O. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Rope—Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Rules, 
Lufkin Rule Co., 


Saginaw, Mich. 
Saws. 


Smith & Hemenway Co., 
New York, N. Y. 


Saw Sets. 


Smith & Hemenway Co., 
New York, N. Y. 


Schools—Sheet Metal Pattern 


Drafting. 
National School of Sheet Metal Pat- 
tern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 
Harrington & King Perforating Co., 
Chicago, Il. 


Screw Drivers. 


North Bros. Mfg. Co., 

Philadelphia, Pa. 
Smith & Hemenway Co., 

New York, N. Y. 


Shears—Sheet Metal. 
Otis Fuller, Goshen, 


a 


nd, 


Sheet Metal Tools. 
Bertsch & Co., Cambridge City, Ind. 
Fuller, Otis L., Goshen, Ind. 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Sheets—Black and Galvanized. 

American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 

Carnahan Tin Plate & Sheet Co., 
Canton, Ohio. 
Inland Steel Co., Chicago, Ill. 
Stark Rolling Mill Co., Canton, O. 

Wheeling Corrugating Co., 

Wheeling, W. Va. 


Sheets—Polished. 


Massillon Roliing Mill Co., 
Massillon, 0. 


Sheets—Toncan Metal. 
Stark Rolling Mill Co., Canton, O. 


Sheets—Vismera. 
Inland Steel Co., Chicago, Ill, 


Skylights. 
Berger Mfg. Co., 
Burton Co., W. J., 


Canton, O. 
Detroit, Mich. 


Skylight Gearing. 
Weiss & Co., H., New York, N. Y. 


Slating Nails, 
Hussey & Co., C. G., Pittsburgh, Pa. 





Snips—Tinners’, 
Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Soldering Iron—Self-Heating, 


Lyon, Conklin & Co., Baltimore, Md. 


Statuary. 


Friedley-Voshardt Co., Chicago, Ill. 
Gerock Bros. Mfg. Co., St. Louis, Mo. 


Stoves and Ranges, 
Beckwith, Estate of P. D., 


Dowagiac, Mich. 
Clark & Co., Geo. M., Chicago, Ill. 
Co-operative Fdy. Co., Chicago, Il. 


New Process Stove Co., 


Cleveland, O. 
St. Louis, Mo. 


Ringen Stove Co., 


Stove Patterns. 


Cleveland Castings Pattern Co., 


Cleveland, 0. 


Cope Pattern Works, Geo, W., 


Detroit, Mich. 
Quincy Pattern Works, Quincy, III. 
Vedder Pattern Works, Troy, N. Y. 
Quincy, Il. 


Weller Pattern Co., 


Stove Pipe and Fittings. 
Hemp & Co., 


Stove Polish. 
Brauer Supply Co., A. G., 


St. Louis, Mo. 


Dixon Crucible Co., Jos., 


Jersey City, N. J. 


Nickel Plate Stove Polish Co., 


Chicago, Ill. 


Stove and Furnace Repairs, 
Brauer Supply Co., A. G., 


St. Louis, Mo. 


Morris Fdy. Co., John B., 


Cincinnati, O. 


Tapes, 
Lafkin Rule Co., 


Thermometers—Oven, 


Cooper Oven Thermometer Co., 


Pequabuck, Conn. 


Tin—Perforated. 
Harrington & King Perforating Co., 


Chicago, Ill. 


Tinsmiths’ Tools, 


Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 


Chicago, Il. 
Goshen, Ind. 
Lyon, Conklin & Co., Baltimore, Md. 


Fuller, Otis L., 


Niagara Machine & Tool Works, 


Buffalo, N. Y. 
Weiss & Co., H., New York, N. Y. 


Tinplate. 
American Sheet & Tin Plate Co., 


Pittsburgh, Pa. 


Carnahan Tin Plate & Sheet Co., 


Canton, O. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Torches, 
Ashton Mfg. Co., 
Bernz, Otto, 
Burgess Soldering Machine Co., 


Columbus, 0. 


Clayton & Lambert Mfg. Co., 


Detroit, Mich. 


Double Blast Mfg. Co., 


North Chicago, II. 
Lyon, Conklin & Co., Baltimore, Md. 


St. Louis, Mo. 


Saginaw, Mich. 


Newark, N. J. 
Newark, N. J. 





Typewriters. 


Underwood Typewriter Co., 
New York, N. Y 


Ventilators, 


Berger Bros. Co., *hiladelphia, Pa. 
Berger Mfg. Co., Canton, ©. 
Friedley-Voshardt Co., Chicago, Hl. 
Globe Ventilator Co., Troy, N. Y. 
Standard Ventilator Co., 


Lewisburg, Pa. 


Wagons—Hardware Delivery. 


DeKalb Wagon Co., DeKalb, Ill. 
Wire. 

American Steel & Wire Co., 
Chicago, Ill 

Wringers—Clothes, 

American Wringer Co., 

New York, N. Y. 
Lovell Mfg. Co., Erie, Pa. 





@ ADVERTISING is 
to-day the mightiest 
factor in the business 
world. Itis an evolu- 
tion of modern indus- 
trial competition. It is 
a business builder, with 
a potency that goes be- 
yond human desire. It 
is something more than 
a “drummer” knocking 
at the door of the 
consumer — something 
more than mere sales- 
manship-on-paper. It is 
a positive, creative 
force in business. It 
builds factories, sky- 
scrapers and railroads. 
It makes two blades of 
grass grow in the busi- 
ness world where only 
one grew before. It 
multiplies human wants 
and intensifies human 
desires. It furnishes ex- 
cuse to timorous and 
hesitating ones for 
possessing the things 
which under former 
conditions they could 
easily get along without. 


@ Better begin to ad- 
vertise at once. Every 
day of waiting is a day 
wasted. 





_ 











AOR -nt ten 


70 AMERICAN 





ARTISAN AND HARDWARE RECORD 





Wants and Sales 


For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em- 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these announcements please mention 
that they ‘‘READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 














PATE NTS U. S. and Foreign Patents 
secured. Trade Marks Reg- 
stered. Patent Validity and Infringement Opinions. 


Established 1895 WASHINGTON, D.C. Barrister Bidg. 


ree 


BUSINESS CHANCES. 














For Sale or Exchange—160 acres black 
land in northern Indiana, 3% miles from 
market, for a good, clean stock of hard- 
ware in a town of 2,000-20,000 population. 





Give full particulars in first letter. For 
further particulars address Urias Menser, 
Box 153, Culver, Indiana. 3-3t 

Wanted — Small hardware specialties 
and stampings to manufacture. Write us 
at once. & E. Manufacturing Com- 
pany, Marshalltown, Iowa. 3-3t 

For Sale — Well established business; 


regular tin, sheet iron and furnace work, 
stoves and jobbing of all kinds. Splendid 
opportunity for man who can handle slate 
work in connection and add hardware to 
present business. The most prosperous, 
well populated suburb of Washington, D. 
C., the nation’s capital. One interested in 
the extent of investing $3,500 can write or 
call upon I. M. Bigelow, 209 Blair Road, 
Takoma Park, District of Columbia. 3-3t 





For Sale—Tinshop, well equipped; good 
location, on corner. Good light; low rent. 
After fifteen years in same shop I wish 
to retire from business. Will sell at a 
bargain. Come and see. Address 1001 
West 24th Street, Kansas City, Missouri. 


3-3t 





For Sale—Good clean stock of hard- 
ware; will inventory about $6,000, in Trav- 
erse City, Michigan; population over 14,- 
000. Address J. A. Montague, Traverse 
City, Michigan. 2-3t 











Patent for Sale—Not having means to 
manufacture and properly market my 
newly patented Eave Trough Clamp, I 
would like to sell same outright or on a 
royalty basis. Have castings and parts 
for about 500 clamps, also master pat- 
terns. If interested write A-17, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 2-3t 





For Sale—A good tinshop, doing good 
business. Located on main street of a 
growing town. Best of reasons for sell- 
ing. If you want a good thing address 
Cliff Kaser, _Killbuck, Ohio. 2 st 

Wanted to Buy—Working interest in 
good sheet metal and heating shop. Am 
young; have been raised in the business; 
have good habits; don’t booze, and can 
get results. Address Cleve Branham, 


1021 Hervey Street, Indianapolis, yan 


For Sale—A nice hardware stock and 
heating and plumbing business in Illinois. 
Will invoice about fourteen hundred. Good 
business the year round; rent low; in one 
of the richest farming towns in Tllinois; 
will consider farm land in Wisconsin in 
trade or good town property. or will sell 
for cash. Good reasons for selling; parties 

can have possession at once. Address 
A-15, care of AMERICAN ARTISAN, 910 


South Michigan Boulevard, Chicago, ae 
-o 





nois. 


BUSINESS CHANCES. 


SITUATIONS WANTED. 








Wanted — Commission lines. Willow 
baskets, electric vacuum sweeper and 
hardware specialties. Bank references. 
Address Canadian Mercantile Company, 
Kingstown, Ontario, Canada. 3-3t 


TINNER’S TOOLS. 


Wanted—Set of tinner’s tools. Will pay 
cash. Those answering state what tools 
you have. Make condition and best cash 
price. Address G. E. Roberts, 2019 Ingle- 
side Ave., Sioux City, Iowa. 3-3t 

















For Sale—No. 1 Flanders patent circular 
shears, made by P. S. W. Co. Nearly new. 
Address J. G. Wimmer, Dubuque, Iowa. 

3-3t 





Wanted to Buy — New or used 8-ft. 
brake, 30-in. folder, 36-in. rollers, 30-in. 
shears, large beading machine, hand lever 
punch. Address N. Cherry, 1759 Edwards 
Ave., Springfield, Ohio. 2-3t 


Tor Sale, Cheap—Good set of tinner’s 
tools. Brand new double brass brake 10 
feet. 2 lots 25 by 140 deep each. Good 
shop on corner lot, 20 by 50, all for $1,- 
200.00 cash. Located 38 miles north of 
Tampa, Florida, on main line of S. B. A. 
L. Railroad. New town, only four years 
old. Population over 3,000. No other 
shop within 20 miles. 4 neighboring 
towns from 3 to 10 miles distant. Prac- 
tically 6,000 people to work for. Address 
Zephyrhills Sheet Metal Works, Zephyr- 
hills, Florida. 1-3t 











HELP WANTED. 








Wanted—A married man, tinner and 
furnace man with some idea of simple 
plumbing. Willing to earn his wages and 
a little for me. No boozer. Steady job 
to the right man. State wages in first 
letter. Address H. A. Lee, Canton, South 
Dakota. 3-3t 


Salesman Wanted—In uncovered terri- 
tory for trade name. Specialty easily 
demonstrated and sold to the largest and 
best manufacturers, jobbers and gas com- 
panies. Liberal commission arrangement. 
Address C. A. Hones, 114 Franklin St., 
Brooklyn, New York. 3-2t 








Wanted—Tinner as partner in a plumb- 
ing, heating and tinshop in one of the best 
locations in the garden spot of the United 
States. This will stand the, closest inves- 


tigation. Address A- care of 
AMERICAN ARTISAN, ‘0 ‘South Michi- 
gan Boulevard, Chicago, Illinois. 3-3t 





Wanted—An all-around tinner who can 
do general job and furnace work. Steady 
work year around. No booze fighter need 
apply. State wages in first letter. Ad- 
dress Temple Hardware Company, 
Greensburg, Pennsylvania. 1-3t 


Man Wanted—Capable of estimating 
steam, hot water and hot air heating, and 
able to take charge of a sheet metal 
shop, doing general contracting and job 
work. Employing 10 to 20 men. Loca- 
tion, Wisconsin. Position permanent to 
man who can measure up to the require- 
ments. Address with full qualifications, 
exverience and recommendations. Ad- 
dress F. Geele Hardware Company, She- 
boygan, Wisconsin. 1-3t 


Wanted—Good all around tinner and 
furnace man; one who can estimate jobs 
and manage shop, to take $3,000.00 or $4,- 
000.00 interest in an up-to-date incorpor- 
ated hardware firm in a_ southeastern 
town in Wisconsin. Population 4,000. No 
better opening in Wisconsin. Address A- 
14, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, * 
nois. 

















SITUATIONS WANTED. 








Wanted — Position by an all-around 
man. Steady and reliable. Can also do 
plumbing and hot water work. Address 
W. H. Bailey, Storm Lake, Towa. 3-3t 





Position Wanted—By a good all-around 
man. Can lay out my own work and 
work from blue prints; do all kinds of 
jobbing, roofing and spouting, furnace or 
warm air heating. Have had 20 years’ 
experience; steady and sober. I would 
be pleased to hear from some good re- 
liable  firmis. Address A-19, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 3-3t 








Situation Wanted—As salesman, where 
there will be chance for advancement, 
with a live firm in the west or traveling 
salesman for a reliable manufacturing 
concern. Young man, 27 years of age, 
nine years’ experience in retail stove, re- 
frigerator and house-furnishing business. 
Strictly temperate and reliable. Address 
A-20, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, =a 
nois. -8t 


Position Wanted—By tinner and fur- 
nace man. Can also do plumbing. Young 
man and strictly sober. Prefer work in 
Iowa or Minnesota. Address A-21, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois.: 








Situation Wanted—Young man with 
several years’ experience in the plumbing 
and heating trades wishes steady posi- 
tion; sober and reliable. Can come at 
once. Address A-16, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 2-3t 


Wanted Position—With some firm en- 
gaged in general tinwork, plumbing and 
heating in its different lines. I have about 
20 years’ practical experience. If you are 
in need of a reliable mechanic I would 
like to correspond with you: Address 
John Redwing, Northfield, innesota. 








Position Wanted—By a good all-around 
tinner and furnace man. Can lay out 
my own patterns. 8 years’ experience; 
age 24; can speak German. Address Ar- 
thur Koenig, 2210 North 14% Street, Terre 
Haute, Indiana. 2-3t 


Position Wanted—I am 32 years of age; 
single; 18 years’ experience at the tin 
and furnace business; can cut my own 
patterns and take charge of shop. I am 
also a fairly good plumber; can do steam 
and hot water heating. I am fast and a 
good workman; = and reliable. Ad- 
dress A-18, of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 2-3t 


Position Wanted—By tinner and sheet 
metal worker. Twenty years’ experience. 
Good at furnace work; can o some 
plumbing. Address A-12, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 1-3t 











Situation Wanted—By tinner, who can 
do plumbing, pump and any kind of re- 
pair work. Position must be steady the 
year round. Sober, and have had about 
20 years’ experience; also a good furnace 
man. Address A-11, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 1-3t 





Position Wanted—By a good, all-around 
tinner and hardware man; married; look- 
ing for permanent place to locate; ‘strict- 
ly temperate and reliable. Best "of ref- 
erences furnished. Wisconsin preferred. 
Address Box 276, Rio, Wisconsin. 1-3 





Position Wanted—By a good, all-around 
tinner. Can also do furnace work. Sober 
and _ reliable. Address “A-9, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 1-3t 





Situation Wanted—By a first-class 
heating and ventilating engineer as esti- 
mator or superintendent of construction 
for some firm. Can design and install 
any kind of heating and ventilating sys- 
tem. Temperate and steady. Can give 
best of references as to my ability and 
habits. Address A-10, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 1-3t 





SPECIAL NOTICES. 


MANUFACTURERS’ AGENT 


with headquarters in Milwau- 
kee, Wisconsin, wishes to rep- 
resent reliable manufacturers 
there and in the largest cities 
adjacent. Address all cor- 
respondence to B-38, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, 
Chicago, Illinois. 24 
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SPECIAL NOTICES. | 








FURNACE MANUFACTURERS 


I want a good line of Hot Air 
Furnaces to sell on commis- 
sion in Wisconsin. Can fur- 
nish reference or bonds. Can 
lay out the work or put up 
furnace. Address B-32, care 
of AMERICAN ARTISAN, 
910 S. Michigan Boulevard, 
Chicago, Illinois. pore 


PATTERNS WANTED 


A stove manufacturer wishes to 
purchase a medium priced, up= 
to-date line of hot-air furnace 
patterns, either new or taken 
from some firm’s working pat- 
terns. State whether patterns 
are in wood, iron or aluminum. 
Address Furnace, care of 
AMERICAN ARTISAN, 910 So. 
Michigan Boulevard, Chicago, 
Illinois. 3-It 


POSITION WANTED 


As stove designer, Sales Manager 
or Factory Manager with some ,ce- 
liable stove manufacturing concern. 
Have had years of experience and 
can give excellent references. Will 
have money to invest in the busi- 
ness in the near future. Address 
B-41, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, 
Chicago, Illinois. 3-4t 


SALESMAN WANTED 


Calling upon the stove trade in territory 
west of Ohio where natural gas is used, to 
sella line of gas stoves and ranges on 
commission basis. The line embraces 
special features of practical worth that 
are new and attractive. With the right 
man to introduce them they can be made 
successful sellers in any territory where 
natural gas is the fuel. Please give ref- 
erences and full information as to experi- 
ence and territory traveled. Address 
B-36, care of AMERICAN ARTISAN, 
910 South Michigan Boulevard, Chicago, 
Illinois. 1-4t 


WANTED 


Superintendent-Manager. Practical 
up-to-date organizer; handle men to 
best advantage, experienced in the 
manufacture of builders’ hardware, 
tools and gasoline engines, wishes to com- 
municate with firm in need of a high grade 
man whois a hustler and gets results. Ad- 
dress B-43, care of AMERICAN ARTISAN, 910 


So. Michigan Boulevard, Chicago, Illinois. 
3-It 














SPECIAL NOTICES. 











and surrounding territory. 


attractiveness and merit. 


AGENCY FOR WINCROFT RANGES 


WANTED—A Jobber or salesman to take ex- 
clusive agency for WINCROFT RANGES in Chicago 


The WINCROFT LINE has the selling punch. 
The NEW Wincroft models are unequaled for 


Many exclusive, up-to-date special features. 
Best values for the moneyin the Range market today. 


For particulars address— 


WINCROFT STOVE WORKS 


MIDDLETOWN, PENNSYLVANIA 

















Want hardware specialties 
or kindred lines from reliable 
sources that will sell to the job- 
bing and large retail trade. 
Office Seattle, Washington. 
Traveling Pacific Coast with 
additional help. References 
furnished as to ability and 
finance. Address T. C. Mas- 
sey, 4946 Kenmore Avenue, 
Chicago, Illinois. 2-3t 


POSITION WANTED 


Technical Graduate with six years’ 
practical experience in Mechanical 
and Electrical Drafting, inspecting, 
testing, assembling, experimenting, 
etc. Thoroughly familiar with elec- 
trical heating and household spe- 
ialties — Chicago or vicinity pre- 
ferred. Addzess B-34, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chica- 


go, Illinois. 26-3t 


WANTED 


Experienced and established manu- 
facturers’ agent, well acquainted 
with the hardware dealers and job- 
bers, desires to communicate with 
manufacturers who want live repre- 
sentation in Chicago. Will finance 
and promote lines of merit. Address B-42, 
care of AMERICAN ARTISAN, 910 So. 
Michigan Boulevard, Chicago, Illinois, 3-1t 


WANTED, T0 BUY 


First Class Expanded Metal Lath Machine of 
modern construction. Describe fully, giving sizes 
of lath that may be made, gauges of material 
handled, style or styles of lath produced and pro- 
ducing capacity of machine. ame lowest price 
in first letter. Address Sheet Metal Manufacturer, 
care of AMERICAN ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, Illinois. 2-3t 














WANTED 


General lines on commission 
basis selling to retail hard- 
ware dealers, tinners and 
cornice makers. Address 
B-15, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, III- 
inois. 4-ufn 





First class salesman thoroughly 
familiar with household utensils 
and culinary ware. Thoroughly 
understands the Spanish language. 
Is prepared to introduce a line of 
American housefurnishing goods in 
South America. Will furnish best 
of references. For further partic- 
ulars address: LEaspanol, care of 
AMERICAN’ ARTISAN, 910 
South Michigan Boulevard, Chi- 
cago, Illinois. 22-6t 


SALESMAN WANTED 


One calling on hardware and furniture 
trade, to sell special stoves and specialties 
on commission. Address Stove Improve- 
ment Company, Cleveland, Ohio. 2-2t 


FOR SALE 


Hardware stock and Tinshop for 
sale in live Illinois town, 1,000 
population. Very liberal discount 
for cash. Address E. P. Field, 
Monmouth, Illinois. 3-2 
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WANTED 


To manufacture Sheet 
Metal Specialties or 
Products. Buy the pat- 
ents or manufacture 
under royalty some ar- 
ticles of Sheet Metal. 
Address B-37, care of 
AMERICAN ARTISAN 
910 South Michigan Boul- 


evard, Chicago, Illinois. 
3-1t 


SPECIAL NOTICES. | 






Elevators | 


Improved, Quick and me | 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 
Kimball Bros. Co. 


1031 Ninth Street, Council Bluffs, lewa 


K fs 
909 Comachis te” Maneee Otte, Bo. 








The “CENTENNIAL” | 
Rain-Water Cut-Off 


The strongest, most durable fim ME 
and cheapest CUT-OFF on the 9%. vm im 
market. 9 
The only single cut-off made 
to fit Corrugated and plain 
pipe and which can be used 
without extra pipe 
or elbows. 

For sale by 
ell leading jobbers. 









a - ~ tas 
only by 
THE SULLIVAN 
GEIGER CO. 
501-509 MadisonAve. 
Indianapolis, Ind. 








AMERICAN ARTISIAN 


ADS BRING RESULTS 




















“Learn Up-to-Date Pattern Drafting” 
Assure Yourself Steady Work 


Learn it systematically; get our METHODS; we cover every 
branch of work completely. Your work. 


WE ARE AUTHORIZED TO STATE AND ADVERTISE. 
THESE HOME STUDY COURSES ARE APPROVED BY 
THE NATIONAL S. M. CONTRACTORS ASSOCIATION. 


We Instruct Individuals, and Local Classes by Home Study. 
Full particulars sent you free. Come, write for yours, NOW. 


THE NATIONAL SCHOOL 


O. W. Kothe, Prop. 





3553 Olive Se... St. Louis, U. s. A. 















as all wise me- 
chanics do, then 
when the general 
free 


Fad, on, INSIST 


No. 3—QT. COMB. STYLES AND 
No. ier: COMB. GRADES 
No. I—QT. PLAIN Write for our 
No. 2—PT. PLAIN atalogue 


MANUFACTURED BY 


OTTO BERNZ, - Newark, N. J. 


DIXON’S 
FLAKE 
GRAPHITE 


Ask us for Booklet No. 18C, tell- 
ing about this unequaled lubricant 
for all kinds of bearings. 


Joseph Dixon Crucible-Company 


Jersey City, New Jersey (3) 


The CLIPPER 


There are three things that de- 
stroy your lawns— Dandelions, 
Buck Plantain and Crab Grass. 

























should have them—if he has 
not, drop us a line and we will 
send circulars and prices. 
CLIPPER LAWN MOWER CO. 
Box 10, Dixon, IIl. 








HEATER PIPE 


fresh air constantly. 


from becoming chilled. 





TIME AND LABOR SPENT ON THE JOB. 





Is double, leaving an air space between the outer 
and inner pipes. This allows the free circulation of cool, 
This air duct between the pipes 
serves to keep the outer pipe from becoming overheated 
and also to keep the warm air, passing through the pipe, 


ALL MICHIGAN SAFETY HEATER PIPE MADE WITH 
AUTOMATIC LOCKING DEVICE. SAVES 50% OF THE 


One of the most important obstacles to contend with when installing furnace 
pipe is the possibilities of the pipe becoming overheated. Especially is this true in 
old buildings, constructed of wood. To overcome this 
possibility, a furnace pipe that will not get hot is needed. 


MICHIGAN SAFETY 








It will pay you to investigate. Write for our latest catalog today. 


Michigan Safety Furnace Pipe Company 


New Address: 113-115 East Fort Street 


DETROIT, MICHIGAN 
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DON’T MISS THIS OFFER 


You Can Get a Full Set of 


100 AMERICAN ARTISAN 
TINNERS’ PATTERNS FOR $1.00 


Patterns for a full line of tinware, in various sizes, square and round elbows, cut-offs, 
etc., at full size, printed on manila paper ready to be transferred to heavy sheets and cut 
out t ready for use, can be secured from AMERICAN ARTISAN. There are more than one 





hundred patterns, perfect in all details, included in the set. 


The following list contains 


the articles that can be made with the aid of AMERICAN ARTISAN Full Size Tinners’ 


Patterns. 


Tea Steeper 

Two-pint Tea Pot 
Three-pint Tea Pot 
Four-pint Tea Pot 
Five-pint Tea Pot 
One-quart Coffee Pot 
Two-quart Coffee Pot 
Three-quart Coffee Pot 
Four-quart Coffee Pot 
Five-quart Coffee Pot 
No. 1 Coffee Boiler 

No. 2 Coffee Boiler 

No. 3 Coffee Boiler 
Lamp Filler 

One-pint Dipper 
One-quart Dipper 
Two-quart Dipper 
Four-quart Flaring Pail 
Six-quart Flaring Pail 
Eight-quart Flaring Pail 
Ten-quart Flaring Pail 
Twelve-quart Flaring Pail 
Fourteen-quart Flaring Pail 
Ten-quart Dish Pan 
Twelve-quart Dish Pan 
Fourteen-quart Dish Pan 
Sixteen-quart Dish Pan 
Dinner Bucket 

Five-inch T-joint 
Six-inch T-joint 

Eave Trough Mitre Joint 


“Snap” 2-inch Conductor Elbow 


Cullender 

Half-pint Measure 
One-pint Measure 
One-quart Measure 
Half-gallon Measure 
One-pint Basin 
Two-pint Basin 
Three-pint Basin 
Four-pint Pan 
Six-quart Pan 
Ten-quart Pan 

Small Cake Pan 
Medium Cake Pan 
Large Cake Pan 
Small Wash Basin 
Large Wash Basin 
Sprinkler Breast 
Four-gallon Churn 
Five-gallon Churn 
Small Dust Pan 
Large Dust Pan 

Five Sizes Funnel Patterns 
Oval Dinner Bucket 
Rain Water Cut-off 
No. 7 Boiler Cover 
No. 8 Boiler Cover 
No. 9 Boiler Cover 
No. 7 Boiler Bottoms 
No. 8 Boiler Bottoms 
No. 9 Boiler Bottoms 


Two-inch Square Elbow 
Two-and-a-half-inch Square Elbow 
Three-and-a-half-inch Square Elbow 
Four-and-a-half-inch Square Elbow 
Five-and-a-half-inch Square Elbow 
Six-and-a-half-inch Square Elbow 
Seven-and-a-half-inch Square Elbow 
One-pint Funnel 

Two-pint Funnel 

Three-pint Funnel 

Four-pint Funnel 

Small Milk Strainer 

Large Milk Strainer 

Ten-quart Milk Pail Breast 
Fourteen-quart Milk Pail Breast 
Two-inch Four-piece Round Elbow 
Three-inch Four-piece Round Elbow 
Four-inch Four-piece Round Elbow 
Five-inch Four-piece Round Elbow 
Five-and-a-half-inch Round Elbow 
Six-and-a-half-inch Round Elbow 
Seven-and-a-half-inch Round Elbow 
Small Grocers’ Scoop 

Medium Grocers’ Scoop 

Large Grocers’ Scoop 


Apple Corer 

Oval Foot Bath 

Oval Pudding Pan 
Half-gallon Can Breast 
One-gallon Can Breast 
Two-gallon Can Breast 
Three-gallon Can Breast 


AMERICAN ARTISAN full size patterns are offered to you at the smallest price 
possible. The full set of one hundred patterns will be sent postpaid upon the receipt of 
$1.00 or with subscription to AMERICAN ARTISAN for $2.50. Send for them today— 
they are worth more than double the price asked. 


DANIEL STERN, 


910 South Michigan Boulevard 


Publisher 


CHICAGO, ILLINOIS 
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Capacity 50,000 Tons Per Annum 


THE MASSILLON 
ROLLING MILL COMPANY 


MASSILLON, OHIO 





Invite attention of Stove and Range Manufacturers 
to some of their specialties 


Columbia Polished Blue Sheets 


for high grade Steel Ranges and Oak Stove Bodies 


Massillon Polished Light Blue Sheets 
Massillon Polished Dark Velvet Blue Sheets 


for medium grade Steel Ranges, Oak Stove Bodies, Portable Ovens, 
Stove Pipe, Elbows, etc. 


Ohio Polished Blue Sheets 


for popular priced Air-Tights, Stove Pipe, Elbows, Portable Ovens 


Massillon Blue Refined Sheets, Semi-Polished 


for popular priced Oak Stove Bodies and Stove Pipe 


Send specifications and we will submit 
samples and prices. Shipping facilities 
unsurpassed, guaranteeing promptness. 


THE MASSILLON ROLLING MILL CO. 


MASSILLON, OHIO 
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The Master Metal Sheet 


“There is Durability and Economy in Ewery Ounce” 


Just as gold is king of what is known as precious metals, 
so Toncan Metal is supreme among the so-called non- 
precious metals. 


Nothing can be satisfactorily substituted for gold—not even 
silver. Nothing can be substituted for Toncan Metal with the 
assurance that the same degree of economy can be secured. 


For a better roof, ventilator, cornice, skylight, 
blower system, tank, refrigerator or any other 
product to be made from sheet metal, Toncan 
Metal is the logical material to use. 


A rust and corrosion-resisting sheet metal at a mod- 
erate price—that’s Toncan Metal—and economy. 


Text Book 


Write for the “Text Book on Corrosion” > { aig 


Jobbers Everywhere Sell Toncan Metal 


The Stark Rolling Mill Co. 


Canton, Ohio 
Sole Manufacturers 


BRANCH OFFICES 


712 No. 30 Church St. 810 Security Bldg. 20 No. Market St. 
New York City St. Louis, Mo. Chicago, III. 
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JULIUS GEROCK, Jr., Pres. 


one“ Gerock Bros, Manufacturing Co, sixes vier 


MANUFACTURERS OF 


ARCHITECTURAL SHEET METAL WORK 










Cornices BOTH ®HONES 
Skylights and 1252-54-56-58 
South Vandeventer Ave. 


Ventilators 


St. Louis, Mo., Dec. 30th-14. 19] 








Mr. Daniel Stern, 
American Artisan & Hdw. Record, 
#910 So. Michigan Ave., 


Chicago, Ill. 


Dear Sir:-.- 


Herewith please find renewal contract for 
another year’s advertising in your valuable journal. 


You will note that our advertisement ap- 
peared in your journal ever since the year 1900, the 
date of our incorporation and manufacture of Sheet 
Metal Ornaments and Statuary. 


For your information, we have been adver- 
tising in several other trade journals but must say 
that we find the advertisement in the American Artisan 
and Hardware Record, the most profitable, as this, 
our fifteenth renewal contract, will testify. 


Wishing you a Happy and Prosperous New Year, 
we are, 


Very truly yours, 


Gerock Bros. Mfg. Co. 
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GEROCK 


SHEET METAL ORNAMENTS 


AND STATUARY 


Sheet Metal Workers appreciate good and reliable material to elabo- 
rate and emphasize their work. Neat appearing and serviceable 
work always means more contracts. 


GEROCK SHEET METAL ORNAMENTS and STATUARY 


are of the highest grade and results are always satisfactory when 


they are used. 


so write for it at once. 


1227 South Vanderventer Ave. 





Our latest catalog will interest all sheet metal workers. It is free, 


GEROCK BROTHERS 
MANUFACTURING COMPANY 





ST. LOUIS, MISSOURI 











Dealers’ Profits 




















SELF GUIDING NAILING POINT 


Patent Pending 


Two New Features 


The bead is made extra long, in shape of half an 
oval, reinforcing the ceiling plates at joints, fitting 
snugly over underlapping bead, making a tight and 
perfect fitting joint. 


The top of Nailing button is counter-sunk, forming 
a self-centering, self-guiding, never-slip nailing 
point. 

These features permit a considerable saving when 
erecting. 





with Berger’s Classik Metal Ceilings 


Our reasonable prices combined with. the durable, 
artistic, attractive 


Berger’s Classik Steel Ceilings 
net the dealer a very handsome profit. 


Architects specify it—contractors prefer it—and 
the public demands it. 


Write today for our large illustrated catalog. 


The Berger Mfg. Co. 


Canton, Ohio 


For the best service address the nearest branch. 


New York Boston Minneapolis 
Philadelphia St. Louis San Francisco- 
Chicago 


We also manufacture Ferro-Lithic and Multiplex Rein- 
forcing Plates, Metal Lath, Roofing, Eaves Trough and 
Conductor Pipe, and Sheet Metal Building Products of 
all kinds. 


Export Department, 11th Ave. and 22nd St., New York, 
Re Fs 
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PurF, [RON 
Sheets and Roofin3 


Resist Rust in all 
Weathers 
















Use it in your own work and carry a stock for sale to 
customers who are having trouble with ordinary iron and steel. 


99.86% 


PURE 


IRON 


f 





The greatest degree of purity 
achieved by any commercial iron 
or steel product in any country in 
the world. And this greater pur- 
ity gives Vismera Pure Iron 
greater resistance to the attacks of 
all of iron’s enemies. 


Send for prices in carlots or less 


INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works- Indiana Harbor, Ind. and Chicago Heights. Il 
Branch Offices - ST.LOUIS -ST.PAUL- MILWAUKEE - DENVER “DALLAS 


PLECKER’S CORRUGATED EXPANDING CONDUCTORS 


HAVE NO CROSS Will not burst 
SEAMS 

VANIZED TRON IA — 

io'% FT. LENGTHS full of ice 


©THE CLARK-SMITH HARDWARE C0. - PEORIA, ILLINOIS 

















MS IIE seumeiieaitinaiaihasieent 


raesinmusencsne scaaemneieneneeneinnnnndl SANE 2 apa semen mee 
BEST BLOOM Galvanized Sheets | »i?~. 
Made from KEYSTONE COPPER BEARING STEEL—Unequaled for 

| CULVERTS, TANKS, FLUMES || °- | 

| as well as for Roofing. Siding, and all forms of ex | fll, metal work. Look for |) | 
this stencil on Keystone Copper Bearing APOLLO Best BLoom Galvanized Sheets—it 

insures service and satisfaction. You should use noother. Write for fullinformation. || niysrdh 

aguan Wi BQ AMERICAN SHEET AND TIN PLATE COMPANY, Frick Building, Pittsburgh, Pa. | 























The “GLOBE” Ventilator SEE OUR 


in COPPER, GALVANIZED 
IRON and with Glass Tops 


for Skylight purposes. A d ver t I semen t 
Absolutely Storm Proof 


For Perfectly Ventilatin 
Schools Chusdhes, Halle ON THE 
Mills, Factory and Audi- 


ence Rooms of Brery Char~ FRONT COVER 


SMOKY CHIMNEYS 


CURED 
@ 


“Globe Ventilated Ridging” 


Patented and Send for Pamphlet 
Trade-Mark 


Rog. U.S. Pat.Of. Manufactured by STANDARD VENTILATOR COMPANY 
GLOBE VENTILATOR CoO., Troy, N. Y. LEWISBURG, PENNSYLVANIA 
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Special Size 


POLISHED SHEETS 


For Sale = 





18,540 Lbs, 28 Gauge Size 20 1232 Qi 
17,800 Lbs, 28 Gauge Size 16 x194 PERFORATED METALS 


OF EVERY DESCRIPTION 


10,800 Lhs. 28 Gauge Size 24 x60 MANUFACTURERS OF 


ene ro ane Sheets 

. ack an aivaniz 

9,790 Lbs, 26 Gauge Size 192x22 Perforated Sheet Copper, Brass, Bronze, 
Aluminum, Lead, Zinc, Monel Metal 


4,600 Lbs, 28 Gauge Size 17 1228 and Other Alloys. 


Screen Plates and Sheets, 
for Ores, Coal, Stone, Cement, and all kinds of 


Grain Cleaning and Sorting Apparatus 


for Centrifugal Linings, Filter Press Plates, Drying Floors, 
False Bottom Strainers, Extractor Baskets, Revolving 
Screens, Shaking Screens, Chute Screens. 


Grilles and Ornamental Screens, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 


and Public Buildings, made to suit local requirements. 
SHEET C MPANY Perforated Tin and Brass of Standard Sizes 


| carried in stock. | 
| 








ANYTHING IN PERFORATED METAL 
Canton - = Qhio 


THE HARRINGTON & KING PERFORATING © 


3 *610 NO T.- CHICAGO 
Philadelphia Chicago Detroit San Francisco Bnew vemueenee ceen 


*“NEW YORK OF 4 










































Making It Easy For You 4 










Uj | 
Ly The Permanent Roof 


In the Cortright Roof, there are 
no exposed nails to rust off, no 
chance for wind to get under 
the shingles and blow them 
away. They overlap and inter- 
lock so that no rain, snow or 
sparks can penetrate. Thus a 
Cortright Roof remains un- 
changed through the passage of Fs: 
years, and requires no attention | Kees 
beyond an, occasional coat of Seri 
paint. 


CORTRIGHT [| 
Metal Shingles F’ 


A request will bring it SS House owners everywhere are 


FRIEDLEY-VOSHARDT CO. 


LSS old wood roof; in many com- 
General — 733-735-737 S. Halsted St. ‘CHICAGO 


We are publishing an extensive 
PRICE LIST covering all items of sheet 
metal material delivered to your city. 





IF YOU USE SHEET METAL MATERIAL 


you cannot afford to be without our 
Price List and our service. 












laws forbid the use of wood 
shingles altogether. More tin 
roofs are being laid than ever be- 
fore, and the progressive tinner 
is now getting the sloping roof 
business by handling CORT= 
RIGHT Metal Shingles. 
Let ussend you today our 
money-making proposi- 


tion for tinners. No obli- 
gation, of course. 


Cortright Metal 
Shingle Co. 


Philadelphia & Chicago 


: munities building and insurance 
orks: 761-766-771 Mather St. 
































reaer! 


Cc. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA. 


MANUFACTURERS 
Sheet Copper, Bottoms, Roll Copper, Tinned and Polished 


Copper, Nails, Spikes, Rivets, Conductor Pipe, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Brauch Warehouses in New York, Chicago, St. Louis and San Francisce 
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DO IT NOW 


Get ready for your 
Spring Business. 


We have a furnace for 
every purpose and 
that—THE BEST, both 
in pump and bulb 
models. 


Drop a postal for our 
latest catalog and 
booklet of Useful In- 
formation. 


BURGESS SOLDERING FURNACE C0. 


Dept. A COLUMBUS, OHIO 








LOOK AT A NO. 1 FIRE POT 


Examine it closely. Every detail will 
bear the closest inspection. If you are 
a judge of workmanship you will see 
that it must have been made by mechan- 
ics whe know their business and if you 
want to satisfy yourself as to the merit 
of a No. 1 Fire Pot ask the mechanics 
who are using them. Listen to their 
reply: “The No, 1 is all right and has no 
equal.” Jobbers will supply at factory 
price. Send for catalog—it’s free. 

No. 1 Fire Pot. 


CLAYTON & LAMBERT MFG. CO., Detroit, Mich., U.S. A. 

















NEW MARVEL BRANDING IRON 


By removing the copper point and inserting the 
Brander, the NEW MARVEL SELF-HEATING SOLDERING 
IRON is converted into a cheap and light BRANDING 
IRON. Costs only 2 cents a day for fuel—weighs only 
43 pounds. Any style Brander will be furnished. 


Write for full particulars 
[you, Giiklin& ne. 


We also Manufacture 
Conductor Pipe, Eaves Trough, Baltimore Md 
y + 


Stove Pipe, Elbows, etc. 


RESULTS ARE WHAT COUNT 


and oe can obtain them by using a DOUBLE BLAST GASO- 





LINE Fire Pot for indoor and outdoor work. 
Hii WHY? 
a Ny? They always burn with a steady 
blue flame. 


A tinner can heat his irons as fast 
as he can cool them. 

They can be generated outdoors 
on a windy day. 

They are noiseless. 

They are the only Fire Pot with an 
independent generating vaive. 

There are no springs on the pump 
to get out of order. 

No heat is wasted with a DOUBLE 
BLAST Fire Pot. 


BaAc Pom 


Try one. The Fire {Pot will demon- 
strate that it will do all Jwe claim for it. 
Leading jobbers are handling them. 
Write us for circulars and prices. 


Double Blast Mfg. Co. 


2004 State Street 
North Chicago, Illinois 





No. 35—Double Blast Gasoline 
Tinnerc's and Plumber's Fire Pot. 








Tools for Sheet Metals 


INCLUDING 


\ 

\ Tinners’ and Roofers’ 
Tools, Shears, Punches, 
Presses and Dies, Can- 
Making Machinery 






Made by 


Niagara Machine 
& Tool Works 


Buffalo, N. Y. 








Chain Lifts 


Tinsmiths’ and 
Plumbers’ Tools. 
geratce | nel 

oots. Pp 
smiths’ Tools. Pipe 
Threading Ma- 
chines. 








Second-Hand 
ners’ Machines 
Bought and Sold. 


20 Cliff Street 
NEW YORK 


Hand Punch for No. 10 Iron. 


H. WEISS & CO., 








31-INCH FORMING ROLL 


This Forming Roll is built in 
all standard sizes, with our Pat- 
ented Opening Device, by means 
of which it is opened and closed in 
@ few seconds. 


We build a complete line of Shears 
and Punches, ali sizes, for hand or 
belt power. 


Write for Catalog ‘‘F’’ 
BERTSCH & CO., Cambridge City, Ind. 











“RAPID” SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS 
are now made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. Straight 
cutting, irregular shapes, circles: and interior circles. 
Send for prices and printed matter. 
OTIS L. FULLER 
Dept. A Goshen, Ind. 











who has used the No. 20 Red-Hot Torch, 
patented and often called the ‘‘Hand 
Brazier'’ and hear what he says—“It is 
the best ever.’ It is the strongest and 
heaviest burner ever mounted on a one 
quart tank and produces a steady blue 
flame of intense heat that will work any- 
where outdoors in the wind or in the 
coldest weather. 

It will soon save you its cost in the 
saving of time and fuel alone. 

All leading jobbers will supply at factory 
price or we will ship direct if cash accom- 
panies the order. 

Send for Free Catalog. 


ASHTON MFG. CO. 


17 Nevada St. 
N. J., U. S.A. 


¥ No. 20 Red-Hot Torch. 


NEWARK, 











§ Price Each $4.25 Net. 





That paper is the cheapest 
which brings the best results 
in proportion to its rate, 
no matter what that rate 


may be. 
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CHICAGO STEEL CORNICE BRAKES 


Used by Tinsmiths Who Know 
The Strongest and Lightest Brakes Mado 






8-ft. for 18 gauge and lighter 
Made in all sizes. 


Our lightest 8-ft. Brake weighs only 1000 
pounds and has a capacity of 18 gauge. Can 
readily be taken apart in three pieces and is 
easily transported. Handles operate independ- 
ently (unless otherwise ordered). 

Full set of formers, angle extension for heavy 
bending and improved stop gauge furnished with 
each machine. 


Write for catalog showing 116 different styles and sizes. 


DREIS & KRUMP MFG. CO. 
2915 S. Halsted Street. CHICAGO 


Canadian Factory, The Steel Bending Brake Works, 
Chatham, Ont. 











§ on drop of water makes 
little impression— 


Successive drops of water falling 
from a reasonable height wear 
away the hardest rock. 


One advertisement creates only 
temporary interest— 


_Successive advertisements prop- 

erly constructed and placed in 
the right medium change tem- 
porary interest into action. 


farekecord 


Is an ideal advertising medium 
that reaches a large number of 
buyers weekly. Write for infor- 
mation and rates. 





DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Boulevard, Chicago, Illinois 





IN aitenyate 



























We are 
thoroughly 
equipped to 
handle spec- 
ifications for all 
kinds of springs, 
made to suit the 
most exacting re- 
quirements of 
elasticity, temper, 
strength and dura- 
bility. We make 
all shapes and 
tempers, adapted 
to every use; and 
with large capa- 
city can deliver 
promptly. 


bbbeasssee 


Springs Catalogue furnished 
upon application 





*tee6ag 
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Ire 
Company | 


Chicago, New York, Worcester, Cleveland, Pittsburéh, 
Denver. Export Representative: U. S. Steel Products Co., 
30 Church St., New York. Pacific Coast Representative: 
U. S. Steel Products Co., San Francisco, Los Anégeles, 
Portland, Seattle. 
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THE GENUINE 


“PHILADELPHIA” 


The one name and trade mark which 
for 46 years has made the Genuine 
Philadelphia Mowers famous throughout 
the world. 








Style ‘‘A’—Alll Steel 


Originators of every new, practical and 
useful improvement on Lawn Mowers. 





No mowers made have Vanadium 
Crucible Steel in all the knives outside 
of the ‘“‘Philadelphia.”’ 


21 styles High Grade Hand, and 6 
styles High Grade Horse Mowers, Lawn 
Sweepers, Golf Mowers, Grass Collect- 
ors, etc. 


Handsomely illustrated catalog for 1915 ready for 
distribution. Prices right for high class goods. 


THE PHILADELPHIA LAWN MOWER CO. 


Makers of Mowers of Excelience 
Sist and Chestnut Streets, Philadelphia, Pennsylvania, U. S.A. 








A Partial History 
| of the 


UNDERWOOD 


First practical visible machine 


Winner of every International Record for Typewriter 











) Speed Accuracy Stability 
Holder of the Elliott Cresson award for mechanical 
supremacy 
Surely the 


UNDERWOOD 


“The Machine You Will Eventually Buy” 
Ne Underwood Building NEW YORK 
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live, wideawake dealers throughout the country. 


Place a roll of Economy Fence (as shown here) in your show window, or in front of your store. The price will attract 
the attention of every farmer who passes. He will stop, step into your store and ask you questions about ‘‘Economy Fence.” 
And right there is-where you have him, Mr. Dealer, for being abie to tell him, face to face, about Economy Fence, 


you have the advantage over mail order houses in more ways than one. 


THE PRICE IS LOWER—You can sell ‘‘Economy Fence”’ at a ten per cent profit, or more, and still undersell 


the average mail order house. 


YOU CAN SHOW THE GOODS—You have the actual fence right before your customer. 
Its low price will appeal to him. Almost every farmer can find use for a quantity of low priced fence 


he is going to get. 
somewhere about the farm. 


THE QUALITY IS FAR BETTER—The wire itself will stand a stronger test than most mail order fence; the 
The same knot used in the standard Square Deal Fence is found in 


workmanship is unexcelled; the finish is perfect. 
the “‘Economy”’—the same fence through and through, except the weight. 


With the use of these arguments and the actual fence to show him you will have no trouble whatever in taking 
your prospect’s order for whatever he needs in direct competition with mail order houses. 


BUT THERE IS A BETTER PLAN THAN THIS— 


Remember “Economy Fence” is made mainly to discourage mail order buying in your locality. 


Deal Fence, so naturally sells at a lower price. 


We know, and you know, that 90% of your farmer customers want quality rather than cheap price. J 
‘‘Economy Fence”’ to your prospect show him Standard Square Deal AND IT WILL TAKE HIM ABOUT TWO MINUTES TO MAKE 
The difference in price will not cut much figure 


UP HIS MIND TO BUY SQUARE DEAL IN PREFERENCE TO ANY OTHER. 
with him when he sees how much more he is getting for his money. 


WRITE FOR ECONOMY PRICES and COMPLETE 
DETAILS—THEY ARE YOURS FOR THE ASKING 


We want to tell you more—ALL—about this plan of beating the mail order 
houses at their own game. We want to tell you how you can drive the mail order 
business out of your territory. Write us, or send the coupon back today. It will 
be the best thing you did today. 


KEYSTONE STEEL & WIRE CO. 


PEORIA, ILLINOIS 






») 


Yeates Undersell Mail Order Houses With 
Mr. Dealer—You Can Beat Them At Their Own Game 


The largest wire fence manufacturers in the Middle West are making Economy Fence to help you discourage mail 
order buying in your territory. And it does it, too. For here’s the plan that is already making good with hundreds of 
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Economy Fence, 


He sees exactly what 


It is not as heavy as Standard Square 


When you have explained 





Keystone Steel & Wire Co., 
Peoria, Ill. (11) 

Gentlemen:—Please give me further details re- 
garding ‘“‘Economy Fence” and how to beat the 
mail order houses at their own game. I will give 
your letters and printed matter careful consider- 


ation. 
Yours very truly, 


Name 
Town 


State 


ee 
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For Thirty Years 
the Standard 


AGATE 
NICKEL-STEEL 
WARE 





The superiority of Agate Nickel- 
Steel Ware over all other makes of 
culinary utensils consists largely in the 
fact that the enamel is so hard that the 
fusing point is not reached until the 
nickel-steel of which the articles are 
made is about ready to melt, thereby 
combining with the pure vitreous com- 
position and forming a clinch and per- 
fect union. No heat or acid can destroy 
that joint. . 


Agate Nickel=-Steel Ware is double 
coated with a hard vitreous covering, 
presenting a smooth, highly polished and 
beautifully mottled gray surface. 


MR. DEALER: 
prestige of handling wares that are the 
best? Every customer that buys Agate 
Ware from you is satisfied —he will 
come again. He knows you give Value. 





Send for catalogues and 
prices at once. 


Lalance & Grosjean 
Mfg. Co. 


1900 So. Clark St., CHICAGO, ILL. 
NEW YORK BOSTON -« 


















The Best Results 


are obtained from 


V.&B, PRYING WOOD CHISELS 


BECAUSE 


strain. 
sary. 
sity_of the steel. 


heavy,work. 


equalled for hard service. 
chisel for the household. 


They will {not bend or take a set under heavy 
They can be used with a hammer—mallet unneces- 
They will hold a good edge on account ofjthe den- 
The weight of handle insures quick ‘cutting on 


Every carpenter should have V. & B. PRYING 
WOOD CHISELS for heavy work. They are un- 
They are also a practical 





LOOK FOR 
THIS MARK 




















Introductory Offer 


one dozen assorted chisels. , Price $4.50. 


Quantity lL. 2 --esd 


1 
Assorted Siveinch $ $ @ | 1 I 


VAUGHAN & BUSHNELL MFG. CO. 
MAKERS OF FINE TOOLS 
~ 2130 Carroll Ave. 

















Miller’ § 0. D. Disinfectant 


JOLIET MANUFACTURING CO. 


The O. D. Disenfectant Co., Joliet, 
nois. 


Gentlemen: I have been using 
your disinfectant for the past four 
or five months in the Shreffler Villa 
and also the Lincoln Apartments and 
have found same to be very bene- 
ficial. I wish to make speeial men- 
tion of the satisfaction it has given 
in the Shreffler Villa, this building 
being about eight years old and we 
were troubled more or less with sewer 
gas, and upon using your disinfect- 
ant the odor is immediately removed 
and I can cheerfully recommend your goods to eayto® Age a first 
class disinfectant. Yours very truly, LER. 


We also refer to the following users: 





af State Penitentiary, Jo- 
iet 


Joliet Township High School, Jo- H. R. Bartlett, Salt Lake, Utah. 
liet, The Hub Clothing Store, Chicago. 

Will seta Court House, Joliet, Harry Childs, Boone, Iowa. 

Ml. Bart Baumgart, Marseilles, Ill. 


—- Public School, Lemont, 


Police Department, Joliet, Ill. 


Inward Refrigerating Co., Chi- —*" Hospital, Dun- 
brent , George Hollenbach, Dwight, III. 


Iowa-Illinois Circuit of Theaters. 


Wm. J. Moxley (Butterine), Chi- 
cago. 


W. F. Meidroth, Peoria, II. 
Delmonico Hotel, Danville, Ill. 





We'will send, charges prepaid, through your jobber, 


CHICAGO, ILL. 











St. Joseph’s Hospital, Joliet, Ill. 


City School Board of Pontiac, Il. 
High School Board of Pontiac, Ill. 


Elgin State Hospital, Elgin, Ill. 


A. M. Legg Shoe Co., Pontiac, III. 


Allen Candy Co., Pontiac, Ill. 
Baird & Potter, Carroll, Iowa. 


" Hotel, Chicago Heights, 


Hotel Gary, Gary, Ind. 

Pontiac Chautauqua, Pontiac, Il. 

Flint Dairy and Ice Cream Fac- 
tory, Joliet, Ill. 

And hundreds of others who are 
using O 


AGENTS WANTED EVERYWHERE. 


GARDNER & COMPANY 


50 Adam Arcade, Joliet, Ill. 
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Time to Order 
FREEZERS 


Whether you stock the LIGHT- 
NING, GEM or BLIZZARD, you 
get a Freezer that has made good 
for more than a quarter of a 
century—one that has won its way 
into the hearts of the housekeepers 
by service that satisfies—backed 
by quality that creates confidence 
in both merchant and manufac- 
turer—one that’s well advertised 
and in demand—one that brings 
trade and helps you keep it. 


BE SURE to INCLUDE the 
LIGHTNING ICE , 
CHIPPER No. 1. 
You can sell one 
with every Freezer. 
It chips a block of 
ice into small uni- 
form pieces in a 
jiffy, just right to pack closely around 
the can and shorten the time of freezing. 
So much easier to make Ice Cream. 
They help the sale of Freezers. 


Your jobber can supply you. 


NORTH BROS. MFG. CO. Pec 


Sree 
PHILADELPHIA, PA. Ss 2 








Be Sure It’s a 


SEGAL 
BURGLAR PROOF LOCK 


You offer your customers when they ask for the best 
It is ‘‘The Lock without a Knock.”’ 





What am I up against? No use trying. You are up 
This is the only lock I against aSEGAL LOCK. You 
couldn’t jimmy. need a key to open this one. 


The more a SEGAL BURGLAR PROOF LOCK is 
forced, the tighter it gets. They cannot be opened 
without a key. This is caused by the bolt being ver- 
tical instead of horizontal as in other locks. We have 
a good proposition for dealers. We do the advertising 
—you get the business. Write for particulars. 


Burglar Proof Lock Company 


13 Park Row, New York City 




















“THERE’S only 

one reason for adver- 
tising in AMERICAN 
ARTISAN and that’s 
because you will get 
the greatest results for 


the least money.” 


—Bill Wise. 

















HORSE-SHOE BRAND 


CLOTHES WRINGERS 


WARRANTED as to quality. 
WARRANTED to give satisfaction. 
WARRANTED as to price. 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340E No. 360E 10x12? inches 
No. 341E No. 361E 11x12 inches 


WE MAKE THE LARGEST VARIETY OF 
CLOTHES WRINGERS IN THE WORLD 


Send for our new Price List 
THE 


AMERICAN WRINGER CO. 


New York City, U. S. A. 
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AVE you ever gathered together in one place in your store everything 
you have for sale that is used in an average Home Laundry? If you 


have not, get them together for a 


JANUARY SALE 


You will be surprised to see how many items you have, and 
how many more of these goods you will sell by having a 
Laundry department. These goods all bring a good profit. 


ANCHOR BRAND CLOTHES WRINGERS 
LOVELL MANUFACTURING CO., _ Erie, Pennsylvania 


DeKalb Business Wagon RE W wie 
OFRIM ‘issn: ioaor 


“RIVAL” and 
“RIVAL. JUNIOR’ 


Oyama“ MEASURING TAPES 


HAVE JUST BEEN MARKEDLY 
IMPROVED AND YET SELL AT 
THE OLD PRICE. 


All of these tapes now have a 
positive-action push button 
opener for the windin 
handle. ‘‘CHALLENGE” an 
“CHALLENGE JUNIOR” 
leather cases are now steel 
lined throughout. 

Our Tapes have an unequaled 





























a 14 


tes nd 
Ht ot, ~ 


~ 7 S — 
NOVAS 





To every business house that uses one or more wagons we would lik+ to 
send a copy of our big catalog showing the best wagons for every trade, DeKalb 
wagons are built for service—better construction is not known. Catalog 
gives full details. Your request on a postal brings it. 


Dealers Wanted in Unassigned Territory 


A mighty good proposition for the right hardware or implement dealer. reputation for accuracy, hence 
Full protection—sincere and complete co-operation. Details are yours for more of them are in use than all 
the asking. other makes. 







DeKALB WAGON CO. (Fojnety Simmer’) euatB. ILL: 














. ing Arguments in The Name 
‘*Files of Quality’’ [UFKIN Than You Need To 


Sell /UFATN Tapes. 


mE [UFKIN fpuLe C0. 


SAGINAW, MICHIGAN 
New York London, Eng. Windsor, Can. 























, aan “Red Bevil” Ne A GP 4 
| HELLER BROS. CO.| | Pures WAS 


NEWARK, N. J. and nippers are Gee Bovil” 


Submesheentemttente 























ESTABLISHED 1836 INCORPORATED 1899 ‘| unconditionally | \\) LEADERSHIP 
guaranteed be- : 

WN Keeping ahead of 
cause they are |=] the times, 
unqualifiedly the @ New designs. 
me | G Thirty years’ 

‘ . manufacturing ex- 

a:\ perience. 

That guarantee [* \@Q} @ Largest and most 
THE FILE YOU WILL EVENTUALLY USE is your protec- |: Sq Complete line. 

; I =<" @ Most extensively 

tion as well as [g@°W advertised line.  ~ 

your customer’s. \ \ 9 Prompt service. 





DELTA FILE WORKS 7, 


Philadelphia, Pa. 


SMITH & 
HEMENWAY CO. 


atitaaien St. Send for new net illustrated 
YORK, N. Y. Trade Price List 





Chicago Office New York Office =" 


DELTA 9062 E. Lake St. 260 West St. 























THE HIGHEST GRADE FILE MADE 





| Have You Read the Front Cover? 
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"MECCO 


as Sheet Metal reoduets 






SPANISH TILE VENTILATOR 








bane SKYLIGHTS 
SHINGLE WINDOWS 


Write for Prices and Catalogues 


MOESCHL-EDWARDS GORRUGATING C0. 


COVINGTON, KY. 





LOOK THROUGH 


this lathe spindle. It’s 
hollow. You can turn up 
rods, rings, blocks, spin up 
metal, drill, burnish, 
ream, grind, polish or trim 
with 


LEIMAN BROTHERS 
SPEED LATHE 


A substantial 3 foot lathe, 
8 inch swing, 20 inch 
centers. Accurate and 
reliable. Every mechanic, 
tool room or work shop 
should have one. 

Shipped from stock $27.00 
net F.O. B. Newark, N. J. 


LEIMAN BROTHERS, 62 A R John Street, New York, N. Y. 








Berger's 
Wrought Star Ears 


This is as fine an ear as can 
be made. Every piece is perfect, 
with fine finish, nicely tinned, 
same size and thickness as our 
malleable Starears. No. 30cor- 
responds to malleable No. 3, etc. 
Furnished in gross boxes or in 
M vt bulk to suit the purchaser. Sam- 
a Me ples mailed free upon request. 


BERGER BROS. CO. 
PHILADELPHIA 


Office: 229-231 Arch Street Store: 237 Arch Street 
Warerooms and Factory: 100-114 Bread Street 











The W. J. BURTON CO. 


MANUFACTURERS OF 


Steel Ceilings and Side Walls 
Cornices, Skylights ana 
Fireproof Windows, Roofing 


Eastlake Metal Shingles 
Prepared Asphalt Roofings 


SEND FOR CATALOGUE 


Detroit, Michigan 











Water Pails Shipping | Pails 


MADE BY 





CHICAGO 
KANSAS CITY 


NEW YORK 


Conical Fire Pails ST. LOUIS 


Wash Tubs Ash Cans 








Wheeling Galvanized Ware 


Superior in quality and workmanship 


WHEELING CORRUGATING COMPANY. WazeuiNe W.VA. 


BRANCH OFFICES AND STORES: 








Contractors’ Pails 


PHILADELPHIA 
CHATTANOOGA 





Oil Cans 


Garbage Cans 
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Service 
Extraordinary 


Business Success depends largely Frontier oes fe 
upon the quality of service rendered 
to your patrons. We came tu the BULLARD & GoRM, 
conclusion that good service was me 
necessary for the growth of our 
business many years ago. 








That is the Reason 


We have prospered. We gave, and are still giving 
the best service possible. Improvements are 
constantly being made in our service. 


Our Service Will Help You 


Better your business. We pride ourselves with the 
fact that we can deliver the best goods at a given 
place in the quickest time. With this assurance 
you can make promises to your customers and not 
disappoint them. 


All orders received by us, regardless of size, are 
filled the day received. This insures prompt de- 
livery. Send usa trial order, no matter how small, 
and we will show you that our service is all we 
claim it to be. 





Let us send you our latest Complete Catalog of 


SPORTING GOODS and FISHING TACKLE 
GENERAL and BUILDERS’ HARDWARE 
Or MECHANICS’ TOOLS and CUTLERY 


BULLARD & GORMLEY COMPANY 


WHOLESALE HARDWARE 


173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 


CHICAGO, ILLINOIS 
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